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PERFECT CIRCLE... 


first in power protection with “98” oil ring 


Perfect Circle’s famous ‘‘98’’ has been 
making high compression history since 
its introduction just 5 years ago! 


THE PROBLEM: To build an oil ring that would 
seal extreme pressures and forces of high com- 
pression engines with minimum wear to cyl- 
inder, piston, rings. Ring must provide lubri- 
cation, seal against oil loss during both com- 
pression and vacuum strokes. 


THE SOLUTION: Perfect Circle “98”’ Oil Ring 
—the first true high performance oil ring— 
enthusiastically accepted for original equip- 
ment and replacement service by most engine 


PERFECT 


Hagerstown, Indiana 


manufacturers. Constantly improved since its 
introduction 5 years ago, construction of ring 
provides positive cylinder and groove seal dur- 
ing both compression and vacuum strokes. 
Made of highest quality tempered steel, ‘98” 
Oil Ring is coated with thick, solid chrome 
plating that doubles life of cylinders, pistons, 
rings. 


INSURE CUSTOMER SATISFACTION! Install 
Perfect Circle 2-in-1 Chrome piston ring sets 
and new Perfect Circle Valve Seals for complete 
power protection. You make more profit and 
customer gets top performance and economy 
at lowest possible cost. 


CIRCLE 


Don Mills, Ontario, Canada 





ANOTHER BLUE STREAK SECRET SERVICE TIP FOR YOU 
+ !!'@ MIKE J MY AMMETER 


NEEDLE STAYED ON FULL CHARGE JIMINY, 
HERLOCK <x comites rer nours. /(,ws.cuser, 
MKANICK AF CaaS outs 
f ; A OLTAGE 
f nS ME) \ REGULATOR. 
we lie e » y YY } 
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/ MICHAEL, WHEN YOU SET HIS CHARGING REQUIREMENTS 

REGULATOR, DID YOU CONSIDER FOR “OPEN ROAD” DRIVING BY DAY 

THAT MR. BLAST IS A TRAVELING- DIFFER FROM “STOP AND GO” 
OR NIGHT TRAVEL. SET MR. B's 


MAN, ANP DOES MOST 

OF HIS DRIVING GOLLY REGULATOR LOW To AVOID 

ON HIGH-SPEED y OVERCHARGING HIS 
SHERLOCK, BATTERY./ 





TURNPIKES BY DAY? WHAT 
DIFFERENCE 
DOES THAT 














ELEMENTARY, MICHAEL. USE THIS BLUE STREAK FREE OFFER. 


SERVICE BULLETIN, “ TAILOR THE SETTING TO THE 

JOB.” IT EXPLAINS EXACTLY HOW TO SETA ones earn 

VOLTAGE REGULATOR FOR ALL CONDITIONS. SS “TAILOR THE 

AS BLUE STREAK DEALERS WE HAVE OVER SN SETTING” To 
Z00 HELPFUL —=>f STANDARD MOTOR 
BLUE STREAK PRODUCTS, INC. 

BULLETINS. 37-18 NORTHERN 
BOULEVARD, 
LONG ISLAND CITY 
NEW YORK- 


La 
Ln here 


NO WONDER 40,000 
IGNITION SPECIALISTS 
:; SAY “BLUE STREAK” 
20U IGNITION IS BETTER 
FOR YOUR BUSINESS” 














REGULATORS * SWITCHES « COILS - CONDENSERS + WIRE and CABLE - CONTACT POINTS 
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it’s flexible— 
and it’s fast...” 


says FRED GUY, Dodge—Plymouth dealer, 


Muncie, Indiana 


“We can express our high opinion of CommerciaL Crepit 
PLAN in two words . . . it’s flexible and it’s fast. Anyone who 
has had a deal hang fire because of slow credit action 
knows how valuable fast service is. The same is true. of 
having an adaptable finance connection. We know CoMMer- 
ciaAL Crepit Pwan’s flexibility has helped us penetrate 
our market and reach a bigger percentage of prospects. 
It’s a pleasure to work with CommerciaL Crepit people. 
They know the automobile business as well as their own, 


You couldn’t ask for a more cooperative group.” 


Commercial Credit dealers 
are successful dealers 


Write or call the nearest CoMMERCIAL CREDIT CORPORATION 
office for complete information on the benefits of COMMERCIAL 
Crepit PLan. W hy not do it, today? 


f%, eA A service offered through subsidiaries of the 
COMMERCIAL 

CREDIT LAN 3 and Surplus over $200,000,000 . . . offices in principal 
i \ =. cities of the United States and Canada. 


ZI Commercial Credit Company, Baltimore . . . Capital 





Still the champs 


..- Made for the Professional! 


L SEALANTS 
ARE NOT ALIKE! 


Permatex tailors automotive sealants to the job... builds 
in features to match special needs of modern vehicles. You 
need hard and soft sealing . .. slow and fast sealing... 
professional sealants on which you can depend. Here they 
are, engineered by Permatex to do the best possible job, 
exactly right. 








FORM-A-GASKET 
NO. 1 


¢ 


With Special 
Spreader Cap 
FORM-A-GASKET 
NO. 2 


4 


AVIATION 
FORM-A-GASKET 
NO. 3 


SUPER ‘‘300” 
FORM-A-GASKET 


STICK-N-SEAL 


SEALING COMPOUNDS ° 
Chilton's MOTOR AGE 





DRYING 
SPEED 


USES 


FEATURES 





Fast 


Permanent assemblies; broken 
gaskets and fittings; building up 
uneven and warped surfaces; 
sealing damaged thread connec- 
tions; replacement of unavail- 
able gaskets. 


Withstands heat and pressures 
up to 5000 Ibs./sq. inch, during 
continuous service. 





Pliable 


For reassembly work where ad- 
justments or disassemblies are 
likely. ideal for cover plates, 
threaded and hose connections, 
and preservation of all types of 
solid gaskets. 


Perfect seal, allows disassembly 
without damage even after sub- 
jection to heat, pressure and 
long use. For pressures up to 
5000 Ibs./sq. in. 





Brushable 
liquid 


Medium 


Lubricates close-fitting parts for 
easy assembly, and keeps seal 
tight, corrosion-free, yet allows 
easy disassembly. 


Won't run at high temperatures 
or become brittle at sub-zero 
temperatures. Resists pressures 
up to 5000 Ibs./sq. in. 





Brushable, 
heavy- 
bodied 
liquid 


For assembly work on newer 
high compression engines and 
milled heads, diesel heads, cover 
plates and transmission hous- 
ings. 


Diester resistant. Resists “wash- 
ing” action of detergent addi- 
tives for auto lubricants and 
aviation jet fuels. Pressures to 
6000 Ibs./sq. in. 





Full-bodied 
liquid of 
Buna-N 
type 
synthetic 
rubber 











Holds gaskets or other material 
in place for easy assembly and 
eliminates ‘‘delayed action” 
leaks after job is done. 





Combines outstanding initial 
tackiness with resistance to gas- 
oline, oils, water, glycol, kero- 
sene. Unaffected by lubricants 
which dissolve ordinary rubber 
cements. 








“There's a Permatex product for every maintenance need” 
- RADIATOR PRODUCTS . 


POLISHES AND CLEANERS 
@ January 1959 


STOCK ALL THESE PERMATEX SEALANTS . . . made for the Professional! PLUS 
Permatex Gasket Cement, Permatex Pipe Joint Compound. Order from 
your jobber today. 


MATTERS 


COMPANY, INC. 
300 Broadway, Huntington Station, L. 1, New York 
Factories: Brooklyn, N. Y. « Kansas City, Kansas 


SERVICE OILS AND FLUIDS 


> SERVICE AND REPAIR PRODUCTS 


3 











Reaming Sets 


Designed to service late model engines which have valve guides 
cast as part of the cylinder head. In this new type head, it is the 
valve which has to be replaced. This is accomplished by reaming out 
the valve guide for oversize stem valves. Most of the engine and 
valve manufacturers now offer at least three sizes of oversize valves. 

The Lee Reamer Guide provides a true alignment with original 
guide bore using Lee Self-expanding pilots. The reamer is held 
rigid with reaming bushing during reaming operation. Simple to 
operate and extremely accurate. 

Special sets available to service Ford, Mercury, Lincoln, Chevrolet, 
Plymouth, Dodge, DeSoto, Chrysler 


R55 Reseater Power Drive adapts to these valve guide reaming sets. 
Clip ad to your letterhead and send for Literature 


K. O. Lee Company, Aberdeen, S. D. 


For genuine Black & Decker repairs check 
Yellow Pages under “‘Tools-Electric” for ad- 


dress of nearby Black & Decker 
FACTORY SERVICE BRANCH 


Free tool inspection when requested e Gen- 
uine B&D parts used e Factory-trained tech- 
nicians handle all work e Standard B&D 
Guarantee at completion of recommended 
repairs e Fast service at reasonable cost. 


Or write for address of nearest of 48 branches to: 


THe Brack & Decker Mec. Co., Dept. $5201, Towson 4, Md. 


G Black’& Deckers 'F 


QUALITY ELECTRIC TOOLS 
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Tune-soL “4p TUNG-301, 


COMPLETE AUTO 
LIGHTING SERVICE 


REMINDS 
YOU AND YOUR 
CUSTOMERS 
TO REPLACE 
BURNOUTS 


af TUNG- SOL & Le | | 


= 


PARKING, TaIL AND PANEL LAMPS 


TUNG- SOL hee’ 
VISION-AID 


HEADLAMP | 


AUTO 


ts = TUNG: S01 mB OTS. 
o ~ |_wh) 


Via ee — \ Bees ) 
where hee Bem NOOR ae si oe 


Size: 24" x 32" x 8" 


Stocks everything you need for 


A Profitable, One-Stop Lighting Service! 








ONE HEADLAMP FREE 
IN INTRODUCTORY DEAL 
Ask your jobber’s salesman about the 
good profit spread in this offer! 


13 Newest Type Vision-Aid Headlamps 
4-6006 (one free), 4-6012 
4-4002, 1-4001 


5 Most Widely Used Tung-Sol Flashers 


1-A229S, 1-UP229D, 1-P273D 
1-AP373V, 1-AP273V 


Custom-Built Wire Rack 
For stand-up or wall display 
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This introductory deal of 13 headlamps—one 6006 
free—5 flashers and the wire rack, dealer-designed 
exclusively for Tung-Sol, puts you in the auto light- 
ing replacement business right away ... and as soon 
as you’ve sold the free headlamp, you’re repaid for 
the rack and are on your way to bigger profits. 

Sturdy wire rack can hold as many as 10 dual and 
8 of the new 7-inch headlamps, 10 popular flasher 
types and both 6 and 12-volt miniature lamp cabi- 
nets. As an added convenience hooks are provided 
to keep your headlamp tool and flashtester right 
where you can lay your hands on them. Lamp Divi- 
sion, Tung-Sol Electric Inc., Newark 4, N. J. 


See your Tung-Sol Distributor 
for complete details 


‘s) TUNG-SOL 
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AGE 


—_ 

















MEMO 


Motor Age Gets the Show on the Road 


your ears are tin- 

gling and_ burning 
slightly next month, it, 
will be because thousands 
of people will be talking 
about you! Next month 
the gigantic Automotive 
Service Industries Show 
opens on Navy Pier, Chi- 
cago, Feb. 18-21. 

The big Chicago doings as for the most 
part attended by the wholesalers and manu- 
facturers, their agents and sales _ people. 
Miles and miles of booths display every major 
product made by the automotive service in- 
dustry—but the man they aim to please is 
you! 

You are the user of these products, “the 
consumer,” the man on the firing line who 
keeps customers’ cars cruising. 

You are not expected to attend the Inter- 
national ASI Show but Motor Age will “get 
the Show on the road” for you. In this 1959 
Outlook and Show Preview issue we step on 
the starter and away we go. Subsequent is- 
sues will bring further profit making ideas to 
help you to a prosperous 1959. 


Jaw. 


Business Upswing Expected 


Prospects for 1959 are good most predic- 
tors hope. Detroit expects to build 5.5 to 6 
million cars and 900,000 trucks. More than 
10 million used cars will be sold, if the tradi- 
tional two used cars for every new one holds. 

The talk of “small” cars continues to beam 
in. Other economy packages may be an actu- 
ality before the year is out. Meantime im- 
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ported cars will continue to enjoy a spot in 
the market place. 

The automotive service industry looks for- 
ward to about a 8 per cent increase in labor 
and replacement parts sales. Dollar-wise, the 
market will be somewhat over 8 billion. Set 
your sight on a goodly share of that! 

Cars that are from three to nine years old 
are in greatest need of automotive service. 
Consider that more than 7 million cars were 
built in 1955. This year, the 1955 boom cars 
(less scrapage) enter the _ service-needed 
bracket. They should be limping into your 
service department, service station or shop 
any minute now. 


Thought for the New Year 


(The following was submitted to us—the 
author unknown.) 
Give me work to do; 
Give me health; 
Give me joy in simple things. 
Give me an eye for beauty, 
A tongue for truth, 
A heart that loves, 
A mind that reasons, 
A sympathy that understands. 
Give me neither malice nor envy, 
But a true kindness 
And a noble common sense. 
At the close of each day, 
Give me a book 
And a friend with whom 
I can be silent. 
Faithfully yours, 


Sau Fe laghe 





100% DIAGNOSIS 


® Saves you at least an hour per 
job 

® Pinpoints trouble in any one 
of 93 key engine parts 


Analyzes ignition, carbure- 
tion, low voltage and 
compression 


Helps you sell more needed 
parts and services 


Bigger, easier-to-read screen. Only Dyna-Vision has a full show the customer and close a sale. Any competent mechanic can 
82 in. screen, compared to 5 or 7 in. for ordinary scopes. Bigger become an expert tune-up man after only a few hours’ familiariza- 
screen gives you larger, more legible patterns, makes it easier to tion with Dyna-Vision’s simplified leads and controls. 
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IN MINUTES... 


Only HEYER Dyna-Vision® with Power-Chek gives you the 


complete analysis you must have for successful tune-up 


New Dyna-Vision with Power-Chek is more than just a “scope.” 
It is a completely integrated motor tuner capable of analyzing 
all four systems of a modern engine in only 10-15 minutes. 
Nothing else on the market today can do so much to save you 
time and make your tune-up operation profitable. 


Meter Testers, Ordinary Scopes Have Limitations 

Trouble can originate at some 100 points in the four basic 
engine systems—ignition, carburetion, low voltage and power. 
To check all these sources of trouble with meter-type equipment 
takes 1 to 4 hours and is costly in time and labor. Thus the less 
frequent trouble spots are often ignored. Yet they are constantly 
causing comebacks on tune-up work and represent lost sales 
of parts and service. 

Meter-scope combinations permit much faster diagnosis, but 
until now they have been complicated to use, requiring over 50 
separate connections for a complete engine analysis. And no 
“scope” until now has provided a quick check on the power out- 
put of individual cylinders (equivalent of compression test). 
Without this vital test, you can waste hours trying to tune an 
untunable engine and miss out on profitable mechanical repairs 
in the bargain. 


Only Dyna-Vision Makes a Quick, Complete Diagnosis 
Dyna-Vision is different. It is simple to operate, requires only 
seven connections for a 100% engine diagnosis. The Power- 
Chek feature alone more than repays you the cost of Dyna- 
Vision, because it tells you the condition of power components 
(rings, valves, gaskets) in under | minute . . . and while the 
engine is running. No other equipment, scope or otherwise, can 
make this check in less than 2 hour, with the result that the 
test is seldom made. Nevertheless, 10 to 15% of most engines 
require some mechanical repair before satisfactory tune-up is 
possible. 


Dyna-Vision offers more for your money than any other scope- 
meter combination available, at lower cost, and with bigger 
trade-in allowances. For the complete Dyna-Vision story, in- 
cluding details of easy payment plan, mail the coupon today. 


HEYER 


IYNA-VISID 


HEYER INDUSTRIES INCORPORATED 
Belleville 9, N.J. 
NOW! Over 200 factory-trained men in the field 
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DYNA-VISION 15-MINUTE DIAGNOSIS 





IGNITION SYSTEM 
Plug firing kv for fouling, shorts 
H.T. wiring for leakage or opens 
Distributor cap for flashover 
Rotor gap for excessive kv losses 
Coil kv for maximum output 
Ignition reserve in kilovoits 
Shorts or opens in coil winding 
Cond. for leakage, series res. or 
opens 
Breaker and spring 
pone A a 
Cam accuracy in operation 


Distributor mechanical 
condition 


Basic timing of distributor 


Distributor overall advance on 
car 


POWER SYSTEM 

Relative cylinder power output 
Piston and ring condition 
Cylinder wall condition 


Valves for 
burning, riding or 


Valve tappet adjustments 
Head and manifold gasket 
condition 


CARBURETION SYSTEM 
Throttle stop for proper idle 
speed 


Idle jet(s) adjustment 
Economy jet(s) operation 
Acceleration pump operation 
Leaks in manifold gaskets 
Air cleaner for restrictions 


LOW VOLTAGE SYSTEM 


oe 


Over-all battery condition 
Over-ali starter condition 
Over-all generator condition 
Regulator charging voltage 
Breaker point resistance 








You must make a 100% diagnosis to be sure. While the 
majority of engine troubles occur in ignition, don’t forget that 
every fault not corrected in the other systems will result in 
unsatisfactory tune-up and probably a comeback. To make the 
tests above with any equipment other than Dyna-Vision takes 
from 1 to 4 hours. 








Only | floor stand required mi | 2 floor stands required 





@ Operating Comparisons § 
"W 


Ad, to make 
Scales to reed 


PARTS TO REMOVE 
FOR BENCH TESTS 























Compare fast, simple Dyna-Vision operation with that of a 
conventional motor tuner, plus a scope. 


Heyer Industries Incorporated, Dept. B-1 

Belleville 9, N.J. 

] Send me complete information on Dyna-Vision, 
including details of easy-payment plan. 

[] Arrange a demonstration of Dyna-Vision at my 
convenience. 


Name —__ Title 





Company - 
Address 





Type of Operation: 


[] Service Station 0 Repair Shop [ Dealer 





Number of mechanics employed 





What 
actually 
happened 


Here’s the answer —and the 


When you’re faced by customers who want answers— 
the Monmouth Bearing Service Chart you see here 
helps you give them easy-to-read, easy-to-see proof 
as to why bearings fail. And, why complete engine 
repair is justified. 

For instance, if dirt was the cause, he can see by com- 
paring his bearing with the chart just what dirt does 
to a bearing—how it got there—and what he can do 
to see that it doesn’t happen again. 

The Monmouth Bearing Service Chart is just another 
example of the help and complete bearing service 
available to you through your N.A.P.A. jobber. He 
is ready to serve you now. 


ENGINE 
BEARINGS 


CLEVITE SERVICE: Cleveland Graphite Bronze © Division of Clevite Corporation * Cleveland 3, Ohio 
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These MOPAR “medicines” mean 
healthier profits for you! 


For the life of the engines in your customers’ cars—here’s exactly 
what the doctor ordered! It’s the full treatment of Chrysler-engineered 
MoPar engine care materials. 


These MoPar “tonics” help keep engines operating smoothly, effi- 
ciently, economically. This means satisfied, repeat customers, increased 
sales and profits for you. 


Extra engine care is especially important in cold weather. Stock 
up on these items now. Call your MoPar Wholesaler or a Plymouth, 
Dodge, De Soto, Chrysler or Imperial Dealer today. Moor da 
— Valve Solvent 


Manifold Heat Control Valve wang 


. . te we 
Solvent. Designed to keep mani- Se setesnasiee 


fold heat control valve operating 
freely at all times. Part No. 1879 
818 (8 oz. can) EEX 


— 


Crankcase Detergent and Rust 
Inhibitor. Breaks up gum and 
carbon deposits, cleans hydraulic 
valve lifters and rings. Part No. *aNKcase perere™ 
1643 271 (16 oz. can) ‘NO Rust inniae™™ 


Fuel Detergent and Upper 
Cylinder Rust Inhibitor. Fights 
rust, lubricates upper cylin- 
ders, aids fast starting in cold 
weather. Part No. 1643 272 
(6 oz. can) 


Engine Oil Supplement. Provides spe- 
cial protection during initial break-in 
period of new and rebuilt engines. 
Part No. 1879 406 (1 qt. can) 


Carburetor and Upper Cylinder 

Cleaner. Purges excessive car- 

bon deposits from the combus- 

tion chamber without removal 

ACCESSORIES of cylinder head. Part No. 1643 

273 (16 oz. can) 
_ CARBURETOR - 
MoPar Division, Chrysler Motors Corporation ™ CYuNDEs ~t 
Detroit 31, Michigan 

Oogles Exh 
— 


Sell the line that keeps your customers sold on you—MoPar 


BE SURE TO VISIT THE MOPAR BOOTH AT THE CHICAGO AUTO SHOW, JAN. 17-25 
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installation 
you to do 


aa’ oe CAL 
dees. 

ican ; 
Seru! 
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sheet makes it very easy for 
brake relining jobs... 


Waszner Lockheed 
LINED BRAKE SHOES 


have installation instructions in every set 


Now, Wagner makes brake relining work easier and 
more profitable for you. 


Wagner furnishes “HOW-TO-DO-IT” Installation In- 
structions with every set of lined brake shoes. It’s simple 
for any mechanic to handle brake relining jobs. 


Wagner Lockheed Lined Brake Shoes come to you with 
the lining contour ground to compensate for normal 
drum distortion. With correct clearance provided to- 
wards the ends of the shoe, lining contacts the drum over 
most of its surface. This feature assures jobs that give 
safer, smoother stops. You have less grief—there will be 
fewer “free” adjustments—and you'll make more money. 


WAGNER SHOE EXCHANGE PROGRAM lets you take 
full advantage of Wagner’s production facilities when 
you exchange shoes. The slow, tedious job of delining 
and relining the shoes is eliminated. Sets that come to you 
from the Wagner Supplier consist of clean, inspected, 
completely reconditioned shoes equipped with the right 
premium quality lining. 
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In addition to the exchange shoe program your Wagner 
Supplier offers sets made up with top-quality lining on 
all-new shoes, packed one axle set to a box. Sets with 
Wagner “WP” Lining are extensively used on high 
horsepower passenger cars and commercial vehicles 
equipped with or without automatic transmissions and 
power brakes. 


Sets are available with either standard or over-size thick- 


ness—for all popular passenger cars and some light trucks. 


In addition to sets, the Wagner line includes friction 
materials in blocks, rolls, slabs and cut segments—pro- 
viding the right lining for every job. 


The complete Wagner line not only consists of brake lin- 
ing, but includes hydraulic brake parts, fluid, and power 
brake repair kits. 

FOR DETAILS consult your nearest Wagner Supplier, or 


mail coupon to us for FREE copy of CATALOG 
BU-579. 


w659-18 





Wagner Electric Corporation 


6498 PLYMOUTH AVENUE, ST. LOUIS 14, MO., U.S.A. 
(Branches in principal cities in U.S. and in Canada) 


Please send us Catalog BU-579 on Lined Brake Shoe Sets, 
We understand that there is no charge or obligation. 


NAME 





FIRM NAME 





ADDRESS _ 





CITY & STATE 
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Now! A CARTER Clean-out Kit! 
Genuine original equipment parts for 
the most popular Carter carburetors— 

Sensationally Low Price! 


This year CARTER enters its second 50 
years of service to the automotive in- 
dustry with the introduction of a new, 
sensationally low priced ZIP-KIT®— 
an economical, easy-to-use carburetor 
clean-out kit comprised of genuine 
original equipment parts. Now mechanics 
everywhere can specify and install pre- 
cision carburetor parts made by the same 
manufacturer whose carburetors are on 
24 million cars today! 


With CARTER’s Zip-Kit you’ll always 
be ready for fast, dependable clean-out 
jobs—and at a tremendous per-kit sav- 
ing! In fact, the new Zip-Kits are priced 
so that you never again will even con- 
sider using other than genuine, original 
equipment parts! 


Accept no substitute. Demand the best 
. . . CARTER. And remember, your 
future’s fine in ’59—with CARTER! 


Call your supplier now! 
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Look to Carter for 
the next 50 years 


of automotive progress. 
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ewex-O-MATIC 


Gives You EVERYTHING to Double 
Your Oil Filter Sales and Profits! 


WIX-O-MATIC cuts waste, lost time and lost sales! It’s backed- 
up by WIX ENGINEERED FILTRATION — Prescription Oil 
Filtration for every vehicle you service. 

WIX-O-MATIC has the answers! How long do you take to 
identify the cartridge you need? WIX-O-MATIC CUTS THAT 
TIME IN HALF! How much time and money do you lose figur- 
ing a profitable installation charge? WIX-O-MATIC SAVES 
THAT TIME AND MONEY! How many sales do you lose be- 
cause you don’t have the cartridge you need? WIX-O-MATIC 
MAKES THESE SALES! What are your losses from obsole> 
cence and unbalanced stock? WIX-O-MATIC KEEPS CART- 
RIDGE STOCKS BALANCED, CLEAN, AND PROFITABLE! 
And, with WIX-O-MATIC you select your own Cartridge stock. 

You, too, can DOUBLE your Filter business the same as 
THOUSANDS of service stations, car dealers, garages, and 
repair shops across America! Ask your WIX Wholesaler for 
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full particulars on today’s top opportunity for Guaranteed 
Profits in Filter Service! 
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Wax INSTALLATION AUTOMATIC 
DIAL-O-MATIC CHARGE GUIDE STOCK CONTROL 


A turn of the dial instantly re- Indicates the List Price of every Every time you sell a Cartridge 
veals the correct Cartridge for WIX Cartridge and suggests a from your WIX-O-MATIC Mer- 
every car. A time-saver that fair flat rate charge for your chandiser, a Stock Control Tab 
prevents wasted effort and er- installation service. Yours with automatically signals the num- 
rors. Yours with WIX-O-MATIC! WIX-O-MATIC! ber you need to maintain stock. 
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- Your choice of WIX-O-MATIC Floor Cabinet (il- 
lustrated above) or WIX-O-MATIC Wall Rack. 
Both types are of sturdy, all metal construc- 
tion, complete with adjustable shelves and 
dividers to accommodate different height and 
width Cartridge boxes; plus inventory control 
tabs that immediately signal stock condition 
—automatically! And... FREE GOODS that 
more than repay your WIX-O-MATIC deposit. 


OIL FILTERS AIR FILTERS 
AUTOMOTIVE * INDUSTRIAL * RAILROAD 
WIX CORPORATION * GASTONIA © N. C. 


In Canada: Wix Accessories Corp. Ltd., Toronto 


Circle 365 on Inquiry Card, page 73 Chilton's MOTOR AGE @ January 1959 





HERE’S THE REASON 








WHY... 


PERFECT 




















MEANS THE FINEST 
PISTON RINGS 














TO MORE PEOPLE 
THAN ANY OTHER BRAND NAME 
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Perfect Circle engineering facilities are second to none in the entire industry. 
Latest addition is the Road Test Recorder and Simulator, developed and 
manufactured by Perfect Circle, that allows more comprehensive product 
testing than ever before. 

At Perfect Circle, forward-looking research is a never-ending activity. Out 


of such research has come most of the important piston ring advances made 
in the last several decades, including the use of solid chrome plating for both 


compression and oil rings. 
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IN CAR MANUFACTURER PREFERENCE 
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Consistent excellence of performance is the reason why Perfect Circle piston 
rings are installed as original equipment by almost 100 automobile, truck, 
tractor, and industrial engine manufacturers. 


It’s no wonder then that Perfect Circle piston rings are also recommended 
and used for replacement service by more vehicle and engine manufacturers 
than all other piston ring brands combined. 
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IN CAR OWNER PREFERENCE 
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In survey after survey conducted by independent organizations, one fact 
stands out: There is an outstanding consumer awareness of the Perfect 
Circle brand name—and an equally dominant consumer preference for 
Perfect Circle piston rings. 

Time and time again, it’s been proved that Perfect Circles are best adver- 
tised, best known, and most wanted. Car owners prefer Perfect Circles. 
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IN RACE DRIVER PREFERENCE 











Performance is the only reason why race drivers and their mechanics prefer 
Perfect Circle piston rings. If they believed that some other ring would help 
them over the finish line one split-second faster, Perfect Circles would not 
be in their engines! 

Proof of performance is seen in the fact that during both 1957 and 1958, 
every first-place winner in a USAC-sponsored championship-class race drove 
a car equipped with Perfect Circle piston rings! 
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Perfect Circle has had a continuous national advertising program for over 
35 years. The effectiveness of this program is demonstrated by independent 
surveys. Time after time these surveys indicate that when people think of 
piston rings, more of them think of Perfect Circle than all other brands combined. 


To maintain this leadership, Perfect Circle advertising in 1959 will make 
millions of advertising impressions on jobbers, piston ring installers. and car 
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IN POWER SERVICE PRODUCTS 
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Thousands of skilled Doctors of Motors 
look to PC Power Service products for 


*NEW PC VALVE SEAL 


dependable engine overhauls at low cost. 





These products include Perfect Circle Developed especially to 
2-in-1 Chrome piston ring sets, the PC lve the problem of motor 
Nurlizer, Wear Gi 1uge, _ Manulathe, Top il loss through the valve 
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To maintain this leadership, Perfect Circle advertising in 1959 will make 
millions of advertising impressions on jobbers, piston ring installers, and car 
owners. 


eFIRST 


% 


IN SCHOOL ASSISTANCE 








Most of today’s new mechanics have benefited from Perfect Circle’s school 
assistance. More than 3,700 trade and vocational school instructors make 
use of PC’s visual aids and technical literature. Perfect Circle furnishes exam- 
ination papers covering piston rings and engine overhauls. The completed 
examinations are returned to PC for grading. Certificates of accomplishment 
are then issued by Perfect Circle to students who pass the examination. 


Auto mechanics schools make wide use of PC’s famous Service Manual for 
the Doctor of Motors. 





lese products include Frertect 


ircle 
2-in-1 Chrome piston ring sets, the PC 
Nurlizer, Wear Gauge, Manulathe, Top 
Ring Groove Spacer, Plastigage, Taper 


eveioped especially to 
solve the problem of motor 
oil loss through the valve 
guides of overhead valve 


Shim Bearing Adjusters and now 


new PC Valve Seal. 


the engines. Simple to install 


Positive in results. 
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CHROME Top Rings © CHROME Oi Sroppers 





PERFECT CIRCLE 2-in-1 chrome set 


with the PC “98” oil ring 


The top compression ring was specially de- 
signed to perform where pressures are greatest, 
heat is highest, lubrication is poorest. 


The ‘98’ chrome oil ring was specially de- 
signed to provide positive oil control for today’s 
high-compression engines. The self-expanding 
spacer assures uniform pressure against cylin- 
der wall and provides a side-sealing action in 


the ring groove. 


Compression rings and oil rings are plated 
with thick, solid chrome that resists wear, 
more than doubles the life of cylinders, pistons 
and rings. Thousands of extra miles of sus- 
tained power with positive oil control are 
assured by Perfect Circle 2-in-1 Chrome Sets. 
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Nowhere is the preference for Perfect Circle piston rings greater than in fleet 


operation of cars and trucks—where there is strict accounting on a cost-per- 
mile basis. 





In a recent Maintenance Efficiency competition among fleet operators, of 


the top award winners who used one brand of piston rings exclusively, more 
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IN DOCTOR OF MOTORS CLINICS 














For many years, Perfect Circle has promoted public recognition of America’s 
skilled automotive mechanic—the “Doctor of Motors.”’ And to help mechan- 
ics keep up with the constant improvements being made in modern auto- 
motive engines, Perfect Circle joins with PC distributors everywhere in 
conducting Doctor of Motors Clinics. Mechanics both here and abroad are 
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In a recent Maintenance Efficiency competition among fleet operators, of 
the top award winners who used one brand of piston rings exclusively, more 
installed Perfect Circles than all other brands combined. 


PERFECT CIRCLE custom made piston rings 


PC Custom Made ring sets are engineered to 
provide the correct ring combination for low- 
cost yet dependable performance. 


1, 


2. 


Sectional steel oil rings for badly-worn 
engines. 


Cast iron oil rings for rebuilt or slightly- 
worn engines. 
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motive engines, Perfect Circle joins with PC distributors everywhere in 
conducting Doctor of Motors Clinics. Mechanics both here and abroad are 
enthusiastic about these clinics...conducted continuously since 1932. 





IN QUALIFIED FIELD ASSISTANCE 
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The Perfect Circle field organization is unrivalled in the industry. PC dis- 
trict and regional managers work constantly with parts jobbers. They assist 
jobbers in conducting sales meetings, adjusting stocks, providing inventory 
control, contacting customers and prospects, scheduling and conducting 
Doctor of Motors Clinics, arranging special promotions and providing tech- 
nical assistance. Perfect Circle zone managers work closely with engine 
manufacturers’ service managers and with vehicle dealers to provide tech- 
nical and ring sales assistance. 














In 1939, the first Hydra-Matic automatic trans- 
mission was offered by Oldsmobile. 
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The first practical device for 
sealing against flow of oil 
through valve guides was 
introduced in February, 1958, 
by F Perfect Circle Corporation. It is called the Perfect 
Circle Valve Seal. 
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The first automobile company to become incorporated 
was the Duryea Motor Wagon Company of Springfield, 
Massachusetts, in 1895. 


The first railway air-conditioning was introduced by the 
Atchison, Topeka and Santa Fe Railway in fifteen dining 
cars built in 1914. The system was known as the Duntley 
Air Washer in which a motor drove a spray wheel partly 
submerged in ice water. Fresh air was drawn through 
the spray and delivered into the car by means of a fan 
and air ducts along the deck of the car. 


The first running boards appeared on American 
automobiles in 1902 and were Gaappenting by 1939. 





The first automobile race =. eS = 
took place Thanksgiving —~<4eeS ce i 

Kathy hla 
Day, 1895, over a 52 mile “SxS ee 
course of snowy roads from 9 =—~"= = 





Chicago to Waukegan, Illinois. Only 6 ofther more 
than 80 entries could start, and all but 2 of the 
entries failed to cross the finish line. The auto- 
mobile invented by Charles Edgar Duryea was 
the winner and a $2,000 prize was awarded the 
driver by the Chicago Times-Herald for surpass- 
ing competition with an average speed of 7% 
miles per hour. 


The first airplane accident in which a fatality oc- 
curred is recorded as September 17. 1908. when a 








The first night baseball game was played in 1880 at 
Nantasket Beach, Massachusetts, between two ama- 
teur teams, with field illumination provided by arc- 
lights. 


The first post-season pennant playoff in major 
league history took place between two National 
League teams—Brooklyn and St. Louis—with St. 
Louis winning the playoff, then beating Boston in 
the 1946 World Series. 


The first ‘tRound-The-World’’ Flight was 
made as an Army Air Service project in 1924. 
Three of the four airplanes that took part 
completed the flight. Distance flown was 
26,103 miles. Flying time, 351 hrs., 11 min. 
Average speed: 74.4 m.p.h. 
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The first individually packaged, 
custom-made bearing adjusters 
—pre-cut and scientifically ta- 
pered for accurate vertical and 
horizontal fit— were introduced to the automotive 
trade by the Perfect Circle Corporation in 1946. 
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The first person to swim the English Channel was 
Captain Matthew Webb. In August, 1875, Captain 
Webb swam from Dover, England to Calais, France 
in 21 hours and 45 minutes. 


The first kindergarten in the United States was a 
German kindergarten established at Watertown, Wis- 
consin in 1855 by Mrs. Carl Schurz. 


David Glasgow Farragut was commissioned the 
first Admiral in the United States Navy in 1866. 


The first regular half holiday on Saturdays 
was established as a custom by George West- 
inghouse, the inventor and manufacturer of 





HOW MANY OF THESE “ 








The first granting of woman 
suffrage in the U.S. came 
when Wyoming Territory 
gave women the right to vote 
in 1869. 
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The first turbojet flight took place in Germany in 
1939. A Heinkel HE-178 plane, powered by a Heinkel 
S3B turbojet, was flown by the Germans just before 
their invasion of Poland. 


Starting the use of sound on film to bring technical 
information to installing mechanics, Perfect Circle 
produced the film ‘Magic Circle’ in 1932. We 
have continued the clinics which began with the 
showing of that film. 


The first installment plans for car buying were offered 
in 1905. 


The first U.S. Marines 
served under the British 
flag. They were organized 
in 1740 when three regi- 
ments were recruited in 


New York. 


The first national park established in the U.S. was the 
Hot Springs National Park, Hot Springs, Arkansas. 
Established as a national park by an Act of Congress 
in 1832, it covered one and a half square miles and 
included 46 hot springs. 


The first electric light for household use was prob- 
ably used by Professor Moses Gerrish Farmer in 
Salem, Mass. This occurred in July, 1859 when he 
arranged a series of lamps in his parlor, supplying 
current from a wet cell battery. Professor Farmer 
invented an incandescent lamp which consisted of a 
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The first motorcycle was a two-wheeled steam- 
powered vehicle invented by W. W. Austin of 
Winthrop, Massachusetts, in 1868. With a sus- 
pended boiler near the middle of the vehicle, it was 
able to travel only very short distances before using 
up the small amount of steam it could generate. 








The first streamlined railroad 
train was proposed by the Rev. 
Samuel R. Calthrop who pat- 

rs ented the idea on August 8, 1865. 
His patent eened “giving to the exterior surface of 
a railway train a form tapering from the center of the 
train toward either end, for the purpose of diminishing 
the atmospheric resistance.” The front and rear of 
the train were pointed, and wheels were enclosed. 
Only the smokestack projected. Tender was attached 
to locomotive by an accordion hood. 


Cadillac was honored in 1908 as the first American 
automobile manufacturer to win the DeWar Trophy. 
Chosen by the Royal Automobile Club of London for 
greatest contribution to auto industry advancement, 
Cadillac was awarded the trophy for interchangeabil.ty 
of parts. 


The first Congressional Medal of Honor, highest honor 
the United States can bestow, was authorized by Con- 
gress on July 12, 1862. The first award was made to 
six enlisted men who penetrated the Confederate lines 
for 200 miles to destroy tracks and bridges in 1862. 


The first talking motion picture 
was seen on August 5, 1926 at | 
Warner Theater, New York City. 
The film showed Will Hays in 
anintroductory address on the Vitaphone, Mischa 
Elman playing ‘‘Humoresque”’, Marion Talley 
who sang ‘‘Cara Nome’”’ and several other shorts. 
The feature picture was ‘‘Don Juan"’. 











The first airplane accident in which a fatality oc- 
curred is recorded as September 17, 1908, when a 
propeller blade struck an overhead wire. Thomas 
E. Selfridge was killed and Orville Wright was 
injured. 


The first transoceanic television image was received 
on February 8, 1928 at Hartsdale, N. Y. by Robert M. 
Hart, owner of short wave station 2CVJ. The sound 
picture, an image of Mrs. Mia Howe, was sent across 
the ocean from station 2KZ, Purley, England, 2-kilo- 
watt power, by John L. Baird of the Baird Television 
Development Co. of London, England, using short 
radio waves. 
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he first foreign-made automobile 
to be displayed in the United States 
was viewed as an exhibit of the 
World’s Fair in Chicago in 1893. 
Gottlieb Daimler of Gemany built the car and named it 
after his daughter, Mercedes. 


The first hydraulic valve lifters were used in the 
1932 Pierce-Arrow. 


The first mid-air refueling of an aircraft was made at 
Rockwell Field, Coronado, California, on June 27, 
1923. The feat was accomplished by Capt. Lowell H. 
Smith, piloting a DH-4, with Lt. J. P. Richter, U.S. 
Army Air Corps, receiving the fuel through a 40-ft. 
steel wire-encased hose. 


The only piston ring manufacturer with a 
comprehensive educational program for vo- 
cational school use is the Perfect Circle 
Corporation. 


The first triple play unassisted by a 
player in organized baseball was made 
on May 8, 1878, by Paul Hines, play- 
ing center field on the Providence team. 






The first regular half holiday on Saturdays 
was established as a custom by George West- 
inghouse, the inventor and manufacturer of 
the air brake, in his Pittsburgh, Pa., factory 
in 1871. 







“a= The first television motion picture 
= broadcast was made on June 13, 
1925 at the laboratory of C. Francis 
Jenkins, Washington, D. C. The 
pioneer telecast was sent out by Radio Station NOF, 
Bellvue, D. C., and was witnessed by Secretary of the 
Navy Wilbur, Dr. G. K. Burgess, director of the Bur- 
eau of Standards, and others. So you think the TV 
movies you see are OLD? 
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The first four-minute mile was run by Roger Bannister 
of England in 1954. Until Bannister's triumph the 4- 
minute mile was believed to be an almost impossible 
goal. Since the barrier was first cracked, however, 
the mile has been run in less than four minutes more 
than 30 times. 


The first airplane ‘‘fly-it-yourself'’ system was 
inaugurated on September 15, 1929 by the Saun- 
ders Drive-it-Yourself Co. Because it proved to 
be an unprofitable venture, the system was aban- 
doned a short time later. 


The only safe device that permits 
voluntary selection of driving 
speed without attention to the 
speedometer was introduced to ——>>=S=""_ 
the motoring public in August, 1957. The device, called 
“Speedostat”, is manufactured by the Perfect Circle 
Corporation and is presently available on Chrysler 
and Imperial motor cars under the name “ Auto-Pilot”’, 
and on Cadillac as ‘Cruise Control.” 


The principle of jet propulsion was first discovered 
by Hero in Alexandria about 100 B.C. This prin- 
ciple was used some 2,000 years later in making 
the first jet planes. 
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arranged a series of lamps in his parlor, supplying 
current from a wet cell battery. Professor Farmer 
invented an incandescent lamp which consisted of a 
strip of sheet platinum operating in air. 


The first duel in which a President of the 
United States was a participant took place 
on May 30, 1806 when Andrew Jackson shot 
and killed Charles Dickinson. 











The first planned use of the 
forward pass in football re- 
sulted in Notre Dame defeat- 
ing highly favored Army in 
1913 and started the Irish on their way to future foot- 
ball glory. The “little-known” school at South Bend, 
Indiana, thanks to Quarterback Gus Dorais and End 
Knute Rockne, decided to use the all-but-abandoned 
forward pass which had scarcely been used despite a 
seven-year period of legality. Notre Dame won the 
game 35 to 13 and a new football era was born. 
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The first President elected by the House of Representa- 
tives was Thomas Jefferson on February 11, 1801. 
The electoral vote had been split amongJefferson, Aaron 
Burr, John Adams, Charles Pinckney and John Jay. 
Jefferson was elected on the 36th ballot by the House. 


The first Five-and-Ten Cents store was founded 
by Frank Woolworth in Utica, New York, in 1879. 


The first headlights in fenders were introduced by 
Pierce-Arrow in 1914. 


The first subway was opened in Boston in 1897. 





The first transcontinental 
railroad was formed when 
the Union Pacific and 
Central Pacific lines were 
joined near Ogden, Utah, 
May 10, 1869. 











ciman playing mumoresque , Manon taney 
who sang ‘‘Cara Nome”’ and several other shorts. 
The feature picture was ‘‘Don Juan”’. 


The first piston ring manufacturer to consign pis- 
ton rings to automotive jobbers was Perfect Circle 
Corporation—relieving jobbers of the cost of carrying 
inventory. This major step forward in improving the 
availability of rings to installing mechanics is now a 
universal practice in the trade. 


The first National Automobile Show, featuring “test” 
drives on obstacle courses, was held in Madison Square 
Garden, New York, in 1900. 


The first bachelor President was James 
Buchanan, the 15th President, who served 


trem 1857 to 1861. 
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The first ‘‘jazz music’ put to 
‘= Paper was a composition called 

Se. “The Memphis Blues” in 1912 
wm by William C. Handy. Handy 
went on to write ‘‘The St. Louis Blues’’ and “Beale 
Street’’ and became known as the ‘‘father of the blues’’. 





The first electric self starter to be applied com- 
mercially to the automobile was offered by the 
Cadillac Motor Car Company in 1911. 


The first White bus made its appearance in 1904. 


1911 marked the first year securities of automotive 
concerns were listed on the NewYork Stock Exchange. 


The first military submarine was 
the ‘American Turtle,”’construct- 
ed by David Bushnell of Con- 
necticut in 1777. Large enough 
for one operator, the “sub” admitted water for descend- 
ing and was made to rise by pumping out the water. 
The operator could stay submerged for only thirty 
minutes without a new supply of air. 
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“FIRSTS” DO YOU KNOW 








The first practical manual 
device for regrooving worn 
piston ring grooves was 
‘ supplied to the trade in 
1947 by the Perfect Circle Corporation. The tool 
is called Manulathe. 


Although Friday the 13th traditionally carries a sinis- 
ter interpretation to the superstitious, the first election 
in North America was held on that day, George 
Washington was made the nation’s first Commander- 
in-Chief on that day and Horatio Alger, of rags-to- 
riches fame, was born on Friday the 13th. 


After having changed its model production from six- 
cylinder to four-cylinder automobiles, Chevrolet in 1917 
offered its first eight-cylinder model and in 1918 became 
a division of General Motors. 


The first 4-wheel automobile brake was invented by 
Otto Zachow and William Besserdich in 1908. The 
patent was for a “power applying mechanism." 


The first set of boxing rules 
and the first set of boxing 
gloves made their appearance 
in 1743. 
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The first breakfast foods were introduced by Charles 
William Post when he placed ‘‘Grape-Nuts’”’ on the 
market in 1897. His ‘Post Toasties” followed in 
1915 and “‘Post Bran’”’ in 1922. 


The first round-the-world, non-stop jet plane flight 
took place when a flight of three Boeing B-52 bombers 
led by Maj. Gen. Archie J. Old, Jr., USAF, completed 
the trip on June 18, 1957. The 3 bombers had traveled 
24,325 miles in 45 hours, 19 minutes, at an average 
speed of 525 m.p.h. 








The first statute granting citizenship to all Indians 
was not enacted until June 2, 1924. The act providec 
that “all non-citizen Indians born within the territoria 
limits of the United States be, and they are hereb 
declared to be, citizens of the United States.” 


The first armored car was built in 1898. Manufacture 
in Peoria, Illinois, the automobile was equipped wit! 
a Colt automatic machine gun. 


circus displayed an automo 
bile as a leading attraction in 1896. 


The first meeting of the League of Nations wa 
held in 1920, to be followed 26 years later by th 
first session of the United Nations. 


Frances Perkins became the first woman Presidenti 
cabinet member when she became Secretary of Lab 
in 1933. 


The first American front-wheel drive cars, tk 
Cord and the Ruxton, were marketed in 1929. 


The first ice cream sundae, by 
that name, originated in 1897, 
in Ithaca, New York. Since the 
bar was closed on Sunday, its 
regular patrons gathered at the Red Cross Pharma 
across the street where they would order ice cream wi 
topping. They dubbed it a ‘‘sundae.” 





The first automobile race to be conducted ov: 
more than one continent was held in 1908 ar 
sponsored by two newspapers—the New Yor 
Times and the Paris Le Matin. Covering 13,4¢ 
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the first man to drive as fast as 
69 m.p.h. on a circular track. 


The Thomas B. Jeffery Company introduced 
Rambler in 1902 and built 1,500 that first year. 


The first automobile insurance policy was sold to a 
doctor in Buffalo, New York, in February, 1898 by 
the Travelers Insurance Company of Hartford, 
Conn., covering $5,000 to $10,000 liability. The 
premium was $11.25. 


Amelia Earhart became the first woman to fly a trans- 
Atlantic solo flight when she flew from Canada to 
Ireland in 1932. 


The first patent for an aircraft jet-propulsion en- 
gine design was issued to Frank Whittle of Great 
Britain in 1930. = 


The first Kentucky Derby was 
run over a mile and a half track 
at Churchill Downs course, 
Louisville, Kentucky, in May, ‘ 
1875 and the $3,100 purse was won vw Aristides. 


Taps were first played at the military funeral of its 
composer. Written by a boy from the North who 
fought for the Confederates during the Civil War, 
the composition was found on his body by the boy’s 
father, General Daniel Sickles, a Union officer, who 
ordered it played at his son’s funeral. 


The first pyramids were constructed in Egypt 
about 3000 B.C. 


== _ When he built 1,500 curved-dash 


I . 









The first baby born in the U.S. to become Presi- 
dent was Martin Van Buren. Born December 5, 
1782 at Kinderhook, N.Y., Van Buren was also 
the first President to be born after the colonies 
declared their independence on July 4, 1776. 


The first labor strike took place in New York in 
1814 when the bakers stopped working until their 
demand for a raise to $6.00 a week was met. 


== The first All-Star baseball game 


was held in Chicago in 1933 as a 
=. part of the Chicago Century of 
Progress Exposition. 
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The first bombing from an airplane in the United 
States occured in Williamson County, Illinois, in 
1926 when the Sheltons and the Birgers were 
waging a feud over beer and rum distribution. A 
plane came in low and three bombs were accu- 
rately ‘‘planted’’ around the Birger farmhouse. 
Fortunately for the occupants, the crudely made 
bombs failed to explode. 


New York State first licensed motor vehicles in 1901 
and collected additional revenue of nearly a thousand 
dollars that year. 


The first rationing to affect the automobile 
was the discontinuance of Sunday driving to 
conserve gasoline during World WarLin 1918. 





Volume production of solid 
chrome on piston rings was first 
introduced as acommercially eco- 
nomical process by the Perfect 
Circle Corporation in 1943. 
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24,325 miles in 45 hours, 19 minutes, at an average 
speed of 525 m.p.h. 


The first piston ring manufacturer to cast piston rings 
individually —providing uniform iron and metallurgi- 
cally desirable wearing surface—was the Perfect Circle 
Corporation. 


The first airplane diesel engine was manufactured by 
the Packard Motor Car Co. in 1928. The engine de- 
livered 225 h.p., weighed 510 Ibs. It was used to power 
a Stinson Detroiter and first flew on September 19, 1928. 
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= + £ _ than-air fleet was established 
= =>} by Count Ferdinand von Zep- 
—— 4 pelin for regular air service 
between German cities in 1910 with his use of 
dirigibles. 


The only piston ring manufacturer who has had acon- 
tinuous national advertising program for over 35 years 
to promote business for the trade is the Perfect Circle 
Corporation. Perfect Circle’s Saturday Evening Post 
advertising began in 1924. 


Virginia Dare was the first child born in America of 
English parents. She was born on Roanoke Island, 
North Carolina, in 1587. 


Emanating from a proposal by Frank G. Webb of 
the Long Island Automobile Club, the American 
Automobile Association was organized in Chicago 
March 4, 1902. 


The first parachute jump was 
made in 1797 by a Frenchman, 
Andre-Jacques Garnerin, 
from an altitude of 6,000ft. The 
parachute was 23 ft. in diameter and constructed 
of white canvas with a basket attached. 
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more than one continent was held in 1908 an 
sponsored by two newspapers— the New Yor! 
Times and the Paris Le Matin. Covering 13,43 
miles, the race extended from New York t 
Paris. The starting gun was fired on Februar 
12, 1908 in New York’s Times Square an 
seven cars traveled by road to San Franciscc 
by boat to Alaska, on to Siberia, and by roa 
across Asia and Europe. First car across th 
finish line in Paris, on July 30, 170 days afte 
the start, was the American-made Thoma 
Flyer. 








The first successful nuclear chain reaction pile pre 
saging the atomic bomb was set in operation at Stag 
Field, University of Chicago, on Dec. 2, 1942. 


In 1923, 4-wheel brakes and power-operated wina 
shield wipers were first adopted by several car manu 
facturers as standard equipment. 


The rear-view mirror was first used in the firs 
Indianapolis Speedway 500-mile race in 1911, wo 
by Ray Harroun, in 6 hours, 42 minutes, 8 seconds 


The first telephone to be 
installed in a home was 
placed in the residence of 
Charles Williams, Jr., of ; 
Somerville, Massachusetts, in April, 1877. Mr 
Williams had an additional installation made i! 
his Boston office so he would have some place t: 
call. 
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The first chromium plating was introduced 0! 
automobiles in 1925 by Oldsmobile. 
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When he built 1,500 curved-dash 
Oldsmobiles in 1901, R. E. Olds 
became the world’s first mass- 
producer of gasoline automobiles. 





The first major league night game took place in Cincin- 
nati in 1935. That same year Cincinnati became the 
first major league team to fly. 


The world's very first automobile was a steam 
carriage built by a Frenchman, Captain Nicholas 
Cugnot, in the 18th century, to pull Army artillery. 
Stopping every few hundred feet to build up 
steam, the vehicle reached a top speed of about 
two miles an hour. 


The first artificial eyes were manufactured from 
glass imported from France by Pierre Gougelman 
in 1851. Originally, it was believed that wearers 
would have their vision restored as a result of the 
“glass” eyes. 


Packard became the first company to gain a patent on 
the “H” slot gear-shift, which later was to become 
standard automotive equipment. 


Aluminum alloy was first used in motor vehicles in 
the United States by Elwood G. Haynes in 1896. 


The first oil control ring using a continuous chan- 
nel with drainage slots was the Perfect Circle 
Oil Regulator introduced in 1921. =="= 


The first airplane loop-the-loop 
was made by Lincoln Beachy at 
North Island, San Diego, Califor- 
nia, on November 18, 1913. Going 
into the loop at 1,000 feet, he completed the ma- 
neuver at a bare 300 feet. 
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Circle Corporation in 1943. 


J 


The first United States postage stamps were au- 
thorized by Congress in 1847, and issued in 5¢ and 
10¢ denominations. 


In 1920, Duesenberg introduced the first 
American car with a straight-eight engine 
and four-wheel brakes. 





= The first trans-Atlantic airplane 
= => flight was made by Americans in 
= 1919. Flying in a three-seaplane 
“ haeageie group, the NC-4, the NC-3 and 
the NC-1, the group took off from Rockaway, Long 
Island, N. Y., on May 8, 1919. First stop was Tre- 
passey, Newfoundland. The next stop was Horta 
in the Azores. Third stop was Ponta Delgada, then 
on to Lisbon. The final stop, Plymouth, England, 
was reached on May 31, covering a distance of 4,500 
miles. Only the NC-4, commanded by Lt. Com. 
A. C. Read, completed the flight. 


The first synchromesh transmission, which was to take 
the skill out of shifting gears, was introduced by Cadillac 
in 1928. 


The first commercial beer 
brewed in America was made 
by Gov. Wilhelm Kieft, third 
governor of New Netherland 
(now New York). This event 
took place in 1640 when Gov. Kieft erseted a 
brewery on his Staten Island estate. 








The first airborne soldiers were seen during the Civil 
War. Balloons for military observation purposes were 
introduced by James Allen in the year 1862. 


The first white traffic lines to designate lanes were used 
in Boston in 1919 as an experiment to improve the flow 
of traffic during a police strike. 








...In the tradition of Leadership + 


Integrity « Service...supplying products 


to help you do your job better and 
faster, at lower cost to your customers 


... greater profit to you. 


PERFECT CIRCLE CORPORATION, HAGERSTOWN, IND.; 
THE PERFECT CIRCLE CO., LTD., DON MILLS, ONTARIO 





What America wants... America gets at America’s No. 1 dealers! 


y 


. 
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WINNING AMERICA’S WARMEST WELCOME 
... THE ’59 CHEVROLET! 


The turnout’s been terrific! All across the 
country Chevrolet dealers are acclaiming 
the ‘59 announcement the biggest and 
best yet. People are flocking in to see the 
new Chevy and they're liking what they 
see! 


People are just naturally taking to 
Chevrolet’s fresh Slimline design, its 
new and roomier Body by Fisher, its 
deep-down engineering advances and tra- 
ditional economy. 


Chilton's MOTOR AGE @ January 1959 
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The ’59 Chevy is shaped to the new 
American taste for design that reflects 
function as well as good form, and today’s 
more practical-minded car buyers recog- 
nize that right away. 

As the months go by, as more and more 
new Chevrolets are seen on the road, it 
will become apparent to an ever-increas- 
ing number of new-car prospects that what 
America wants, America gets at America’s 
No. 1 dealers. . . . Chevrolet Division of 
General Motors, Detroit 2, Michigan. 


Circle 366 on Inquiry Card, page 73 








NOW! A Plierench 
Pocket Workshop! 


COMPLETE WITH ALL ATTACHMENTS 


A $17.35 *k 
VALUE FOR $6.95 

... With any order for 

AUTO-LITE WIRE & CABLE 


totaling $24.95 at 
trade prices 


*SUGGESTED PRICE TO DEALERS 





Wire Gear Jaw 


i Wd 


Universal Jaw Giant Expando Jaw Pipe Gear Jaw 


msaseane, | AS ADVERTISED IN POPULAR SCIENCE, 


.? ‘= 
Tube Cutter Set 
3 
Ss 








AND COIL MAKER 
POPULAR MECHANICS AND OTHER PUBLICATIONS 

@ Unconditionally Guaranteed @ 10 tol grip ratio—1% ton pressure tested 
@ Split second, one-hand jaw adjustment @ Parallel closing two-way V-grooved jaws 
@ Needs only a toe hold—doesn’t mar or chew @ Chrome-moly forged tool steel 


IT cure UP To %* ws noe THE ELECTRIC AUTO-LITE COMPANY « TOLEDO 1, OHIO 
SOFT STEEL Wir CHAIN REPAIR TOOL | 
4 








PRIMARY AND LIGHTING WIRE pier cgappenagtinneniee Y CABLES | 
BATTER PSAUTO LITE 


ae BATTERY CABLES 
The Auto-Lite full * Smooth finish plastic ered Gn oe 
line of single and insulated Auto-Lite Oe et ete ae 
two conductor pri- @ Battery Cables have (| 
Oo 


mary wire is avail- Anti-Corrode ‘Power 


able in rubber Line” terminals with 
covered and cotton steel inner cores that 
braided or plastic hold shape, keep full 


insulation in all and contact for full power. | 


popular colors. 
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New Data and Dimensions 
of the 1959 Passenger Cars 


All dimensions, weights, and prices apply to lowest 
priced four-door sedan or nearest equivalent model 





ENGINE (STD.) 


| 
| 
| 
| 
| 





MAKE AND MODEL 





Bore & Stroke 


(In.) 


| 

| Wheelbase (In.) 

| 

| Length—Incl. 
Bumpers 
Number of 
Cylinders, 
Displacement 
Compression 
Ratio — tol 

| Taxable Hp. 
Max. Brake Hp. 
at Specified Rpm 
Max. Torque 
(Lb. Ft. at Rpm) 
Shipping 
Weight (ibs.) 
Retail Price 
at Factoryt 


Tire Size 








AMERICAN MOTORS CORP. 


Rambler American 5906-5904 
aa . Rambler 6-5910 
Rebel V-8, 5920 

Ambassador V-8, 5980 


CHRYSLER CORP. 


Chrysler . Windsor MC1-L 
Saratoga MC2-M 

New Yorker MC3-H 

300E, MC3-H 


03x3.75 
-03x3.75 
18x3.75 
18x3.75 


aa 


De Soto FireSweep MS1-L 
ea Firedome MS2-M 
FireFlite MS3-H 

Adventurer MS3-H 


12x3.38 
25x3.38 
25x3.38 
25x3.38 


.25x4.63 
-95x3.31 
12x3.38 
12x3.38 


18x3.75 
25x4.62 


91x3.31 
91x3.31 


3 8. 
3 8. 
5 9. 
5 9. 
7 8. 
7 8. 
7 8. 
7 8. 


282s ssss 


aaa 
+222 +222 


Dodge Coronet 6, MD1-L 
Coronet V-8, MD2-L 

Royal, MD3-M 

Custom Royal, MD3-H 


S585 


CI, she nedcccseess MY1-L, MY1-M, MY1-H 


Plymouth Savoy, Belvedere, MP1 
a> Savoy, Belvedere, Fury, MP2 
ae Sport Fury, MP2-P 


= 
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FORD MOTOR CO. 


Edsel ; Ranger 
sae : Corsair 
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Ford paneeee Custom 300, Fairlane, Fairlane 500 
.... Custom 300, Fairlane, Fairlane 500 


Lincoln , wis Lincoin, Premiere, Continental 


Mercury ‘ ‘ we Monterey 
Montclair 
Park Lane 


—_- 
+22 
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Thunderbird 


— 
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GENERAL MOTORS CORP. 


Buick re LeSabre 4400 
; Invicta 4600 
Electra 4700, 4800 


wo 


-125x3.40 
- 187x3.64 
. 187x3.64 


_ 
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Cadillac ee 62, 60, 75 


a 
= 
uo 


-00x3.875 
.56x3.94 

-875x3.00 
.875x3.00 


x3.69 


~ 
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Chevrolet... .. 6-Biscayne, Bel Air, Impala 
8-Biscayne 1200, Bel Air 1600, Impala 1800 
rr . Corvette 8-867 


B33 8 S55 
2233 


es +22 Ons 
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Oldsmobile ; ee rary On Dynamic 88 
‘en nee meena’ Super 88 
Ninety Eight 


aaa 
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Pontiac coda iets Catalina 59-21, Star Chief 59-24 
A Bonneville 59-28 
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STUDEBAKER-PACKARD CORP. 


Studebaker cececess. ark 6-688 108 | 175. 
; Lark 8-598 108 | 175. 

Silver Hawk 6 120 204. 

Silver Hawk 8 120 (204. 
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t Does not include transportation charges, state or local taxes or any optional equipment. 
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CURRENT PASSENGER CAR PRICE, WEIGHT AND BODY TABLE 


Following are prices at factory for cars with standard equipment as of December 15, 1958 
State or local taxes, transportation and finance charges and optional equipment are extra. 





List Price at 
Factory without 


Federal Taxes 


AMERICAN 


RAMBLER 
American-6 
DeLuxe 
Bus. Sedan, 2d. 
Sedan, 2d 
Sta. Wagon, 2d. 
Super 


Sta. Wagon, 2d. 
Rambler Six 
DeLuxe 
Sedan, 4d 
Sta. Wagon, 4d. 


Sta. Wagon, 4d. 
Custom 

Sedan, 4d 

Hardtop, 4d... . 

Sta. Wagon, 4d. 
Amb. V8 
Super 


2299 
2369 


2369 
2643 


2504 
2588 
2778 
2862 


Sta. Wagon, 4d. 
Custom 


Hardtop, 4d.... 
Sta. Wagon, 4d. 
Hat. Sta. Wag.. 


2573 


Factory including 


Suggested Price at 
Federal Taxes 


Federal Taxes and 
Handling Charges 


MOTOR CORP. 


| 


Shipping Weight 


2934 
3068 


2268 | 2951 
| 2961 


2398 
2692 


2956 
| 3097 


2513 | 


2588 
2807 


3274 
3398 


3295 | 


| 3338 
3407 


2587 | 3428 


2881 


2732 
2822 


CHRYSLER CORP. 


CHRYSLER 


Twn. & Ctry, 2s. 
Twn. & Ctry. 3s. 
Saratoga 
Sedan, 4d...... 
Hardtop, 2d.... 
Hardtop, 4d.... 
New Yorker 


Hardtop, 2d.... 
Hardtop, 4d.... 
Convertible 

Twn. & Ctry, 2s8.' 4 
Twn. : Ctry, 3s. 


Hardtop, 2d.... 
Convertible 


DE SOTO 
Firesweep 


Sta. Wagon, 2s... 
Sta. Wagon, 3s.. 
Firedome 


Adventurer. ... 
Sedan, 2d 
Convertible 


DODGE} 
Coronet 6 
Club Sedan, 2d... 2283 


Lancer, 2d 


2466 
2537 
2594 


183 
188 
192 


| 3646 


3437 
3483 
3562 
3591 


360 | Sport, 4d, 9p... | 


3375 
3425 
3395 


Federal Taxes 


List Price at 
Factory without 


ICHRYSLER CORP. 
|DODGE, Cont'd 
Coronet V8 

| Club Sedan, 2d. 


2395 
jan, 246 


2514 
2586 


2672 
2724 
2797 
2868 
2920 
2993 
3125 
2829 
2941 


3029 
3141 


| Sta. Wagons 

| Sierra, 4d., 2s... 
Sierra, 4d., 3s... 
Cust. Sier.,4d., 2s 
Cust.Sier ,4d.,3s./ 


IMPERIALT 
Custom 
| Southampt, 2d. .| 
Sedan, 4d 
Southampt., 4d.. 
Crown 
a 2d.. 


Southampt., 4d.. 
Convertible 
Soham. 4d.. 
Limousine 


PLYMOUTHT 





Suburban 8 
| Deluxe, 2d, 6p...) 24 
| Deluxe, 4d, 6p... 
|| Custom, 2d, 6p. .| 
|| Custom, 4d, 6p..| 2630 
| Custom, 4d, 9p..| 2732 
Sport, 4d, 6p....| 2760 
2862 


2673 


Spt. Fury 8 
Hardtop, 2d.... 
Convertible 


2857 | 


Federal Taxes and 


FORD MOTOR CO. 


EDSEL 


| Sedan, 4d 
| Hardtop, 2d.... 
| Hardtop, 4d... . 
Convertible 
Sta. Wagons 
Villager, 4d, 6p.. 
Villager, 4d, 9p... 


FORD* 

Custom V8-300 
2044 
2125 
2175 


Tudor Sedan.... 
Fordor Sedan... 
Fairlane V8 
Club Sedan..... 2253 
Town Sedan.... 2303 
Fairlane 500-V8 
2365 


Town Sedan....| 2415 


Handling Charges 
Suggested Price at 


222 
226 


229 
233 


Factory including 


Federal Taxes 


2594 
2648 


Shipping Weight 


BODY 
MAKE 


AND 
MODEL 


Federal Taxes and 


Handling Charges 
Shipping Price at 


‘actory without 


ue Price at 
Federal Taxes 
Factory Including 


Federal Taxes 


FORD MOTOR CO. cont'd 


‘FORD, Cont'd 
Club Victoria. . 
Town Victoria... 

Galaxie V8 


2421 
2481 


2413 
.., 2463 
Club Victoria. 


Town Victoria. . 
Sunliner........ 


Fordor Ranch. . 
Ctry. Sed., 2d... 


LINCOLN 
Lincoln 
Hardtop, 2d... . 


Continental 
Hardtop, 2d.... 


| Convertible 
Town Car...... 
Limousine 


MERCURY 


Convertible 
Montclair 


Sta. Wagons 
Commuter, 2d. . 
Commuter, 4d. . 
Voyager, 4d 
Colony Park, 4d. 


2862 
2927 
3451 
3580 


3475 
3670 GENERAL MOTORS CORP. 


\BUICK 
La Sabre 
2740 
2804 
2849 
2925 
3129 
3320 


3357 
3447 
3515 
3620 
3841 


3818 
3856 
3963 


Convertible. 

Est. Wagon, 4d.. 
Electra 
Hardtop, 2d.... 


| Hardtop, 4d.... 

| Electra 225 
Convertible, 2d.. 
Hardtop, 4d, 4w. 
Hardtop, 4d, 6w. 


85 
CADILLAC 
Seri 





| Sedan, 4d, 4w... 


Handling Charges 
Factory including 


a. Federal Taxes 


Federal Taxes and 
Suggested Price at 


List Price at 
Factory without 
Federal Taxes 


GENERAL MOTORS, cont’ 


CADILLAC, Cont'd 


DeVille 

5252 
5498 

Sedan, 4d, 6w... 5498 

Special 


. | Hardtop, 4d... 


Eldorado 
Biarritz... 
Seville... 

Series 75 
Limousine, 9p... 
Sedan, 9p 


CHEVROLETA 
Biscayne V8 


Sta. Wag., 4d, 6p 


4888 | Sta. Wag., 4d, 9p 27 


Impala V8 
Sedan, 4d 


4869 Hardtop, 2d. 


| 3932 


4001 
3966 
4034 


| Hardtop, 4d. 


| Sta. Wag., 4d, 6p 
Corvette 
Sports Car 


OLDSMOBILE 
Series 88 


| Celeb. "Sedan, 4d, 2634 
| Hol. Coupe, 2d.. 
| Hol. Spt. Sed.,4d 
Convertible 


4126 | 


4227 | 
4194 
4262 


4362 
4430 
4518 


4347 
4435 


Celeb. Sedan, 4d 
Hol. Coupe 

Hol. Spt. Sed..4d 37 
Convertible 


PONTIAC 


4515 


4527 


4159 


Star Chief 
| Sport Sedan, 2d. 


4229 | 


4188 | 


4266 | 
4216 | 
4565 


4331 
4274 
4373 
4317 
4660 


4557 


4573 | 


4562 
4641 
4632 


sano 4770 | 


Bonneville 
Sport Coupe. . 
Vista Sed., 4d. 
Conv. Coupe... 
Cust. Safari, 6p... 


3040 
3175 
3225 


‘STUDE-PACKARD CORP. 


STUDEBAKER | 
Lark 6 
DeLuxe Series | "7 


Sedan, 4d } 

Sta. Wagon, 2d. .| 
Regal 

Sedan, 4d 

Hardtop, 2d... . 

Sta. Wagon, 2d. . 
Lark V8 


169 
174 | 1995 


2295 
2175 
2275 
2455 
2310 
2410 
2590 


2360 
2495 


182 
2100 
191 
199 
2 
208 
215 
228 | 


205 | 
221 


| Sta. Wagon, 2d..| 2362 
Hawk 


| Sport Coupe-6... 2155 
Sport Coupe-8... 2274 


Shipping Weight 





* Delivered Prices of 6 cyl. models are $118 t Prices of six cyl. models are $119 less than 8 cyl. models 


A Six cyl. models are $110 less than the 8 
less than the 8 cyl. models. ae 


cyl. models. 
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Only genuine 
A-V gaskets have this 
trade-mark—the 2 notches. 


That’s what happens in electronic baking 

—the modern process by which only 

Armstrong-Victor cures the cork composition. 

High-frequency current sets the cork molecules into rapid 

motion to generate heat from the center outward. In minutes, each cork 
particle is uniformly baked and fused together, making a uniformly dense and 
strong structure. The cork retains all natural springiness and resilience—is never 
scorched or undercured, as often happens with usual steam curing methods. 


RESULT: Tighter sealing, longer lasting A-V cork gaskets—stronger, more flexible, 
more resistant to breakage. Add to this A-V's precise die-cutting and sharp, clean 
punching . . . and you have the finest cork gasket ever made. Your Victor Jobber 
carries complete stocks—in sets or individual parts. 


Victor Mfg. & Gasket Co., Box 1333, Chicago 90, Ill. Canadian Plant: St. Thomas, Ont. 


(Armstrong-w cToR 
CORK GASKETS 


The 100% Coverage Line —for Cars, Trucks, Tractors, Stationary Engines 
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FEATURE 
Rust Master 
Products 


the FINEST FAMILY ot 


MOTOR CARE PRODUCTS 
inthe NATION! 


RUST MASTER PRODUCTS 
SPELL PROFITS 


— keep motors humming sweet and smooth year round 
— guaranteed to give top car care 


— made by a well-known, long-established 
manufacturer 


— nationally advertised 
— nationally accepted 
— popularly priced 


Rust Master 
Chemical, (ayoorition 


Manutacturers of Automotive Chemicals 
56 CREIGHTON ST., CAMBRIDGE 40, MASS. 


NO FUSS 

NO MUSS 
JUST POUR 
NO MORE 


SELL THE 
YELLOW DOT... 
IT SELLS ON 

THE SPOT. 


Tan a 

ing SION SEALER 

~—_©ONDITIONER 
wii 
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NEW ARMSTRONG 
100 LEVEL 
“MIRACLE” TIRE 


‘és BORN RICH 
in features that sell ! 


Patented features no other 100 leve: tire can match 
— previously available only in higher-priced 
Armstrong Tires! Features that mean safety ... 
features customers can see! Yours to sell at highly 
competitive prices, without “puncturing” your 
proper profit. Greatest business-builder in years. 
You’ll agree: “It’s a Miracle!” 












PATENTED SAFETY DISCS 


Keep tread always open — so it grips the road to stop 
deadly skids as no other tire can. 


PATENTED INTERLOCKING SIPES 


Increase traction, reduce scuffing that causes tread 
wear... greatly increase mileage. 


SILENT TREAD 


Tread pattern varies all over tire to eliminate 
resonance. Minimum hum and squeal. 


UNICUSHION CONTOUR 


Flatter tread when tire is inflated and rolling gives 
more contact, more wear. 


of All: 
















And — Biggest Selling Feature 
ADVERTISING DEPARTMENT 


TARTLING 
Low PRICE! 6 | WEST HAVEN, CONN. 


Please rush me full information on 
( ) New 100 Level MIRACLE Tire 
( ) The Armstrong Tire Line 


Tire with its 





is Miracle jee to make 
Sell this : : -es at a price oO 
features sick! 





extra-value 


-dinary co ot oe 
ord mpetitive 5 























Greara plenty of room for profit. | NAME OF FIRM: 
ADDRESS: 
CITY: ZONE STATE 
Newest member of the | YOUR NAME 


famous “Grip the Road” ; sales ‘ 
Armstrong imacis Family | Get the facts — Clip and mail this coupon right now! 
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Sell-out in first 19 days proves 


Have you seen how Champions 
plugs in firm, careful grip for faster, 


Developed by Champion, new “‘Plug-Mate”’ magnetic socket fits 
““Plug-Master”’ and other spark plug wrenches . . . makes plug work easier 
and more profitable. Available again at low introductory price of only $1.49* 
with a special assortment of 30 fastest-moving Champion Spark Plugs. 


Even if your hands are oily or greasy, you don't have any 
Plug-Mate 
always get a sure, no-slip grip on the band of diamond- 


trouble handling the socket. Your fingers 


pattern knurling that only Champion offers 


THIN WALL DESIGN ALLOWS AMPLE INSIDE 
CLEARANCE FOR ALL TYPES OF '%4" HEX 
SPARK PLUGS, INSULATOR LENGTHS AND SHAPES— 
WITHOUT INTERFERING WITH CYLINDER HEAD 


HEXAGON TOP FITS 4%" END 
WRENCH FOR EXTRA CLOSE CLEARANCE 


FULL CHROME-PLATED, NON-RUST 
FINISH—EASY TO KEEP CLEAN 


Ye" SQUARE DRIVE FHS 
““PLUG-MASTER’’ AND OTHER 
POPULAR WRENCH HANDLES 


STRONG, PERMANENT ALNICO MAGNET 
HAS “‘INSULATOR'’ SLEEVE TO CONCENTRATE 
MAGNETIC ‘PULL’ ON STEEL SHELL OF SPARK PLUG 





The “Plug-Mate” greatly reduces danger of breaking an 
insulator. Its deep '/6” hexagon-fit fully covers hex of a 
spark plug shell, holds plug straight, without ‘‘cocking” 


that leads to insulator breakage. 


Selling and servicing spark plugs has 
always been profitable. And now 
Champion’s new ‘“‘Plug-Mate”’ makes 
it faster and easier than ever! It holds 
plugs in a firm magnetic grip that 
speeds up plug jobs. (And that makes 
more profit for you!) Order ‘Plug- 
Mate’”’ magnetic sockets for all your 
spark plug wrenches. And if those 
wrenches aren’t Champion’s new flex- 
handled ‘“‘Plug-Master’’ wrenches— 
order ‘‘Plug-Masters,”’ too. The new 
‘**Plug-Master” wrench and “Plug- 
Mate” socket are the greatest time- 
and-trouble saving team in the history 
of spark plug service. Order them to- 
day from your Champion supplier. 


CHAMPION SPARK 
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lug-Mate’ fills a real need! 


new magnetic socket holds 
easier removal and installation ? 


ge Ot tee eee eee rere eee eeeeeereeeeeeeeeeeeeSOEeEeEeEees, 
7 





The Plug-Master Story 


“PLUG-ii MASTER” 


Fiex-Handie Ratchet Wrench 


Full chrome finish 
Rust resistant 
Easy to clean 
About 11 inches long 
Flexible adjustment 
permits 30° travel 
either direction 


Hinge joint designed 
to withstand highest 
spark plug remcval 


torques Full 12-tooth ratchet 


engagement requires 
_— ahnee only 6° handle travel 
holds handle at for next bite 
dasired angle 








Popular %&” square 
Ratchet shift — drive fits most. 
easily reversible— standard spark plug 
positive locking sockets and extensions 
action 


Even when held like this the ' Plug-Mate™ doesn't let a plug 
fall out, thanks to its strong, permanent Alnico magnet Now acclaimed by mechanics everywhere as 
the outstanding wrench of its type, the “Plug- 
Master” is available from your wholesaler in 
your choice of four assortments of 50 fast- 
moving Champion plug types. (One for the 
AVAILABLE WITH SPECIAL CHAMPION ASSORTMENT over-all car market, others specifically selected 
for Ford Motor Company, General Motors, or 
The ''Plug-Mate’” mag é Chrysler Corporation cars.) Packaging in these 
a br die = i assortments enables you to obtain this new 

tater heneies wrench at the low price of $4.95. 


typestosaveon separate 


Magnetic grip makes plug removal and installation ea 
and faster, yet doesn't magnetize plug 


*Suggested dealer price for wrench only. Assortment 
of 50 Champion plugs at regular dealer price 
(Minimum dealer price established by Fair Trade 
Agreements in Fair Trade States.) 


handling ana delivery 
costs, has a low intro- 
ductory price f only 
$1.49.* This assortment 
—DRS-30—contains 10 
F.14Y Champions, 10 Dependable 5-rib 
J-12Y¥ Champions and 

10 J-18Y Champions. 


. 


i 
POUT TTTTTTITITITITITII ITT 


spark plugs at -egular dealer price 
by Fair Trade Agreement in Fair Trade States.) 


SPARK PLUGS 
PLUG COMPANY:?: TOLEDO 1, OHIO 
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1958 New Passenger Car Registrations by Makes by States* 





STATE 
AND MONTH 


Alabama... .--{Oct. 


Colorado 
Connecticut 


Delaware... 


10M 
Dist. of Columbia /Oct. 
10M 


Florida 


Iinois 


Indiana......... 


Kentucky .... 


Louisiana....... 


Maryland 
Massachusetts 
Michigan. . 
Minnesota . 
Mississippi. 
Missouri 
Montana........ 
Nebraska........ 
Nevada 

New Hampshire 
New Jersey.... 
New Mexico. . 
New York....... 
North Carolina. . . ‘Oct 


North Dakota. ... 


Oklahoma....... 
GRIN... v'dnn08 
Pennsylvania... .. 
Rhode Island. 
South Carolina 
South Dakota. .../O 
Tennessee....... 
FOURS. corsenves 
BRR. cenvccess : 
Vermont......... 
Virginia. 
Washington...... 
West Virginia. ... 
Wisconsin 


Wyoming 


| Cad- | Chev- |\Chrys- De | Im- | Lin- | Mer- | Olds- |Pack- Ram- |Stude-| Misc. | 


| Buick | itlac | rolet | ler | Soto i Edsel | Ford perial| coin  cury | mobile) ard bler baker | Dom. | 


1107 118) 241 
13419 | | 106 | 1212 | 
431| ‘16! 7 58 


on——m 


Las 


1 
45 
5 
10 
2 
3 























1 5 
237 WI | 451 


Total............Oct. 1968 6118} 69960, 3820; 3543) 12809 1888) 72456 845 1549, 2) 17806) 30742| 13713, 19075, 2597) 160) 3886 


Total............Oct. 1957 10579 114223) 8361) 8375) 20467 8307) 117175; 2211, 2622 


24622) 260 42655 24053 7539; 4951 1095 22017, 463.795 





Total 10 Months, 1958) 210735, 102620 1046496 50684 41164 114045, 30987' 815403) 12351, 22232 116155, 250847 2429' 333481) 185423 144022) 33265| 2642308151 3,823, 132 
Total 10 Months, 1957) 332102, 118758/1212996, 91663 89911) 225363) 15873 1263160, 28523, 30531| 232781) 311319) 4781, 522831; 273872 73641 53205; 16754 166926 5,064, 990 





Source: R. L. Polk & Co. *—Data secured from Dept. of Motor Vehicles, State of Oregon. 
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S THINGS YOU SHOULD KNOW ABOUT NEW 


@2 SUBURBAN HEADLAMPS 


with the “built-in spotlight” in the low beam 


DRIVERS CAN SEE IN SPITE OF ONCOMING CAR’S 

e LIGHTS. Even if the other car’s lights are aimed high, 

or if the motorist fails to “dim”, General Electric 

SUBURBAN Headlamps help drivers see past approach- 
ing cars when they’re 75 to 200 feet away. 


oe 

“yy hee 

LZ . i 
\—___ yp —— 


2 THE “BUILT-IN SPOTLIGHT” EFFECT IN THE LOW 
e BEAM puts twice the light farther ahead down the 
right side of the road than any previous 2-headlamp sys- 
tem. After passing, this extra light helps the driver recover 
his vision more quickly. 


3. ONLY 7” HEADLAMP NOW AVAILABLE 


WITH LOW-BEAM FILAMENT ON FOCUS 


G-E SUBURBAN Headlamps feature a low beam 
filament that’s optically centered. This, plus the 
tilted reflector and re-designed lens, provides the 


Theyre great! I know-- 
I've got ‘em in my own car. 


EIGHT OUT OF TEN CARS NEED G-E SUBURBAN 

e HEADLAMPS. There are 50,000,000 cars with 

2-headlamp systems whose headlighting can be improved 

with a pair of new G-E SUBURBAN Headlamps. Put a 

pair on your own car. They'll convince you. .. then it'll 
be easy for you to convince your customers. 


maximum amount of light in the spotlight area per- 
mitted by S.A.E. specifications —with no increase 
in wattage . . . no additional drain on the battery. 


SS 
naw s 


MER) Go 


2) 
vou 


G-E No. 6006—6 volt G-E No. 6012—12 volt 


NOW YOU CAN SELL HEADLAMPS TWO-AT-A- 
5, TIME. And you can make two profits, too. One profit 
on the headlamps . . . another on the aiming job that fol- 
lows. Don’t delay! Call your wholesaler salesman about 
G-E SUBURBAN Headlamps today. General Electric 
Co., Miniature Lamp Dept., Nela Park, Cleveland 12, Ohio. 


GENERAL @@ ELECTRIC 
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I've never had a minutes worry... 


- -. no, sir—not a minute of worry over 
any engine job since I’ve used Pedrick 
Piston Rings. For top quality perform- 
ance and long life, no other ring compares 
with Pedrick Formflex. But for those 
customers who put price ahead of every- 
thing else, Pedrick also has thoroughly 
dependable, excellent products. That’s 
why I stick with Pedrick—and that’s why 
I say you ought to get the facts about 
Pedrick rings. See your jobber. 


WILKENING MANUFACTURING Co., Phila- 
delphia 42, Pa. In Canada: Wilkening Manu- 
facturing Co. (Canada), Ltd., Toronto 2. 


DEPEND ON 


FOR THE RIGHT RING JOB 

















ter 
jobber executive 


OR AGE: JOBSER EXECUTIVE EDITION 








OT 
1 
: 


NSPA and MEWA Forming New Corporation 


Subject to memberships approval and dissolution of predecessor groups, 
the National Standard Parts Association and the Motor and Equipment Whole— 
salers Association are well on their way to becoming the Automotive Service 
Industry Association. Or "the ASIA." Here is the background story: 


Intend to Designate 27 Directors 


After eighteen months of conferences and discussions by the committee 
of eight appointed by NSPA and MEWA to eliminate overlapping and duplicate 
effort and expense in automotive trade association activity, a constitution 
and by-laws creating a new association, as prepared by legal counsel repre— 
senting both groups, has been approved by both organizations. The NSPA and 
MEWA Boards of Directors' approvals of the newly-created constitution and 
by-laws made it possible for the committee of eight to constitute them— 
selves as the incorporators of the new corporation ASIA. And at the same 
time to designate twenty-seven directors, divided eighteen wholesaler and 
nine manufacturer director members. 


Directors to Meet in Chicago 


The incorporators of ASIA and the directors designated by the incor-— 
porators plan to hold the first membership meeting at Chicago in February, 
1959, prior to the Automotive Service Industries Show in that city. During 
which time the twenty-seven directors as designated by the incorporators 
would be introduced. Plans have been established by the incorporators, 
with the consent of NSPA and MEWA directors, to consider the dues— 
paid members of both associations as voting members of the new ASIA cor- 
poration. It is contemplated that NSPA and MEWA will take the necessary 
action to dissolve their respective organizations. 

The boards of both MEWA and NSPA have agreed to make $200,000 as 
capital funds available for use by ASIA. One-half from MEWA and one-half 
from NSPA, subject to such approval as might be required under the existing 
laws. 


Policy of Strong Cooperation Planned 


The ASIA plans a policy of cooperation with strong existing state and 
regional wholesaler groups and encouraging the formation of other state 
groups. Ultimately, representation of the regional and state groups on the 
Board of Directors of ASIA will be approved. 

Eventually, other automotive associations which heretofore have not 
been part of the discussion will be considered for affiliation with ASIA it 
is reported. 
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OPERATION 


Twelve Goals to Consider when 


Planning Your 59 Ad Program 


T is positively a “must” for the automo- 
tive wholesaler to strenuously and di- 
rectly promote his business. And it is 

also imperative that the wholesaler care- 
fully select and publicize his key lines. Here- 
in lie the opportunities for greater volume 
and higher profits. 

The market potential in Automotive Serv- 
ice Industry in 1959 will be bigger than ever 
before. Statistics conclusively prove this 
statement beyond a shadow of a doubt! The 
U.S. Bureau of Public Roads forecasts that 
68,398,000 cars and trucks will crowd Ameri- 
can roads to capacity at the beginning of the 
new year. This figure does not include buses 
or military vehicles in the country. Some 
80,000,000 people who have an operator’s 
license (40 per cent of them women) will 
travel an estimated 700 billion miles in 1959. 

Passenger cars will continue to be the 
chief means of transportation. Some 88 per 
cent of all intercity travel will be done by 
“ar and approximately 68 per cent of em- 
ployed persons driving automobiles to work. 
Two and three car families will continue to 
increase. This points up a trend that has been 
brought about during the last ten years by 
greater and greater numbers of families 
moving to the suburbs. 


Favorable Climate for 1959 


With a favorable business climate practi- 
cally assured for 1959 and with competitive 
forms of distribution making still greater 
plans to increase their share of the parts and 
service market, the wholesaler must plan 
now to preserve his markets. And to battle 
for his dealer relationships. 

A well-planned advertising program can 
accomplish many things... And at extremely 
low cost. It can be of great assistance to 





salesmen who cannot be in all places at all 
times. It can instruct customers; sell special 
services; promote the machine shop. Even 
help salesmen collect past due accounts. 

Advertising, well timed with seasonal pro- 
motions and tied into regular sales programs 
can: 

1. Speed up acceptance of new lines and 
services. 

2. Make sales calls more productive by 
pre-selling customers and prospects. 

3. Increase contacts with low volume cus- 
tomers who do not warrant regular calls. 

4. Increase turn-over on seasonal lines. 

5. Make better customers out “part-time” 
customers. 

6. Greatly improve the competitive situa- 
tion in effective selling area. 

7. Increase mail order and telephone busi- 
ness. 

8. Help popularize company name and lo- 
cation. 

9. Create and maintain line security. En- 
ables a wholesaler to capitalize on the adver- 
tising both national and local done by 
suppliers. 


Improves Customer Relations 


10. Improves customer relations. Allows 
you to tell important things about your busi- 
ness just as you want them told. Salesmen 
for one reason or another often fail to prop- 
erly inform customers about your business. 

11. Improve’  wholesaler-employee _ rela- 
tions. An aggressive organization attracts 
higher type employees who like to be asso- 
ciated with successful, well known firms. 

12. Cements manufacturer relations. 
Manufacturers are always alert for those 
wholesalers who have a planned, continuous 
advertising and sales promotion program. 
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Evolution of Redistribution 


ARKETING practices of the immense 
automotive “aftermarket” account- 
ing for billions of dollars worth of 

parts and materials are undergoing an evo- 
lution, according to Mr. C. A. Benoit, Jr., 
President, Permatex Company, Inc. Cause of 
the evolution is a new marketing technique 
called “redistribution.” 

In an article in a recent issue of Sales Man- 
agement magazine, Mr. Benoit describes re- 
distribution as, “the utilization of large 
wholesalers to supply jobbers who in turn 
supply service stations, dealers and inde- 
pendent repair shops.” In the past, the com- 
pany, as all other automotive replacement 
market suppliers, sold the nation’s automotive 
jobbers on a direct basis. In the case of 
Permatex, this meant 11,000 direct accounts 
for its sealants, radiator products, service oils 
and other automotive chemicals. 

“Redistribution,” Mr. Benoit, “has 
been looked upon alternately as a blessing 
and a curse by companies competing for the 
gigantic automobile aftermarket. This is 
largely the result of its newness... As yet 
there are no ground rules, no safe patterns to 
follow through the maze...” 

‘‘Permatex has firmly adopted a position of 


says 


Editor's Note 


Since reading C. A. "Pete" Benoit's article in the maga- 
zine, Sales Management, we have received a statement 
from Mr. Benoit. His remarks underscore his viewpoint. They 
follow: 


"|. . The road we have chosen to take is a lonely one, at 
least up to the present. The entire subject of redistribution 
is difficult enough and our evaluation is even more difficult 
to express without creating further misunderstanding. Yet, 
we feel it is the most vital subject in our industry today and 
further feel that we would be remiss in assuming a do- 
nothing attitude. 


"The greatest danger in expressing ourselves as we have 
is in the area of misunderstanding by the trade of our be- 
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Mr. Benoit making point about 'Redistribution." 


accepting redistribution at its face value. We 
are using it as an additional method of serv- 
ing our primary customer—the jobber. As 
part of our planned expansion, we feel it is 
a marketing opportunity that can be of help 
in broadening distribution if properly organ- 

ized and utilized,” Mr. Benoit pointed out. 
Permatex is the first company in the in- 
(Continued on page VI) 


liefs. Such a misinterpretation can easily be done by accept- 
ing certain parts of this article out of context. For example, 
we have heard others refer to Permatex as an organization 
which is going to ‘100 per cent redistribution.’ Naturally, 
this could not be further from the truth. 


"With our plan we recognize the Jobber as absolutely, ir- 
revocably the most important man in the distribution of our 
products. We also recognize that ‘proper’ redistribution has 
a function to perform and when this function is performed, it 
is beneficial to the Redistributor, the Manufacturer and the 
Jobber. Redistribution can be a healthy part of the distri- 
bution channels in the automotive aftermarket. However, 
redistribution is never a substitute for any of the channels 
already in existence." 





John A. McCuen, 3rd, (left) of Auto Equipment & Service Co., Philadelphia, 
receives sample of Carter's new a kit from Gene Robers, Vice President, 


After-Market Sales of Carter Carburetor Division of ACF Industries, Inc. 
Occasion was Carter's new on-the-line gas filter display during Automotive 
Electric Association's winter meetings in Chicago. 


a BE TE 
ne! or i wee: DF 


Harmony at all levels prevails as industry and educators study floor plan for 
equipment placement on school building grounds at New Philadelphia, Ohio. 
(Left to right) T. B. McConnaughy, Asst. Supervisor, N. E. Ohio, State Dept. 
of Education, Vocational Division, Trade and Industrial Services; S. N. 
Guckenheimer, Local Director of Vocational Education; Henry Fickes, NSPA 
Wholesale Member of Reliable Auto Parts; and Mel Turner, NSPA Cur- 
riculum Director Vocational Schools Program. 


NSPA Convention 
At Hotel Sherman 

“Fifty-Nine is Profit Time’”’ 
stands as the dominant theme of 
the forthcoming NSPA national 
convention. Hotel Sherman in 
Chicago is the place; February 16 
and 17 is the time. 

In addition to the three general 
convention sessions planned to 
show members and invited guests 
how they can make 1959 one of 
the most profitable years to date, 
other annual special features will 
be held. 

For example, the annual Mem- 
bership Reunion of the National 
Standard Parts Association. This 
starts at 4:30 p.m. on Sunday, 
Feb. 15. Place will be the Assem- 
bly Room of Hotel Sherman. 

The annual Membership Ban- 
quet will be in the Grand Ball- 
room on Monday evening, Febru- 
ary 16. The Crystal Room will 
be the scene of the Sixth Annual 
Meeting and Reunion of the 
Young Executives Club of NSPA 
from 4:00 p.m. to 7:00 p.m. on 
Tuesday, February 17. 

Registration for the Interna- 
tional Automotive Service Indus- 
tries Show is scheduled from 
9:00 a.m. to 4:30 p.m., Sunday, 
February 15. Also from 9:00 a.m. 
to 5:00 p.m. on Monday. 


MEMA Completes 
Annual Election 


The following new slate of offi- 
cers of the Motor and Equipment 
Manufacturers Association has 
been announced: 

President: Arthur C. Bryan of 
National Carbon Co., division of 
Union Carbide Corp. Vice presi- 
dent: Thomas S. Rose, Sealed 
Power Corp. Secretary: Frank 
L. Bredimus, Globe Hoist Co. 
Treasurer: Clyde P. Brewster, 
K-D Manufacturing Co. 
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JAMES A. WHEATLEY, JR. 


Jim Wheatley 
Dies Dec. 20 


James A. Wheatley, Jr., sales 
manager, Grey-Rock Division, 
Manheim, Pa. died Saturday, 
December 20th after an illness of 
four days at Lancaster General 
Hospital, Lancaster, Pa. 

Widely known throughout the 
automotive replacement indus- 
try, he had been associated with 
Grey-Rock for the past 24 years; 
first as Chicago district mana- 
ger, and for the past ten years as 
sales manager. 

Mr. Wheatley was senior vice- 
president of National Standard 
Parts Association. 

Born in Baltimore, Md., he is 
survived by his wife, Catherine 
M., a daughter, Mary Lou of 
Baltimore, and a son, James A. 
Wheatley, 3rd, Lake Park, Fla. 


Business Seminar 
The largest gathering 
held of automotive service indus- 
try young executives is expected 
to take place at the Hotel Sher- 
man, Chicago, February 17. Then 
members of the Young Execu- 
tives Club of NSPA will hold 
their 6th Annual ‘Profit Time’”’ 
Business Seminar and Reception. 
Thus reports Howard A. Mce- 
Murchie, secretary of the Asso- 
ciation’s Young Executives Club. 


ever 
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MEWA Convention 


Ways and means the automo- 
tive wholesaler can use to at- 
tain the profit he must have in 
order to do the job his suppliers 
and customers want him to do, 
will be the nucleus of the 1959 
National Convention of the 
Motor and Equipment Whole- 
salers Association. Host city will 
be Chicago. 

The extensive MEWA conclave 
gets under way February 15. 
Place: the Conrad Hilton Hotel. 
It is a three-day affair. This con- 
vention preludes the four-day 
International Automotive Serv- 
ice Industries Show at Navy Pier 
(beginning February 18). The 
MEWA program slogan selected 
is “Keep Up The Climb in ’59.” 

The opening day of the con- 
vention at the Conrad Hilton will 
be Sunday, February 15. It will 








Above is Michael R. Hryb, newly- 
elected president of the Automotive 
Wholesalers Division of the Conn. 
Automotive Trades Assn. Mr. Hryb 
has also been elected a vice presi- 
dent of Conn. A. T. A. 


feature those social and business 
events which have been peren- 
nial hits of previous MEWA na- 
tional parlays. 


Annual Five-Day Sales Conference of District and regional managers of 
Gumout Division, Pa. Refining Co., was held in December last year in the 
firm's offices in Cleveland, Ohio. Seated from left to right: Edwin F. Clark, 
regional manager (Euclid, Ohio); J. H. Hughey, marketing manager; Dale T. 
Glenn, vice president; Robert W. Lackner, Gumout sales manager; Frank A. 
Good, Oil Division sales manager; J. R. Kilbane, Southern Ohio district 
manager. Standing from left to right: J. D. Baker, San Francisco regional 
manager; Ralph D' Onofrio, Kansas City regional manager; Emil B. Wells, 
Indianapolis district manager; Eugene P. Ross (Cleveland), Southeastern 
regional manager; Richard M. Hindman, Butler (Pa.) district manager; 
Jack L. Whitehead, Atlanta district manager; Frank J. Mahoney, Boston 


district manager. 





Redistribution 
Continued from page I/II 


dustry to announce an overall 
distribution plan which meets 
the recommendations of indus- 
try groups in its redistribution 
aspects, according to Mr. Benoit. 
In the article he states that, 
review may point out to other 
(industries’) sales organizations 
the initial indications of a com- 
pletely new marketing trend 
which can be developing right 
now.” 

Redistribution had its begin- 
nings in the late 40’s and early 
50’s when wholesale outlets 
(jobbers) increased from 8,000 
to 12,000. Competition and eco- 
nomic conditions gave large and 
small jobbers one common prob- 
lem—inventory, according to Mr. 
Benoit. The small jobber couldn’t 
handle a large inventory, the 
large jobber couldn’t turn his 
inventory over fast enough. The 
natural solution seemed to be for 
the large jobber to start pe 
to the small jobber, as well : 
previous customers. acer 
turers were approached by these 
large jobbers for a special dis- 
count for this “redistribution” 
service. 

The practice grew until, to- 
day, it is, “the industry’s most 
talked about topic,” says Mr. 
Benoit, “the combinations and 
permutations possible in re- 
aligning a distribution operation 
are legion.” 

“The biggest danger of redis- 
tribution,” according to Mr. 
Benoit, “is to become compla- 
cent about previously close re- 
lations with jobbers. The regu- 
lar jobber is just as important, 
today, if not more so, than he 
ever was. Redistribution, if it is 
to be successful, cannot be looked 
upon as an easy way of cutting 
selling costs. 


BRAKES 


re aia retined 


i ee 
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Taking part in the recent clinic, sponsored jointly by the Friction Materials 
Division of Johns-Manville and General Auto Supply of Quincy, Mass., were: 
(L to R) Al Paine and Vincent Gannon, owners of General Auto Supply, 
Charles Ford of Ford's Service Station, Hingham, Mass., George Campbell, 
Northeast district manager of Friction Materials and Robert Reimer, district 
sales for Friction Materials, Johns-Manville. 


Permatex has evaluated its 
entire scope of distribution and 
has found that redistribution is 
only one phase of the overall job 
to be done.” Since adopting a 
redistribution program in July 
of last year, Permatex has 
“stepped up expenditures for 
space advertising, direct mail, 
product publicity, personal sell- 
ing and the many activities 
which come under distribution, 
even packaging.” 


Three Year Study 


To develop its redistribution 
plan, Permatex did a three year 
examination of all accounts 
under the responsibility of eight 
Regional Managers and 30 Dis- 
trict Managers. “We studied 
them as an accounting firm 
studies 38 separate businesses,” 
states Mr. Benoit, “From it we 
were able to put a price on re- 
distribution, and determine how 
to handle it.” 


Summed up, “Pete’’ Benoit’s 
cautions to companies faced with 
redistribution are: it’s here to 
stay; it calls for a clear and com- 
plete understanding by jobbers, 
redistributors and  manufac- 
turers alike. It’s loaded with new 
risks; it has to fit into every 
phase of distribution. The con- 
tinuing importance of the jobber 
cannot be overemphasized. 


AEA Holding Six 
Regional Parleys 


The Automotive Electric As- 
sociation will hold a series of six 
regional conferences in the first 
quarter of 1959. So reports J. 
Howard Reed, executive secre- 
tary. 

Those being held this month 
include the meetings at the Bilt- 
more Hotel in Los’ Angeles 
(Jan. 12-14) and the parleys at 
the Olympic Hotel in Seattle, 
Wash. Dates in Seattle are Jan. 
19-21. 
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Industry Meetings 


Jan. 17-25—1959 Chicago Automobile 
Show, International Amphitheatre. 
Jan. 31-Feb. 4—National Automobile 
Dealers Assn., Chicago. 
Feb. 2-4—Automotive Accessories 
Manufacturers of Amercian exposition, 
New York Coliseum, New York City. 
Feb. 15-17—National Standard Parts 
Assn. National Convention, Sherman 
Hotel, Chicago. 
Feb. 15-17—Motor and Equipment 
Wholesalers Assn. National Convention, 
Conrad Hilton Hotel, Chicago, Il. 
Feb. 17—Automotive Affiliated Rep- 
resentatives board of directors and 
membership meeting, Pick-Congress 
Hotel, Chicago. 
Feb. 18—Automotive Booster Clubs 
International banquet, Conrad Hilton 
Hotel, Chicago. 
Feb. 18-21—International Automotive 
Service Industries Show, Navy Pier, 4 
Chicago. 
Se Jack Lescoulie (left) and Dave Garroway, two of television's ablest sales- 
stitute, Div. of Marketing, Lubrication men, participate in a live demonstration of Maremont's "Acid Test for 
Committee meeting, Sheraton-Cadillac Mufflers" on the top-rated morning "Today" show. In the evening, Maremont 
Hotel, Detroit. will reach TV viewers through commercials on the Jack Paar Show. 
Feb. 27-March 8—1959 World Wide 
Auto Show, Miami Beach Exhibition 
Hall, Miami Beach, Florida. ’ ’ 
March 4-8—Ninth Annual National Automotive Wholesalers’ Sales and Inventories 
” omnia Sete Anmesy, Derttere, Data from Bureau of the Census, Department of Commerce 
March 11—Motor and Equipment 
Wholesalers Association western states Per Cent Change 
conference, Fairmont Hotel, San Fran- : 
cisco. Sales Inventories 
March 12-15—Pacifice Automotive od ale 
Show, San Francisco Civie Auditorium, he —— 10 — oe SS 
San Francisco. , 

R . 1957 1 1 . 1957 Oct.1957 Sept. 1958 
March 16-18—SAE National Passenger mee Ost. Sept ae wieen ‘wn ale ae 


New England 
Car, Body, and Materials Meeting, The Middle i tlantic n 13 


Sheraton-Cadillac, Detroit, Mich. East North Central... 110 
May 3-8—Top Management Institute, West North Central... +3 
Motor and Equipment Wholesalers South Atlantic + +11 
Assn., Allerton House, University of East South Central. . . + +10 
Illinois, Monticello, Hl. West South Central... +5 
May 17-20—Automotive Engine Re- Mountain t +3 
builders Assn. convention, Royal York Pacific U 
Hotel, Toronto, Ontario. United States + +10 


a 


+4 
+4 
10 

3 
+9 


+13 
+5 
+1 


fe | ache at, fe ate t- | + 
One oUnoeao 
+ +~ +--+ 1. of 
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Indicators of Business Activity 


These figures are based on latest thirty-day reports 


Latest Month Year Percentage Change from 
Data Before Ago Month Ago Year Ago 
PRODUCTION 
Motor Vehicles (Units 331,817 671,335 +83. —9.2 
Industrial—F. R. B. 1947-’49 = 100 (Adj.)....... 38 137 142 ' 2.8 


SALES 
324,891 
Replacement Tires (Units 6,475,775 6,364,613 
Manufacturers ($ Millions 
Durable Goods $13,013 $12,723 
Non-durable Goods 
Department Stores, 1947-'49 


GENERAL 
Consumers’ Price Index, 1947-'49 
Civilian Employment 
Unemployment 
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Motor Age’s Who’s Who 





John L. Cohill, 
photo, has been 
appointed vice 
president, special 
assignments — for 
The Firestone 
Tire & Rubbe: 
Co. L. J. Camp- 

bell leaves the presidency of the Fire 
stone Steel Products Co. to succeed 
Cohill as vice president of all com- 
other than 
Mario Di Federico succeeds Campbell 


pany subsidiaries tires. 


as the Steel Products Co president. 


ww, &, 


field supervisor 


Stiles has been appointed 
automotive products 
department, Olin Mathieson Chemical 
Corporation. He will be in charge of 
the Western sales division for Pyro 


anti-freeze and radiator chemicals 


Gerard W. 
Mullin has been 
appointed sales 
manager-lubricat- 
ing equipment for 
Aro Equipment of 
California. His lo- 
cation will be in 


the Southern California area 


James E. Goodman, vice president 
and group executive of General Mo- 
tors has been elected chairman of th 
Board of Regents of General Motors 
Institute at Flint, Mich 


Robert M. Whelan has been ap- 


pointed — assistant Service 
Sales of 


poration 


manage! 


American Bosch Arma Cor- 


Thomas J. 
Marshall, 


has been pro- 


photo, 
moted to sales 
manager of the 
Federal-Mogul 
Division. He for- 
merly was. assist- 


ant sales manager of the firm 


Meril E. (Skip) Johnson has been 
appointed manager of the Washington 
office of AC Spark Plug, Electronics 
Division of General Motors. 


Lynn Brendel has been appointed 
general sales manager and V. J. Giuf- 
fre, to field sales manager of Allen 
Electric and Equipment Co. 

Louis Nagy has been appointed 
staff assistant to the general sales 
manager of American Bosch Division, 
American Bosch Arma Corporation. 


Russell S. Strickland, left, forme: 
vice president-sales and marketing, 
has been promoted to vice president- 
general manager, Bearing Divisions 
Federal-Mogul-Bowert 
Robert E. Klare has been promoted to 


Bearings, Inc 


vice president-operations for the com- 


pany. 


The electrical-mechanical lines sec- 
tion of the marketing department at 
United Motors Service division of Gen- 
eral Motors is being split into two 
Edward H. Calkins, 


left, has been appointed marketing 


group activities 


supervisor-electrical lines and Robert 
H. Wilkie has been appointed market- 


ing supervisor-mechanical lines. 


N. H. Mapes has been named auto- 
motive sales promotion manager at 


the Martin-Senour paint company, 


C. J. Moore 
has been ap- 
pointed to the 
newly created po- 
sition of general 
sales and market- 
ing manager of 
Exide Industrial 
Division, The Electric Storage Battery 
Company. 


C. R. (Russ) Robertson has been 
appointed sales manager of Weller 
Electric Corporation. 


Arnold E. Pommerening has been 
appointed field supervisor for the au- 
tomotive products department, Olin 
Mathieson Chemical Corporation. He 
will manage sales of the Puritan line 
of automobile products and will be 
located in Baltimore. 


J. A. MclIlnay has been elected vice 
president in charge of marketing of 
The Electric Storage Battery Co. 


Herbert S. 
Ries, photo, has 
been appointed 
executive vice 
president in 
charge of all op- 
erations of Powell 
Muffler Co. Jack 
Schafer has been appointed sales man- 
ager for the company. 


Martin J. 
pointed general manager of the Delco 
Radio Division of General Motors. 


Caserio has been ap- 


Roy C. Norton, Jr. has been named 
chief engineer of the recently formed 
Saco-Lowell Automotive Division. 


James E. Broadbent has been ap- 
pointed assistant sales manager of 


The Mohawk Co., Akron, Ohio. 


William B. 
Banta, photo, has 
been appointed 
sales manager ol 


Ham- 


Automo- 


American 
mered 
tive Replacement 


af 


Division, owned 


by Sealed Power Corporation. 
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MOTOR AGE Outlook For '59 Good 


Rambler's Success Story 


Demand For Economy Car: 


Automobile Supermarket 
‘58 Worst Yr. In Decade 
NADA Elects Officers 


Small Business Healthy 





In the days ahead.... HERE'S WHAT TO LOOK FOR!!! 


Consumers Will Spend More 


RISING SALES, HIGHER PRICES in prospect this year.... Consumers 
have greater confidence.... They will do more spending than in 1958.... 
That's way government experts see year. 

But remember Products you sell will cost you more.... Squeeze 
between costs and profits won't let up.... Plan savings wherever you 
can, while offering top service. 


Rambler's Success Amazes Competitors 


ONE VOLUME CAR DIVISION OF BIG THREE‘ is so concerned about the 
inroads made by Rambler and a close competitor that it may change 
its entire marketing concept.... Division has summoned top talent from 
its ad agency to discuss ideas for new long-range program keyed to 
changing market pattern. 

Company highly dismayed over fact that an unusually large number 
of its "loyal" buyers are switching to Rambler and another competitor. 


Demand For Economy Models High 


HOW MANY SALES HAVE BEEN LOST so far due to shortage of low-priced 
economy models is hard to say.... But one thing is evident: Many 
dealers, and car companies, apparently underestimated continued demand 
for cheaper, stripped down models. 

Example.... Practically all S-—P dealers queried in Detroit admit 
they overstocked on medium and higher-priced models.... Greatest demand 
has been for lower-priced six-cylinder, two door Lark.... Every dealer 
contacted expects sales to double or triple over last year. 


Service Stations To Be Surveyed 


UPCOMING BUREAU OF CENSUS survey of retailing will include service 
stations.... Survey starts soon and will cover business figures for 
1958. 

National survey of service trades also is to be launched.... 
Bureau will gather figures on auto parking, car and truck rental and 
leasing, and motel operation as part of this one. 
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First Automobile Supermarket By 1960 


COUNTRY'S FIRST AUTOMOBILE SUPERMARKET expected to open on outskirts 
of Detroit by early 1960.... It'll differ from supermarkets as they 
were known in past, when one dealer sold several lines of cars at one 
time. 

The Detroit center, planned at a huge shopping center in Southfield 
Township, will have all makes of cars located within one—block area.... 
Individual showrooms would be operated by franchised dealers who 
would lease space and promote their own product (see MA forecast of 
June 1958).... Service work would be performed at another location, 
which would probably be operated by factory. 


‘58 Worst Year In Decade 


AUTO INDUSTRY WOUND UP WORST YEAR in decade.... Figures of 
Automobile Manufacturers Assn. last month indicated year's total output 
of passenger cars would not exceed 4.3 million units.... Worst 
previous year was recorded in 1948 when 3.9 million cars were produced. 

Sales obviously will be slightly above that figure, mainly because 
of imports, now estimated at about 375,000 units for year.... Total 
sales, including imports, are expected to be in the neighborhood of 4.4 
million, worst since 1952. 


Protected Territories May Help Car Dealers 


CONGRESS MAY OKAY PROTECTED TERRITORIES for car dealers.... 
National Automobile Dealers' Association is telling new Senate and 
House members such a permissive law is needed to bring back sound 
health to dealers.... NADA says the auto manufacturers should be 
allowed to allocate a sales territory to each dealer, as was the case 
before 1949. 


NADA Elects 1959 Officers 


NEWLY ELECTED OFFICERS of the National Automobile Dealers 
Association for 1959 are: H. L. Galles, Jr., Albuquerque, New Mexico, 
President; Birkett L. Williams, Cleveland, Ohio, First Vice President; 
A. E. White, Columbus, Ohio, Secretary; John H. Lander, Atlanta, 
Georgia, Treasurer. 

Mr. Galles, who succeeds Dean Chaffin of Bozeman, Montana, served 
as Secretary of NADA last year.... Mr. Williams and Mr. Lander were 
re-elected First Vice President and Treasurer, respectively.... Mr. 
White has been Chairman of the Business Management Committee during 
1958. 


Small Business In Healthy State 


HEALTHY CLIMATE EXISTS for small business, in the view of President 
W. A. McDonnell, U. S. Chamber of Commerce.... There were 92 business 
failures for every 10,000 firms in 1900, he notes.... In 1957, the rate 
was down to 72-per 10,000. Number of firms, mostly small ones, rose 
during those years.... Growth was from 22 per 1,000 people to 25 
per 1,000. 
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Debut of '59 Cadillac Brougham Delayed 


SWANK 1959 CADILLAC BROUGHAM, scheduled originally for introduction 
in December, has again been delayed.... Although first shipments of 
luxury car started arriving last month from Italy, where it is being 
assembled, cars still have to undergo field tests here.... It probably 
won't be until late this month or February when it'll go on sale. 


Big Plans For Small Rambler 


THERE'S BIGGER PLANS SHAPING UP for small Rambler.... So 
confident is AMC's President George Romney of Rambler's future that 
he has once again jacked up his sales goal. 

From an original 250,000 units, Romney last month upped figure to 
440,000 units.... To turn out that many cars, AMC will plunk down $10 
million for immediate 33 per cent expansion in production facilities 
at Milwaukee and Kenosha.... Program expected to be completed by 
beginning of 1960 model production. 

Romney reiterated his earlier forecast that compact and smaller 
cars will take 50 to 60 per cent of total market by end of 1960's. 


UAW Crippling Chrysler Corp. Production 


AT YEAR'S END, THERE WAS STILL no letup of the pressure put on 
Chrysler Corp. by the United Automobile Workers.... Has been crippling 
production since last September.... While it is difficult to estimate 
the losses in terms of car sales, it's worthwhile to note corporation's 
experience with UAW in past few months. 

Since September some 250 strikes crimped production operations. 

One of the results: 2.4 million manpower hours lost. 


Congress Reluctant To Kill 10°%> Federal Tax 


NEW CAR SALES WILL REALLY JUMP if Congress will kill the 10 percent 
federal tax.... National Automobile Dealers' Association is pointing 
this out to the new Congress.... Getting rid of this tax would mean 
knocking off about $290 from the sales price of each car, NADA 
estimates. 

U. S. Treasury cringes at the thought of losing this revenue.... 
(Since 1932, the Treasury has picked up more than $12 billion from the 
tax on sales of new cars.) NADA intends to press hard for tax relief, 
but the Congress shows signs of being more worried over the federal 
deficit.... Looks like the tax will stay — at least, until 1960. 


Detroit Will Act On Facts—Not Fancy 


FORGET NOTION THAT DETROIT engineers are dreamers, says the National 
Automobile Dealer's Association. Auto makers are practical-——— 
down—to-—earth-———— hard-—working-—-——— out to give public what it wants-———— 
big cars or little. 

"If America wants a car 5 feet long, 12 feet high, and powered 
with a 4—hp engine, Detroit will supply it," NADA points out. But 
Detroit has to be sure it acts on fact-——not fancy. 


Chilton's MOTOR AGE @ January 1959 








What Constitutes A "Facelift"? 


MISCONCEPTION ABOUT WHAT CONSTITUTES a "facelift" on an automobile 
is clarified by one body engineering official.... As he explains it, a 
"minor face lift" usually includes new grille work, exterior 
mouldings and interior appointments. 

A "major face lift" would include aforesaid, plus new rear quarter 
panels, front fenders in some cases, hood, deck lid.... A "completely 
new" model is just what it implies: all new exterior sheet metal, 
including body shell. 


Ford's Small Car Plans 


FORD'S SMALL CAR WILL BEAR strong styling resemblance to 
Thunderbird.... Small car plans pretty well firmed up now.... Question 
remaining is who will merchandise them.... Reports indicate that when 
Ford's small car is ready, you'll see many changes at the M—-E-L 
Division again.... Possibly another "demerger".... Result: Edsel may 
go it alone again, taking with it small car package. 

Edsel dealers appear to be most logical choice for small car 
franchise.... Ford Division being ruled out at present.... Reason is 
that company shudders at idea of mixing another product with its bread- 
and—butter line.... Same could happen at GM and Chrysler, with small 
car franchises being limited to other than volume line dealers. 


Turn In Taxes Withheld From Employers’ Wages Promptly 


BE SURE TO TURN IN ON SCHEDULE the .U. S. taxes you withheld from 
employee wages.... Otherwise you will have to pay interest on 
withheld amounts.... Internal Revenue Service points this out in Revenue 
Ruling 58-577. 

It doesn't remove interest liability if employee later files an 
income tax return and pays his federal taxes.... Employer still owes 
interest. 


Still Plugging For National Lottery 


NATIONAL LOTTERY IS PROPOSED in Congress again.... Sponsor is Rep. 
Fino, R., N. Y., who offered a lottery bill in last Congress.... He 
sees lottery as a tool to pump $10 billion a year into U. S. 
Treasury.... And make reduced income taxes possible. 

Mr. Fino gets no support from Treasury Dept Which argues that some 
citizens consider gambling immoral. 


Moore in Bell's Chair 


James C. Moore, NADA general counsel, temporarily takes over duties 
of the NADA executive vice president.... He has been administrative aide 
to Frederick J. Bell, who resigned in December. Resignation leaves 
dealers with an important post to fill.... Executive vice president is 
chief spokesman for NADA before Congress.... NADA urges both federal 
excise tax relief and a territorial security law.... In part, its 
success will depend on how well NADA presents its arguments to 
Congress. 
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Rear-Mounted Transmission Almost a Certainty in 1960 


ONE MAJOR CAR COMPANY REPORTEDLY has perfected rear—mounted 
transmission.... Is going ahead with plans to introduce it on 1960 
model.... Several other methods, aimed at eliminating floor pan hump 
and tunnel, also being explored. 


Protests Mounting Against Tax Increase 


PROTESTS AGAINST POSSIBLE HIGHER federal gasoline tax begin to stir 
up reaction in Congress.... AAA, truck operators and other groups 
condemn tax boost as. a means of raising more federal highway dollars. 

Sen. Langer, R., N. D., sides with highway user forces in opposing 


increase.... Holds that higher tax would injure small-—income groups 
most. 


Company Considers Reducing Labor Time Schedules 


ONE COMPANY CONSIDERING reducing labor time schedules on certain 
repair jobs.... Move designed to better compete with service stations, 
which do not charge labor on many frequently performed operations.... 
Such as muffler installation.... Another reason is that factories 


are discovering many dealers are able to beat time alloted them at 
present. 


Plan Underway For Auto Sellers’ Open House 


PROGRESS IS MADE IN PLANS for auto sellers' Open House program.... 
NADA, American Newspaper Publishers Assn. are working closely on 
details. 

Open House is timed for first two weeks in April.... Tentative 
theme: "Life's more fun by far -— in a brand-new car!" Shades of 
"You Auto Buy Now." 


Western States Growing Rapidly 


WESTERN MARKET OPPORTUNITIES are still broadening.... Six of ten 
fastest growing states tallied by the Bureau of Census are west of the 
Mississippi. 

Nevada, with smallest population of all, has picked up 67 per cent 
more people since 1950.... Also in top ten are Arizona, California, 


Colorado, Utah, New Mexico.... And, farther north, Alaska is rapidly 
gaining residents. 


Look Out For Bad Money! 


KEEP A SHARP LOOKOUT for counterfeit money.... Sham notes are 
growing more plentiful, the Secret Service warns.... Agents seized 
$947,000 in worthless bills between midsummer and early fall, 1958.... 
As against $712,000 in the previous 12 months. 

Recent seizures included $120,000 that had gone into circulation.... 
In the year before, $143,000 had been handed to public. 
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Trade 


Associations 


are ESSENTIAL 


J. L. WIGGINS 


T seems to me that trade associations 
today face the greatest challenge that 
has ever been presented to such organi- 
zations. Our national economy has become 
complicated by government regulations, tax 
problems, wage and hour rulings, inflation, 
social security, fringe benefits, and the grow- 


By J. L. WIGGINS, Executive 
Vice President, National 
Standard Parts Association 


Wiggins Celebrates 25th 


J. L. "“Jack'’ Wiggins has been associated with the 
independent automotive service industry since 1920 
in various capacities including advertising and sales 
promotion for parts manufacturer, advertising agency 
and trade paper publication activities. Twenty-five 
years ago, he joined National Standard Parts Associa- 
tion as a field secretary. 

In 1947 he was appointed executive vice president 
of the Association, which position he now holds. Under 
his direction, NSPA has developed outstanding pro- 
grams for the promotion and welfare of the entire 
automotive service industry. In 1955 the Association 
was awarded the silver anvil trophy of the American 
Public Relations Association for the best public interest 
program in the trade association category. During the 


same year, NSPA's Vocational Education Program won 


ing demands of labor unions. The individual 
businessman finds it impossible to devote any 
time to his own personal business affairs. 
That is, if it were necessary for him to keep 
abreast of these activities affecting his own 
business by his own efforts. 

Under our expanded highway program we 
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They are needed to serve and to educate and, 


if necessary, to police our industry and pro- 


mote intelligent competition says Mr. Wiggins 


the distinguished service classification award of the 
American Trade Association Executives. 

He is founder of the Automotive Advertisers Council. 
And he has served on numerous national committees 
important to the industry. These include the National 
Committee on Parcel Post Size and Weight Limita- 
tions, Wholesalers Trade Advisory Committee of the 
U. S. Department of Commerce, and the President's 
Committee for Traffic Safety. 

He is a member of the American Public Relations 
Association, American Society of Association Execu- 
tives, Sales Executives Club of Chicago, and Automotive 
Booster Club No. 7. He has served as Chairman of 
the Finance Committee, Task Force Chairman and 
Trustee for the National Association of Wholesalers, 


Washington, D. C. 


find new roads, turnpikes, freeways, and park- 
ways. We note the widening of old roads. We 
see many other improvements to encourage 
more use of the American automobile—the 
basic product upon which the automotive 
service industry depends. 

The future potential for sales and service 
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in our industry is gigantic. And, so are our 
problems. There are no longer any “one-man” 
problems. Neither are there any “one-man” 
solutions to them. This fact points to one log- 
ical solution—people working together. This 
is the whole philosophy upon which trade as- 
sociations are based. We are compelled to rec- 
ognize that unity of purpose and unity of ac- 
tion will carry an industry farther than al- 
most any amount of individual effort. That is 
the key to the outstanding growth and devel- 
opment of trade associations in our nation. 


Success is Keynote 

For over thirty-eight years I have been 
privileged to watch the growth of the auto- 
mobile industry For most of that time 
I have been actively engaged in some phase 
of its development and expansion. I have seen 
a great many wholesalers grow from modest 
beginnings to industry leaders. And, I’ve seen 
quite a few of them close their doors. From 
any angle you view the situation, success has 
been the keynote, rather than failure. 

For the past twenty-five years, I have had 
the opportunity to sit in on NSPA committee 
meetings. I have heard industry problems 
discussed. Solutions proposed. I have wit- 
nessed action taken by outstanding industry 
leaders—both wholesalers and manufactur- 
ers—for the good of the entire industry. | 
have been enlightened on both sides of the 
question; heard the discussions. And while 
there have been some dissenting voices, in 
many instances a reasonably workable solu- 
tion has been forthcoming. But many prob- 
lems keep returning like the proverbial bad 
penny. For the most part, our problems aren’t 
new. They do, however, have different cause 
and effect—and demand new approaches to 
solutions. 

I’d like to ask your indulgence for a few 

(Continued on page 112) 





Horton with two of his mechanics at work in the equipment area. Wallboard holds many of his tools. 


PACKAGE DEALS BUILD 
$40,000 VOLUME 


OHN HORTON who owns and operates 
Cielo Vista Garage in El] Paso, Texas 
has built up his business from the pro- 

verbial shoestring to one of healthy, thriving 
volume. “Package selling” and neighborhood 
word of mouth have been his biggest keys 
to shop success. 

Horton feels that what makes his business 
a success is striving to do everything that 
needs doing once a customer’s car is in his 
shop. 

For example, a motorist comes in com- 
plaining about his car’s performance. He 


(the customer) says it’s the points. He wants 
them checked. Horton then trys to sell him 
on getting a tune-up and catch the 
points during the routine. Then the customer 
buys a package deal. And everything 
that needs attention is brought to light. Just 
as often as not, what seemingly is ignition 
points trouble can be traced back to a faulty 
condenser or a bad set of wires. Sell the 
customer just a set of new points, and he 
becomes an unhappy person. While he diag- 
nosed his own trouble, he lays the blame on 
the shop who accepted his diagnosing. Hor- 
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MOTOR AGE 


Texas garage owner’s experience 


underscores need for complete service 


selling as sound profit guide shor OF THE MONTH 
ie Award 


Horton and mechanic 
are shown with ‘scope 
that has proven invalu- 
able in al tune-up. 


Distributor tester is 
located along one of 
the walls of clean, 
well-lighted shop. 


ton makes sure to avoid this possibility. 

“We sell and install a lot of new plugs 
because when we find one pretty fouled up, 
we sell the set . . . wrapping up the old ones 
for spares, if the customer still thinks they 
are worth saving. I can’t recall selling one 
plug by itself. 

“When we turn a customer lose, we don’t 
want to see him again for at least 6 months. 
And the customer doesn’t want to see us 
either for that long. The customer who has 
to come back and come back . . . will soon 
find another source for his service work.” 

When Horton first opened, he had to go in 
debt for some four thousand dollar’s worth 





(Continued on page 119) 
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INTERNATIONAL ASI 


Means to Our Industry 


good way to define what the Interna- 
A tional Automotive Service Industries 

Show means to our aftermarket indus- 
try would be to liken it to the importance of 
the opening—or “lead”—paragraph of a well- 
written news story. 

The lead paragraph of a news article is 
nothing less than a news capsule. It is a 
complete description of the HOW, WHY, 
WHAT, WHEN AND WHERE of the news 
event. The article’s following paragraphs only 
serve to elaborate on what has been said in 
the lead paragraph. 

In the same sense, the IASI Show acts as 
the “opening paragraph” of our industry’s 
product, service and marketing story for the 
year concerned . . A most important story. 
A story that many farsighted sponsoring 
wholesalers and non-sponsoring wholesaler 
and dealer guests have evidenced through the 
years as “must reading” by their faithful 
participation at previous ASIS events. Many 
of them travel from distant U.S. and foreign 
aftermarket points to be in attendance. This 
illustrates the high attraction the “IASIS 
Story” holds for the industry. A story that 
will set forth the year’s selling and servicing 
patterns. 

I have talked with many automotive after- 
market officials on this subject. It’s amazing 
how they all value the national product show. 
They say it is a most effective clearing house 
for obtaining the proper SELLING AND 
SERVICE KNOWLEDGE of the new prod- 
uct offerings. 

Of equal significance, they also have ex- 


B. W. RUARK 


pressed this concern in various ways: “How 
Can I Afford, Business-wise, NOT to Attend.” 


1959 IASIS Used as Example 


Let’s use the forthcoming IASI Show at 
Chicago’s Navy Pier next month (February 
18-21) as an example. As you know, the at- 
tendance on the first day is limited to whole- 
saler members of the national trade associa- 
tions sponsoring the International Show, 
MEWA and NSPA, and to overseas guests. 
Participation on the second day is extended 
to non-member guests of the sponsoring trade 
groups. A record number of dealer guests are 
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It’s a panoramic view of the gigantic growth of the 


industry ... it’s a preview of the industry's products 


By B. W. Ruark, General Manager, Motor and Equipment Wholesalers Association 


expected to be in attendance during the final 
two days of the extensive exhibit. 

The large throng of automobile men fore- 
cast for the IASI Show is not surprising. 
Especially in view of the comprehensive mar- 
keting story that is to be presented. On hand 
will be the 1959 product introductions. Also 
the accompanying service programs of more 
than 450 of the nation’s key suppliers of au- 
tomotive parts, equipment, accessories and 
supplies. On hand, too, will be the “‘top-brass” 
factory executives. Not only to introduce their 
respective ’59 product and merchandising 
programs, but also to meet in personal inter- 
views. With automotive wholesalers and re- 
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tailers, they will talk over matters and prob- 
lems of mutual interest. 

The foregoing advantage needs no explana- 
tion to the wholesaler or to guest dealer par- 
ticipants. Each knows that he learns first- 
hand of the top-management thinking and 
planning that went into the product innova- 
tions. He knows he can air his particular 
problems with factory officials. Ones with the 
authority possibly to do something in solving 
them. 


Special Factory Sales Managers 
Moreover, there is the advantage of acquir- 
(Continued on page 120) 
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Cadillac gas filler located center rear grille. 


Gas filler located behind letters AC in Pontiac. 








F 


FILLER FOR 
GAS TANK 








Locating ca; 


IME: Now. Place: Your service sta- 

’ tion. On duty: You. Lined up at your 

station is a dazzling array of brand 
new ’59 cars. All hungry for gas and servic- 
ing. You must fill the tanks and check the 
crankcase oil and automatic transmission oil 
and send them cheerily on their way. You 
hope that they will be back for additional 
fill-ups and service work. But, they won’t if 
you give them a bad first impression. 

You can’t afford to fumble the ball when a 
brand-new prospective customer rolls in and 
says, “Fill’er up and check the oil please.” 
You are expected to know, first of all where 
the gas filler is located on every new model. 
Also the customer assumes that you are an 
expert and know the exact location of the 
hood release on every model and certainly on 
HIS new car. Also he expects you to imme- 
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0 Al 


DASH AUTOMATIC 
HOOD RELEASE TRANSMISSION 
DIPSTICK 

















C} G 


GRILLE 
HOOD RELEASE 











CRANKCASE 
DIPSTICK 


fillers and dipsticks on °59 cars 


diately locate the crankcase dipstick and the 
dipstick for the automatic transmission. If 
you can’t find these things immediately, then 
you’ve fumbled the ball and probably lost a 
potential customer in the bargain. 

Servicemen and garagemen should know 
the locations of the new car’s gas fillers, hood 
releases, and dipsticks. This information has 
been compiled so that they will know where 
to find these locations without delays. 

In the new ’59 cars it is fairly obvious 
where the gas fillers are located. They are 
either located at the left rear fender or the 
lower rear deck above the bumper. There are, 
however, some hidden gas filler locations 
which may cause the service station attend- 
ant some embarrassing moments. 

(Continued on page 140) 
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By William M. Montgomery, 
Associate Editor 


Lincoln's dipstick located right side of engine. 





MOTOR AGE 


AS Management Story of the Month 
% - 


THE OUTLOOK 


for ‘59 Automobile Sales 


Growing confidence in the future along with the 
sweeping new model changes and the consumer’s desire and 
ability to buy should provide strong sales stimulus 


QUOTABLE QUOTES FROM MR. 
JACOBSON’S SALES OUTLOOK 


"The automobile industry thrives on 
confidence. And the surge of confidence 
throughout the country is one of our best 
reasons for expecting good business in 
1959." 


“There are some striking similarities 
between the situation now and the situa- 
tion in the fall of 1954, when the '55 models 
were introduced.” 


[From the dealer] ... "We need... 
continued emphasis on service. Over and 
beyond the ‘profit opportunities it offers, 
a top-flight service department is the most 
effective way | know for the dealer to 
maintain a close and satisfactory relation- 
ship with his customers.” 


firmly believe that 1959 is going to shape 
| up as an excellent year for selling auto- 

mobiles. As I write this, reports from all 
over the country indicate that the 1959 models 
are getting a very enthusiastic reception from 
the public. The American motorist appar- 
ently likes what he sees in his dealer’s show- 
room. 

Along with this excitement over the new 
cars, general confidence in the future appears 
to be growing. The economy is moving up 
and forward on a broad front. Helping to 
push it ahead is a mood of optimism among 
consumers as well as businessmen. As you 
know, the automobile industry thrives on 
confidence. And the surge of confidence 
throughout the country is one of our best 
reasons for expecting good business in 1959. 

There are other good reasons. But to put 
them in the right perspective, we first have 
to consider what happened to our sales dur- 
ing 1958. Throughout the year we heard a 
lot of people say the automobile business was 
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By Charles L. Jacobson, Vice President— 
Dealer Relations—Chrysler Corporation 


not what it ought to be because not enough 
dealer salesmen were out selling the way 
they should. This, of course, is so much 
balderdash. Everyone who can read a news- 
paper or watch a television set knows that 
dealers in almost every part of the country 
worked together to stimulate sales in their 
communities. Hundreds of automobile sales- 
men put in extra hours tracking down new 
prospects. And every factory in Detroit 
launched numerous sales promotion cam- 
paigns to help bring prospective buyers into 
the dealer’s showroom. The fact is that 
almost every reliable dealer in the country 
has been selling—and selling hard. 

If selling wasn’t to blame for the decline 
in automobile business, what was? We are 
still too close to the situation to be sure, but 
it seems clear that during most of 1958 a 
remarkable combination of unfavorable eco- 
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nomic factors was operating against our 
industry. 

At the beginning of the year, the recession 
was in full swing and it dampened consumer 
confidence far out of proportion to the de- 
clines in general business activity. This loss 
of confidence came right at the end of a three- 
year period in which the American public had 
bought a grand total of about 19,000,000 
passenger cars. In other words, the motoring 
public was better supplied with automobiles 
than it had ever been before. And this meant 
that people could put off buying cars if they 
were at all worried about the future. 

There were other unfavorable factors. For 
one thing, the 1958 models apparently pro- 
vided a somewhat-less-than-normal lift to 
automobile buying. This, of course, was a 
historical coincidence, because the automobile 

(Continued on page 144) 





Overheard at the IASI Show: 


ASI 


PRODUCT 


"Man, what a line!" 


310. Mobile Brake 


Ammco Tools, Inc.: Company 
offers heavy duty mobile brake 
shop. Included in the shop is the 
model 3000 “safe-turn” brake 
drum lathe, model 2000 “safe- 
are” brake shoe grinder, and 


AMMCO 


WORLD RENOWNED 


SAFETY 


‘BRAKE SERVICE METHOD 


other accessories to handle pas- 
senger cars, light trucks, and 
most medium truck work. The 
heavy gauge steel mobile bench 
‘an be moved to allow work any- 
where inside or outside the shop. 
The bench has shelf space below 
and work space above and top is 
covered with masonite. 


311. Valve Tool 


Hall-Toledo, Inc.: A combina- 
tion valve seat inserter and valve 
guide reamer is being introduced. 
By means of a ball-and-socket 
adjustment, the tool works at all 
required angles and uses a single 
setting for reaming and counter- 
boring. The unit is powered by a 
\ HP motor. The new tool will 
be a companion to the Model EJ 
eccentric valve seat grinder. 


312. Brake Drum Lathe 


Van Norman Automotive Equip- 
ment Company: A heavy-duty, 
brake drum lathe has been intro- 
duced. Model No. 304 fits into the 
operational bracket for recondi- 
tioning brake drums on passen- 
ger cars and trucks up to 10 tons. 
Brake drum lathe has design fea- 
tures including a revolving and 
sliding 3 inch diameter solid 
spindle that reduces set-up time 
and the 12” spindle travel per- 
mits easier access to the drum 
interior. Other features are an 
automatic feed stop, large hand 
wheel for quick spindle position- 
ing, lever control for multiple 
speeds, and 1 HP motor. A Vapo- 
Jet Wet Grinder attachment 
for simultaneous turning and 
cleaner, dust-free wet grinding is 
offered additionally to 
drums a mirror-like finish. 


give 
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PREVIEW 


BE. ““Zerex” Rust 
Inhibitor 

E. I. Du Pont De Nemours & 
Co.: MR-8, a special all-chemica! 
rust inhibitor for “Zerex”’ anti- 
freeze has been developed. MR-8 
keeps cooling system chemically 
safe. Molecules of MR-8 react 
chemically with molecules of the 
surface metals of the cooling 
system to form a “chemical 
armor” that protects all winter 
against rust and corrosion and 
will not rot rubber radiator 
hoses. It works in all types of 
water, according to the company 


31. Gas Caps 


Stant Manufacturing Company: 
A new style of push-on type 
locking gasoline caps is being 
offered. With die cast construc- 
tion, the new caps replace the 
stainless steel line and feature 
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Overheard at the IASI Show: 


"This has terrific profit potential!” 


a heavy electroplated finish of 
copper, nickel and chromium. A 
full range of models fits all pop- 
ular passenger cars and light 
trucks, including °59 models of 
Buick, Edsel, Mercury and Olds- 
mobile which require a non-leak- 
ing cap. 


315. Battery Charger 

Fox Products Co.: A new battery 
charger Model 588 which not only 
handles standard 6 and 12 volt 
batteries can be used for 8, 16 
and 24 volt batteries. The super- 
charger’s output is 100 amps into 
6V batteries. Push button and 
lever switch permit 12 different 
charging rates. Control is by a 
6-hour electric timer, coded for 
proper charging time. Automatic 


circuit breakers assure full pro- 
tection. Charger is cooled by 
downdraft, sealed-lubricant life- 
time fan motor. 


(Continued on page 70) 





Overheard at the IASI Show: 


ASI 


PRODUCT 


"How will | get this on my expense account?" 


316. Brake Shoe Sets 


World Bestos Corp.: “BPFT” 
bonded brake shoe sets are of- 
fered in either rigid, dry-mix lin- 
ing or flexible molded lining for 
light and medium trucks and 
buses. They are bonded with pre- 
scribed friction dry-mix lining 
or “Gridlock” flexible lining. 
Both prescribed friction and 
“Gridlock” are made up from 
friction formulas engineered for 
truck and bus fleets in hard driv- 
ing, stop and go service. 


317. Clutch Plate 


Tramco Industries: Designed as 
a heavy-duty replacement for 
cork or paper-faced clutch fric- 
tion plates in ’56-’59 Chevrolet 
Powerglide transmissions, an all- 
metal clutch plate has just been 
announced. The new plate, fea- 
turing a grooved mating face, is 
reported to provide faster dissi- 
pation of high heats developed in 
automatic transmissions. This 
development, plus heavier depth 
of friction facing, is designed to 
increase both performance and 
parts life. 


BIS. Cireuit Tester 


Electro Products Co.: New auto- 
motive charging circuit tester, 
model DLV Deluxe Acroset, is 
designed to handle the late type 
double contact voltage regulators 


as well as all 6, 12 and 24 volt 
regulators. The Deluxe Acroset 
features both a carbon pile and 
linear field potentiometer as well 
as a '4 ohm fixed resistance. 


319. Battery Tester 

Burton-Rogers Company: New 
Hoyt Model #700 “Piggy-Back”’ 
battery tester is introduced. 
Tester features an adjustable 
pointer that remains at the first 
call reading as a “built-in mem- 
ory” for comparison with other 
cell readings. Company says the 
tester indicates a questionable 
battery if more than a 5 division 
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PREVIEW 


variation is apparent. The meter, 
with its 4 color expanded scale, 
is stated to have a shatterproof, 
water-repellent face and read to 
4 ooth of a volt during load and 
open circuit tests on all 12 and 6 
volt batteries. Pointed prods ad- 
just fully to fit all cell straps. 


320. Overhaul Kits 

Raybestos Division of Raybestos- 
Manhattan, Inc.: A complete line 
of automatic transmission over- 
haul kits for passenger cars 
equipped with Dyna-Flow, Ford- 
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Overheard at the IASI Show: 


"| don't like your discount structure” 


O-Matic, Hydra-Matic, Jetaway, 
Merc-O-Matic, Powerflite, Power- 
glide, Strat-O-Flight, and Turbo- 
Drive, is being offered. Each kit 
contains the necessary friction 
discs, spacer plates, gaskets, 
front and rear clutch piston seals 
and expanders, reverse clutch 
piston seals, front oil pump seals, 
and rear bearing oil seals. 


321. ignition Scope 

Allen Electric & Equipment Co.: 
New ignition scope, features a 
pattern interpretation guide. Re- 
quires four controls for the com- 
plete range of tests. The scope 


will test any 4, 6, or 8 cylinder 


engine with two test connections. 
The scope enables the operator 
to examine a single cylinder fir- 


ing pattern or make a side-by- 
side comparison of all cylinders 
at engine speeds from 600 r.p.m. 
to 8,000 r.p.m. It is claimed that 
faulty ignition condensers, coils, 
reversed coil polarity, per cent of 
point dwell, defective points, 
shorted or fouled plugs and series 
resistance in plugs or cables are 
quickly detected with the Allen 
Scope. 

(Continued on page 72) 








Overheard at the IASI Show: 


“That was a great presentation.” 


322. Myvdraulic Trans- 
mission Jack 

Weaver Manufacturing Com- 
pany: Introduced is the Model 
WA-87 hydraulic transmission 
jack. It is designed for removing 
and replacing truck transmis- 
sions, torque converters, differ- 
entials and passenger car trans- 
mission. The jack features a hy- 
draulic power unit, built-in posi- 
tion adjustments, high lift and 
4 caster wheels for complete 
maneuverability. Each WA-87 is 
regularly furnished with a stand- 
ard adapter for truck transmis- 
sions and torque converters. 
Adapters to handle truck differ- 
entials and passenger car auto- 
matic transmission are available, 
according to the company. 


PRODUCT PREVIEW .... 


323. Visubalancer 

John Bean Div. Food Machinery 
& Chemical Corp.: The John 
Bean Model 300 Visubalancer 
uses beam-of-light balancing to 
uncover out-of-balance wheels 
and show how and where to cor- 
rect. Operator can read _ the 
amount of dynamic unbalance 


directly projected and enlarged 
on a viewing screen when the 
wheel is rotating at top speed. 
An indicator pointer shows 
where to place the weight on the 
wheel. The all steel cabinet con- 
tains a wheel weight tray and 
space for storage of tools neces- 
sary for attaching and removing 
weights. Included with the 
Model 300 Visubalancer is a run- 
out gauge and a weight remover 
tool. 


Continued from page 71 





3241. Tool Board 


Monroe Auto Equipment Com- 
pany: To enable dealers to pro- 
vide better and faster shock ab- 
sorber service, company  pro- 
vides a free tool board and four 
tools. The board, which accom- 
panies an assortment of six 
pairs of Monroe-Matic Shock 
Absorbers, features a Monroe 
“Nut Master,” a tool that will 
cut every size nut used on shock 
absorbers. A new stem end 
shock absorber extension for in- 
stallation inside coil springs and 
two chrome plated combination 
box end and open end wrenches 
are also part of the kit. 
(Continued on page 75) 


Chilton's MOTOR AGE @ January 1959 





You Are Qualified to be a Member 
Of The Automotive Service League 


This is a new and unusual organization 


open to all automotive service shops which NY Thee Caries That 


have been qualified by Motor Age. 


haven’t done so before, detach and return a 


the postage free postcard below. 


[The second and lower postcard is for 


more new product information. | 


FOR 
LEAGUE 
MEMBER- 


SHIP 


Please Note! 


When filling out cards— 


be sure fo sign your 
Name and Address! 


FOR 
NEW 
PRODUCTS 





OTIVE SERVICE 
som LEAGyp 
ine Shus Establistenent 
MOTOR AGE 


ag a ee te alt ee en en ee 
ee ee et ee 
ete ae ee 

Pt A OM me ee ee 
ete er ee meted rea eet 
eee eee Re ee ee et eee 














To MOTOR AGE 


Please send me our membership plaque in the AUTOMOTIVE 
SERVICE LEAGUE. 


We operate a O Car Dealership O) Service Station 
(check one) ©) Repair Shop | Specialty Shop 


There are fuil time mechanics at our location. 
FOE GIS occ ansedewccues 
Your Name 


Address 
(street & no.) (state) 


Frank P. Tighe, EDITOR MOTOR AGE 1/59 
P.O. Box 102, Village Station, N. Y. 14, N. Y. 


Please send me further information on the New Products, the code numbers of 
which | have circled below. (Be sure to circle the code number) 


LTl LT2 LT3 LT4 LT5 LT6 LT7 LT8 LT9 
310 311 312 313 314 315 316 317 318 319 
320 321 327 323 324 325 326 327 328 329 
330 331 332 333 334 335 336 337 338 339 
340 341 342 343 344 345 346 347 348 349 
350 351 352 353 354 355 356 357 358 359 
360 361 362 363 364 365 366 367 368 369 
370 371 372 373 374 375 376 377 378 379 
380 381 382 383 384 385 386 387 388 389 
390 39] 392 393 394 395 396 397 398 399 

(Postcard valid for 90 days only) 
Your Name ; Your Title 


Your Company.. 
Your Business: Wholesaler..........Repair Shop. Car Dealer 


Address........ , ‘ ; iad ; , . ; 
(street & no.) (city) (zone) (state) 





New Literature: 


Circle postcard number on preceding page ) 


LT 1 Special Folder 

Leece-Neville Company: A 
new four page _ illustrated 
folder detailing the firm’s new 
line of alternators has been 
made available. Folder also 
points out how the new sili- 
con rectifier because of its 
smaller size has been com- 
bined with the basic alterna- 
tor. This provides an alterna- 
tor system with only two com- 
ponents instead of the pre- 
vious three (the alternator, 
the rectifier, and the regula- 
tor). 


LT 2 Filter Chart 


Purolator Products Inc.: A 
new 1959 automotive filter 
wall chart, is now being dis- 
tributed. In addition to the 
oil, air and fuel replacement 
filters for cars and light 
trucks, this new chart also 
lists the refills and installa- 
tion kits for foreign make 
cars. All 1959 automotive fil- 
ter specifications are included. 
The chart is also designed as 
a display piece. It can be hung 
in a convenient place for me- 
chanics and act as a point-of- 
sale stimulant to motorists. 
The reverse side of the chart 
provides cross references for 
different filter makes. 
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LT 3 Two-Part Bulletin 


Heli Coil Corp.: A new two- 
part bulletin with a_ special 
metric conversion chart for 
converting worn, stripped, or 
damaged metric threads to 
conventional American sizes is 
available. New bulletin 
gives conversion sizes in both 
National Fine and National 
Coarse Series. Bulletin con- 
tains detailed information on 
how to use firm’s inserts for 
thread repairs. 


also 


LT 4 New Catalog 


Felt Products Manufactur- 
ing Company: Firm has re- 
cently published a new catalog 
designed for quick reference. 
The publication covers the 
firm’s full line of supplies. 
Among items covered, for ex- 
ample, are water outlet gas- 
kets and exhaust pipe flange 
supplies. 


LTS Wall Chart 


Wells Manufacturing Corp.: 
Chart showing original and 
Capac fuel pump application 
numbers for quick reference 
has been issued. Colorful chart 
measures 17 x 22 inches; has 
open-face numerals for easy 
reading. A helpful feature in 
one of the chart’s columns 
shows minimum and maxi- 
mum pressure in pounds for 
reference when testing fuel 
pumps on engines. 


LT6 Power Tool 
Manual 

Ingersoll-Rand: A new 24- 
page manual for shop owners 
and mechanics has been re- 
leased. Manual shows how an- 
nual flat rate billing can be 
increased by proper use of 
power tools. Called the “Bonus 
Dollars Manual,” the booklet 
covers the use of I-R air and 
Impactools. A chart 
comparing flat rate time with 
Impactool time for nine com- 
mon operations on 16 makes of 
cars is presented also, 


electric 





PRODUCT PREVIEW .... 
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325. Body Repair Set , , 
H. K. Porter, Inc.: The P-F 11 
Speed-Midget Set for body and 
fender repairing has been intro- 
duced. P-F EZ-E-ON Tubing 
eliminates time previously 
wasted in screwing and unscrew- 
ing threaded tubing. Just a push 
and a twist and it’s on until time 
to release it. The four-ton power 
of the P-F Super Speed Jack is 
said to give a full inch of ram 
travel for only 6'4 strokes. Other 
tools include the P-F Adjustable 
Spoon and the P-F Spreader. For 
pulling operations: Pull Adapter, 
Pull Chains and 3ite-Tite 
Clamps. The P-F 11 Speed-Mid- 
get Set contains thirty-six pieces 
in a metal carrying case. 
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326. Electric Switch 

Mallory Electric Corporation: 
A new design electric dual-point 
ignition conversion with electric 
vacuum switch has been intro- 
duced. This new electric switch 
is designed to replace the vac- 
uum diaphragm type assembly 
with the advantage of “speed of 


Mallory 


DUAL-POINT 





Le, 


light” advance of timing when 
needed. A stationary mounting 
plate is used which eliminates 
erratic point opening and clos- 
ing and provides a_ positive 
ground connection between cir- 
cuit breaker plate and engine. 
Point life is doubled by the dual- 
point principal. At present this 
new Mallory development is 
available for ’56, 57, 58 Chrys- 
ler, DeSoto, Dodge V8 and Ply- 
mouth V8 cars. 


Overheard at the IASI Show: 


“Jeepers, my feet hurt!" 


$27. Valve Guide Reaming 


K. O. Lee Company: Valve guide 
reaming sets have been designed 
to service late model engines 
which have valve guides cast as 
part of the cylinder head. These 
tools can be used to install over- 
size stem valves or replaceable 
valve guides. This is accom- 
plished by reaming out the valve 
guide for oversize stem valves. 
Roughing and finishing reamers 
used with reamer guide accu- 
rately cut the recess for a replac- 
able guide. The reamer guide 
provides an alignment with orig- 
inal guide bore using self-ex- 
panding pilots. The reamer is 
held rigid at top end with guide 
bushing during reaming opera- 
tion. (Continued on page 131) 
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Clockwise around interview table: George H. Baker, Neil Regeimball (M.A. Wash. News Editors) Motor 


Age Editor Frank P. Tighe (glasses), Ray M. Stroupe (M.A. Wash. News Editor), & Mr. Barnes. 


HOW TO GET 


A GOVERNMENT LOAN 


An exclusive interview with Small Business 
Administrator Wendell B. Barnes by Motor Age 


kditors. 


Editor’s Note: 
this Motor Age exclusive interview may help 
you. Every day, the Small Business Admin- 
istration (the government’s multi-million 
dollar lending agency serving small firms) 


Do you need a loan? If so, 


approves applications from small concerns 
for loans that banks can’t or won’t make. 


requirements, the SBA will see that you 
get your loan. You may use the money to 
expand, to modernize, to build up your work- 
ing capital, or to rebuild after a flood or other 


T you need credit and can meet certain 


Basic information written to aid you 


natural disaster. But first talk with your 
bank. Chances are your bank will meet SBA 
terms and financing. SBA can’t make a loan 
that a bank is willing to make. 

We got curious as to what the SBA could 
and could not do, so we called on Wendell B. 
Barnes, the head man at the SBA (in Wash- 
ington), to ask about financing for the money 
problems faced by independent repair shops 
and car dealers. Here’s what we asked Mr. 
Barnes, and what he told us: 

Q—Where can a car dealer or auto repair 
shop owner apply for a loan? Should he go 
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"Where are the Regional Offices 
of the SBA located?" 


first to his bank, or to the local offices of the 
Small Business Administration? 

A—An applicant for a loan must first go to 
his bank of account for a loan. Should it de- 
cline to grant a loan, he should then apply to 
the Small Business Administration. The SBA 
will NOT approve a loan unless the applicant 
has been refused by his bank. 

Q—Where are the Regional Offices of the 
SBA located? 

A—Regional Offices are located as follows: 
Boston, 131 State Street; New York, 42 

sroadway; Philadelphia, 1015 Chestnut 
Street; Richmond, 900 North Lombardy 
Street; Atlanta, 90 Fairlie Street, N. W.; 
Cleveland, 1370 Ontario Street ; Chicago, 226 
West Jackson Boulevard; Minneapolis, 2nd 
Avenue and 3rd Street; Kansas City, 1006 
Grand Avenue; Dallas, 1000 Main Street; 
Denver, 909 17th Street; San Francisco, 40 
Davis Street; Seattle, 506 Second Avenue; 
Los Angeles, 312 West 5th Street; and De- 
troit, 211 West Congress Street. The Agency 
also has 39 Branch Offices located in major 
industrial centers in the United States and 
its possessions. 

Q—What does the SBA mean by a “bank 
participation” loan? 

A—The SBA makes direct and participa- 
tion loans. These latter are made in participa- 


"Just what does SBA define as a 
‘small business'?” 
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tion with a bank which, by itself, finds it im- 
possible to make a loan to an applicant. The 
Small Business Administration is not com- 
peting with banks and would prefer that the 
bank make the loan. When this is found im- 
possible, the SBA seeks to have the bank 
participate by taking a share of the loan. 
Only when bank participation is not possible 
will SBA consider making a direct loan. 

Q—What is meant by a “small business in- 
vestment company loan”? Is this different 
from a “bank participation loan?” If so, 
which kind of loan is a better deal for the 
average car dealer or body shop? 

A—A small business investment company 
loan is one granted to an applicant by a small 
business investment company. These com- 
panies must await publication of the regula- 
tions and eventual licensing by the SBA be- 
fore they can begin operations under the 
Small Business Investment Act passed this 
year by Congress. A “bank participation 
loan” is a loan made by the SBA in coopera- 
tion with a bank and is purely an SBA func- 
tion as separated from a loan which might be 
made by an SBA-licensed-small business in- 
vestment company. 


"What rate of interest will a busi- 
nessman have to pay on a loan?" 


As to any difference: The SBA is author- 
ized to make loans up to 10 years maturity 
only. The small business investment com- 
pany, when licensed, will be able to make 
loans up to 20 years maturity. This is the 
basic difference and only the dealer or body 
shop, together with the agency granting the 

(Continued on page 129) 





MOTOR AGE CONTINUES 


MOTOR AGE 


L SHOP-OF-THE MONTH 


In MIAMI, Goff's Automotive Center fea- 
tured in the September issue. Motor Age 
editor visited brothers Lew and Jeff Goff. 


In EAST DETROIT Bank's Auto 
Clinic got recognition in the May 
issue. Left to right, Luke Banks, 
Editor Frank Tighe. 


in WARRINGTON, PA., Joe Kosak's Ga- 

rage had completed a $25,000 moderniza- . ' 

tion project to expand his business volume. In DENVER it was Campbell's Garage. 
Ray Campbell (left) is current president 
of IGO of America. Brother Jack at right. 


In INDIANAPOLIS, race car mechanic 
Bill Spangler Jr., is also proprietor of 
Spangler's Garage. Here he is with Bill Sr. 
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MOTOR ace 


AWARDS in 1959 


South, East, West, and North. . .From all 
points of the compass came last year’s 


monthly award winners. 


And this special 


feature and plaque will continue in ’°59 


In EL PASO Anderson Automotive Service 
was named Shop-of-the-Month for Decem- 
ber. Andy's believes in shop equipment. 
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| aga year, Motor Age made a series of 

awards to shops doing volume repair 
work. The Automotive Service League awards 
will be continued in 1959 to encourage busi- 
ness growth among our readers. 

We realize that among the thousands and 
thousands of Motor Age readers there are 
multitudes of outstanding shops. We want to 
give recognition to as many of that as pos- 
sible. 

In a good many instances, the editor was on 
hand to present the award, which is a wooden 
plaque finished in three colors with the indi- 
vidual’s name lettered on it. It is suitable for 
hanging in your place of business to point up 
your standing in your community. 

Do you feel that your shop is a candidate 
for the ASL Shop of the Month feature? If so, 
write the editors and let’s see. 


In MOUNT VERNON, N. Y. Paul ‘Mr. Outside” 
and Pete "Mr. Inside” Hill of Hill's 


Auto Service receive award from Mr Tighe. 





MOTOR AGE 


ve see 


Taking a cell reading while 
interested customer watches. 


AS). Merchandising Story of the Month 
: o 


300 BATTERIES a Year 


Buffalo service center has 
found that emphasis on slow 
charges gets an old battery 


oul of car and a new one in 


tery charge. They feel that most profits 

are in the fast charges. Not Bob Coch- 
rane, though, owner of a service center in 
Buffalo, N. Y. Cochrane sells over 300 bat- 
teries annually. How? By emphasizing slow 
charges. 

Let him tell you in his own words: “We 
have a program centered about getting a 
customer’s battery out of the car. We feel 
that once a battery is out of the car, it will 
be much easier to sell the owner on a new 
one.” 

Cochrane singles out four steps or parts to 


‘ y ter station operators shun the slow bat- 
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Cochrane checking over batteries on slow charge. 


Owner Bob Cochrane checks over battery. Rental 
batteries that he uses are painted gray color. 


his volume battery selling program. 

“First, we have worked out a method of 
acquiring rentals cheaply. Second, we empha- 
size slow charges. Third, we merchandise ac- 
cessory battery items aggressively. And 
fourth, we carry on a continuous customer- 
education program.” 

Cochrane points out that adherence to his 
program produces profit three ways. There 
is the profit from sales of new batteries and 
accessory items. Then profit from rentals and 
slow charges. And there is a greater net profit 
because money saved on rental acquisitions 
and in reduced service calls lowers operating 
expense. Here are the details of Cochrane’s 
program. 


Rental Acquisition Plan 
Since Cochrane’s battery merchandising 
program revolves around rentals and slew 
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charges, he has worked out an acquisition 
method which is unique in the area. Initially, 
with the help of his distributor, Niagara 
Auto, and the manufacturer’s field man, Sam 
Jassin, he acquired a list of code dates for 
each battery brand. This enables him to 
single out certain customers’ cars as having 
batteries that would make ideal rentals. He 
is able to choose fairly new ones in good con- 
dition. He is assured that there is no discrep- 
ancy between what the customer says the 

age of the battery is, and its actual age. 
Cochrane offers to replace certain customer 
batteries with new batteries on a one year 
adjustment. His objective is to have many of 
his regular customers trade-in batteries in 
this manner. He suggests that the new bat- 
tery will carry the car to its replacement date. 
Not every customer is willing to do so, but 
(Continued on page 122) 





you have 


these BIG* 





advantages 


@ You make sales more easily because AC 
Oil Filters are original equipment on more new 
cars than any other brand. 


@ You simplify ordering and selling because AC 
prints the Oil Filter type number and market 
application plainly on each carton — provides space 
to write in your own installed price. 


@ You have complete market coverage because 
the AC line includes types for practically every 
vehicle — cars, trucks, tractors, stationary engines 
and off-the-road machinery. 


@ You please more customers because AC Oil 
Filters have filtering material specially fabricated 
for the job and utilize the folding or packing method 
most suitable for the application. 


@ You get more cooperation in sales and service 


82 


— 


— 
“eee oe oe 


from AC because AC has the largest specialized 
field force in the industry. 


@ You get the maximum selling help from AC 
Oil Filter advertising and point-of-sale merchan- 
dising support —the industry’s most comprehen- 
sive programs. 


Watch Walt Disney 
Studios’ ZORRO every 
week on ABC-TV 


OIL FILTERS 


AC SPARK PLUG = THE ELECTRONICS DIVISION OF GENERAL MOTORS 
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AC is the brand factory-installed on all V-8 Chevrolet 
Cars and Trucks, Oldsmobile, Pontiac, Buick and Cadillac 
Cars, G.M.C. Trucks, and specially engineered types 
for all other makes of cars, trucks and tractors. 
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SEVERE recession in car buying to- 

gether with other factors changed the 

engine picture for the 1959 model year. 
Most noticeable is the fact that although 
many engines were increased in displacement, 
no one attempted to reach for still higher 
horsepower. In fact, the Chrysler 300E en- 
gine is the only one at the very top rating. 
It is held to 380-bhp. 

Bowing to an unquestioned demand for 
better economy in lower priced cars, the in- 
dustry has revived the six-cylinder engine. 
Only a few lush years ago the Six appeared 
to be out of the picture in passenger cars. It 
was assumed that production would be main- 
tained primarily to take care of commercial 
vehicles. Also fleet operations. Look at the 
picture today. Sixes are offered by Ford, 
Chevrolet, Plymouth, AMC, Studebaker- 
Packard, and Dodge. What is more signifi- 
cant, however, is that Sixes are being made 
available on Edsel cars as well. 

Price resistance, economy, and perhaps a 
stemming of the tide of the battle of the 
horsepowers has wrought some other impor- 
tant changes. Significantly, only a few manu- 
facturers are offering the special three, two- 
barrel carburetor package. Last year many 
were in the act. Moreover, Chrysler 300E, 
DeSoto Adventurer and Dodge Super D-500 
appear to be the only ones offering the two, 
four-barrel carburetor package. 


Fewer Four-Barrel Carburetors 


Coincidentally, there are more V-8’s with 
two-barrel carburetors. And some of the 
manufacturers offer a strictly economy en- 
gine with a two-barrel carburetor, calibrated 
for economy of operation, coupled with much 
lower compression ratio. 

Buick now has two different engines. So 
has Oldsmobile. In both instances, the aim is 
to provide better fuel economy in the lower 
priced lines. Chevrolet has its Six and two 
V-8’s. However, they offer four different in- 
duction options for each of the V-8’s thus 
providing a large family to choose from. 
Pontiac has just one engine but it is offered 
with a two-barrel; a four-barrel; and two, 
three-barrel carburetor versions to provide a 
wide range of outputs. 

What has become of fuel injection? A lot 
can be said pro and con. The fact remains that 


ECONOMY 
DEMANDS 
AFFECT 
1959 
ENGINE 
TRENDS 


By Joseph Geschelin, 
Engineering Editor 


Chevrolet is the only one to stay with it this 
year. It is offered in two versions. One of 
these is in combination with a special racing 
camshaft, strictly for road racing fans. Un- 
questionably price resistance had as much to 
do with the change as any other reason. 


Optimum Engine Characteristics 


As in the past, this study is confined to V-8 
engines and only to those models that are 
available with a four-barrel carburetor. The 
chief reason for this choice is to present the 
optimum characteristics of any given engine. 
With the reduction in options for 1959 the 
current tabulation covers only 29 engines. 

There is another interesting observation 
that can be made. Despite the increase in dis- 
placement of many engines, the present dic- 
tates of economy have restricted the develop- 
ment of maximum bhp/cu in. Examination 
of the values in the tabulation will show that 
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the ratio of bhp/cu in. has declined moder- 
ately by comparison with previous years. In 
fact, the only high value is for the 283-cu in. 
Chevrolet engine, with fuel injection and rac- 
ing camshaft. Its ratio of 1.024 stands quite 
alone. The nearest high value is for the 389-cu 
in. Pontiac V-8 with two three-barrel car- 
buretors. This is 0.964. 


Top Tabulated Engines 
If we rate the top tabulated engines ac- 
cording to the ratio of bhp/cu in., they run as 
follows, in descending order: Chevrolet, 
Chrysler 300E, DeSoto Adventurer, Chevrolet 
(3 two-barrel carburetors), Dodge Super 
D-500, and Pontiac. 
(Continued on page 106) 


COMPARATIVE DATA 
1959 OHV V-8 Passenger Car Engines 


Displace- Ratio Com- 
BHP ment BHP Torque pression 


(max) (cu in.) cu in. (ib ft) Ratio 


CHEVROLET? 290 283 1.024 290 10.5 
CHRYSLER 
300E 


380 413 0.920 450 10 


DE SOTO 
Adventurer 350 383 0.914 425 10 


CHEVROLET 348 0.905 356 


DODGE: 
Super 
D-500 383 0.900 


PONTIAC 5 389 . 887 


CADILLAC 
Eldorado 390 884 


CHEVROLET 283 - 883 
CHEVROLET 348 - 862 


RAMBLER 
Rebel 250 860 


FORD 352 - 852 
PONTIAC 389 -848 


DE SOTO 
Fire Flite 383 .848 


CHRYSLER 
Saratoga 383 -848 


CHRYSLER 
Imperial 
New Yorker 413 847 470 


DODGE 361 845 400 
PLYMOUTH 361 845 395 
MERCURY 383 -840 420 
EDSEL 361 -839 390 


DODGE 
D-500 383 -835 420 


CADILLAC 390 -833 430 
AMBASSADOR 327 826 360 
PLYMOUTH 

Fury 318 -817 345 
THUNDERBIRD 430 814 490 
LINCOLN 

CONTINENTAL 430 0.814 490 
BUICK 325 401 0.810 445 
MERCURY 345 430 0.802 480 
OLDSMOBILE 315 394 0.800 435 
STUDEBAKER 195 259 0.753 265 


NOTES: ‘ Three, two-barrel (six-barrel) carburetor package. 
Fuel injection system. 
2 Fuel injection with special camshaft package. 
* Two, four-barrel carburetor package. 
'Four-barrel carburetor package. 
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AP has always given you the longest-lasting mufflers 


NOW...NIGHT AFTER NIGHT YOUR LOCAL 
TO THE BIG AP SIGN FOR MUFFLERS 
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AP gave you the hardest-selling, most copied muffler sign 


NBC RADIO STATION SENDS MOTORISTS 
AND ALL YOUR OTHER SERVICES 





PLUS 


THESE TOP-RATED MAGAZINES 


America’s biggest and most influential magazines will 
continue to tell millions of motorists to drive in where they 
see the AP Muffler sign. 








FOR THE LONGEST LASTING murr 
tee Fi 
Wee anOw YOUR CAR BEST. 100K Fon 


30,000 AP SIGNS MAKE MOTORISTS WANT AP, BUILD PROFITS 
YOU SHOULD GET ONE, TOO 


FOR ALL DEALERS. HERE’S WHY 








Read the results dealers get when 
they put up the big red AP sign 


Gallonage up 30%, other business up 35%. 
“| used to do 10 muffler and pipe jobs a 
month. After putting up the A-Board, | sold 
29 mufflers and 39 pipes the first month 
and 31 mufflers and 42 pipes the following 
month. Gallonage is up 30% —other busi- 
ness up 35%. The A-Board is the answer— 
best display | ever used.” —Elmer Rholoff, 
Phillips 66 Station, Bradenton, Fla. 


Accessory sales tripled: “My station has 
competition on the other three corners; 
business is 50% transient. A year ago | 
averaged less than $300 a month in total 
accessory sales. Now, thanks mainly to the 
A-Board and the AP Muffler Specialist pro- 
gram, accessory sales have increased to 
$900 a month.”—Charles Cooper, Cooper 
Shell Service, Reynolds Corners, Ohio. 


Builds business, attracts new customers. ‘‘What 
we like most about the big AP sign is that 
it’s built business by attracting new cus- 
tomers. We're in a neighborhood shopping 
district, and the A-Board encourages cus- 
tomers to have service work done while 
they shop. Muffler jobs have increased 
about 300%."—Jack Richford, Queen 
Anne Mobile Service, Seattle, Wash. 


THE ES PARTS CORPORATION « 3Nn AP Building, Toledo 1, Ohio © Exhaust Systems for Better Motoring 


AP MUFFLERS LAST LONGER ALL 3 WAYS: THICKER STEEL e COATED STEEL e “DRI-FLOW"” DESIGN 
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$25 $7.50 


FOR THE KINK PAID FOR 
OF THE MONTH EACH KINK 


January's Kink of the Month Is How 
To Make A Speedometer Gear Puller 


FRONT 
View 
%” 
TOOL bs 
BAR 


STEEL PLATE TOOL BAR 
mm, “s aS 

~ |L_*8 

Lay? 


. 
\ax6"S.7. BOLT 


Fa A 
SIDE VIEW 


I HAVE made a speedometer gear puller 

for late model power glide transmission. 
It is made from a 10 inch section of an early 
Chevrolet drive shaft. Make up and assemble 
pieces as shown in the above illustration. To 
use, simply place tool over output shaft. Then 
put tool bars in slots and tighten puller bolt. 
John W. Watters, C & L Auto Service, 7808 
Harford Rd., Baltimore, Md. 


y off. Send Yours In Now! 


Oil Pump Used To 
Fill Transmissions 

I have saved a lot of time in 
filling automatic transmissions 
in cars that are equipped with 
airconditioners by using an old 
Chevrolet oil pump. Take the 
pump and use a '4 inch electric 
drill to drive it, with a round 
shank screwdriver for the drive 
shaft. Then couple the necessary 
line to fill the transmission to 
the outlet side of the pump and 
insert the pump into the fluid. 
Edward Ondrias c/o John L. 
Russell, Chevrolet Co., 213 N. 
Mechanic Box 549, El Compo, 
Texas. 


Time-Saver For Handling 
V-8 Heads On Valve Work 
When doing valve work on 
V-8 heads you may find them 
difficult to hold without a special 
fixture. Here is a valve removal 
help: I use my short pry bar. 
Insert the pointed taper end in 
one of the lower bottom row bolt 
holes. This supports head for 
easy handling to remove and re- 
place valves with ‘“‘C” type valve 
spring compressor. John Hesse, 


> ¢/0 Air Service Co., 214 So. Vir- 


ginia St., Reno, Nevada. 
(Continued on page 90) 
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Remove rust, loose paint 
with fast 


METALITE® Openkote Discs 


Then speed. your metal grinding and 
cross-blending with fast-working 91- 
Coat METALITE Closekote Discs. For 
feather-edging there’s nothing faster than 
the BEHR-DISKER with ADALOX or 
DURITE Paper Discs, 


For fast color work 
stick with 
BEAR® Masking Tapes 


Speed your color masking and baking 
with BEAR Tapes . . . they go on fast, 
stick fast, and strip clean .. . giving 
perfect color separation on straight lines 
and contours. For all masking operations 
BEAR Tapes withstand baking heat, and 
strip off clean and easy. Save time and 
money — use BEAR Autobody Products 


on every job. 


Don’t bother ringing or knocking, 
just drop in at our BOOTH No. C-258-260 
at the International Automotive Service 
Industries Show in Chicago, February 20 and 21. 


BEHR-MANNING CO. 


TROY NEW YORK 


A DIVISION OF NORTON COMPANY 
ASRASIVES” 

BEHR-MANNING PRODUCTS: Coated Abrasives * Sharpening Stones ° Pressure-Sensitive Tapes 

NORTON PRODUCTS: Abrasives + Grinding Wheels + Grinding Machines + Refractories + Electrochemicals 


| ad P ® f 
AG.-|! In Canada: Behr-Manning anada) Ltd., Brantford. For Export. Nort Behr-Manning Oversea y, N.Y., U.S.A, 
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Shop Kinks © 0 6 © © © © © © © © © Continued from page 88 


Eliminating Vibration 
In °57, °58 Buicks 

A number of owners reported 
the same vibration noise on ’57 
and ’58 Buicks. It sounded 
exactly like an air cleaner buzz. 
It seemed to develop between 
20 and 40 miles an hour and 
never below or above these 
speeds. We traced the cause to 
the contact between the exhaust 
manifold shield on the left side 
and the manifold. This metal 
shield is positioned too close to 
the manifold. Bending it up a 
bit completely eliminates the an- 
noying sound. Harry J. Miller, 
991 Forty-Second, Sarasota, Fla. 


Bolt Holds Fuel Pump 
Push Rod in Place 


To keep Chevrolet fuel pump 
push rod from falling down, take 
top motor mount bolt out, then 
take a bolt about 3” long and put 
in the hole in the fuel pump 
housing. Then tighten _ bolt 
against fuel pump push rod be- 
fore taking fuel pump off, to 
keep fuel pump push rod falling 
down. Install fuel pump then 
take out the 3” long bolt and re- 
place with original *, bolt. Tom 
Heather, Burtschi Motor Com- 
pany, 122 Gallatin Street, Van- 
dalia, Ill. 


Tool To Remove Lock 
Holding Door Lock Cyl. 

I have made a tool that will 
quickly remove the lock holding 
the door lock cylinder of all ’57 


CUT NOTCH 
TO @1n.™ bin 


and ’58 Plymouth models. Use 
an old screw driver or pick and 
grind the head according to the 


90 


diagram. Use left thumb and 
slide back weather strip. Then 
with right hand insert tool into 
slot. Rotate tool until it catches 
the lock. Pull quickly and the 
cylinder will come out. Louis 
Belli, 204 Adams St., Newton, 
Mass. 


Fixture For Installing 
Gen. Brushes 


We have made a fixture for 
holding Deleo Remy commutator 
end assemblies for brush instal- 
lation out of the old cast iron 
assembly. This is done by insert- 
ing a shaft in the bushing hole 
and a pin in each bolt hole. When 


STARTER OR 
GENERATOR 
END PLATE 


REWORKED 
END PLATE 








the shaft is held in a vise and 
turned for each brush it simpli- 
fies the job. Charles Bye, Bye 
Auto Electric, 820 State St., 
Midland, Mich. 


Bolts Fitted With Spring 
Steel For Replacing Oilpans 
We cut the heads off some long 
bolts having threads that match 
crankcase bolts, then hacksaw a 
slot in non-threaded end and lay 
one end of a piece of springsteel 
wire in the slot, and weld or peen 
the slot over to hold the wire. 
Screw two studs into the engine, 
push the oil pan up over them 
and the springs will snap in place 
to hold the pan while the regular 
bolts are installed, after which 
the special studs are backed out. 
Thus the job becomes an easy 
one-man chore. Stan Clark, Box 
2162, East Bradenton, Fla. 


Handy Tool Made Out 
Of Brake Spring Pliers 


A tool made from a pair of old 
brake spring pliers removes 
broken pressure plate and steer- 
ing gear bolts on 1949 to 1951 
Ford cars. It may also be used 
for other jobs which offer a simi- 
lar problem where both ends of 
studs can be reached. Cut the 
ends off brake spring pliers leav- 
ing them as long as _ possible. 
Heat both prongs and turn in- 
ward about *, of an inch making 
the ends match. Grind face 
square and file a cross groove in 
each face, forming four sharp 
points. Now retemper pliers. 
With this easily made _ tool, 
broken studs can be gripped and 
removed without drilling. Bill 
Balentine, Hudspeth Ford Sales, 
Marshall, Ark. 





be returned. 





If you have an original idea for a special tool, a 
short cut on any job or any trick of value to others, 
write it down and if necessary make a rough sketch. 
Just make it clear. Send it to Motor Age. If your 
Kink is used it may bring you $7.50 or $25. All entries 
become the property of the Chilton Company. 
Because of the quantity of entries sent in, none can 
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TUBELESS TIRE REPAIR JOBS BETTER 
AND FASTER WITH SCHRADER 


; 


a 3 


i ss m 


We install a Genuine - 
ery new fire 
| te ad with every 


WE FIX 
Tabi We (ube 


FLATS 


Genume Schrac 
Patches & Rivets. 


os 


2) 


Bn 


FIX FLATS RIGHT WITH SCHRADER PRODUCTS 


Use new Schrader FIX FLATS Patches 
and Rivets! Tube or tubeless . . . the simple 


Cores. And it’s good practice to change the 
tubeless tire valve whenever you repair or 


one-two-three procedures are on the box. 
Anyone can do it right and fast. But that’s 
just a part of the job! Remember to seal in 
the air with genuine Schrader Caps and 


Se ir 


NEW “PULL THRU” SCHRADER COMPRES- 
SION RIVETS will repair punctures caused 
by nails and round objects. Seal perma- 
nently 3 ways. Best tubeless repair on the 


market. No heat, buffing, or special tools. for extra strength. 


NEW SELF-VULCANIZING PATCHES give a real 
cured-on repair from a cold type patch. No 
heat, smoke or vulcanizer. Tube or tubeless 
time saver. eee layers of rubber laminated 


replace a tubeless tire. 

Your supplier has quality Schrader Prod- 
ucts. Get those products you need to give 
the best flat-fixing service: 


ve 


pnb ards a SAVER VALVE eae 
ACKAGES to handle any original ipm 

tubeless valve installation. Complete va! 
lineup for oot, ~~ —. or oc 

tire now rolling. AND CORES t 

| are standard t 





‘wae over. 


A. SCHRADER’S SON * BROOKLYN 38, N. Y. 


Division of Scovill Manufacturing Company, Incorporated 


FIRST NAME IN TIRE VALVES 


FOR ORIGINAL EQUIPMENT AND REPLACEMENT 
Circle 368 on Inquiry Card, page 73 91 


eo division of SCOVILL 
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ENGINE TUNE-UP DATA FRONT END ALIGNMENT 
VALVES } IGNITION 
Operating 


Tappet 
Clearance 


| 


No. of 
Cylinders 
Bore and 

Stroke 

(in.) 


Caster Camber 
(Deg.) (Deg.) 


Steering Axis 
Inclination (Deg.) 


Maximum Brake H.P. 
Make and Size (mm) 
Breaker Point Gap (in.) 
Cam Angle (Deg.) 
Spark Plug Gap (in.) 
Spark Occurs 


Spark Plug 


AMERICAN MOTORS CORP. 


Rambler . .6-5902, 5904, 5904-1, 5906, 5906-1 f ; : : GN to '4P 
6-5910 12 / ‘ ‘ ‘ ‘ ‘ P 
8-5920 : P 
8-5980 P 


CHRYSLER CORP. 


Chrysler 8-MCI-L  8-4,',x344 
8-MC2-M —-8-4,'yx354 

-B-MC3-H 8-4), x34 

8-MC3-H (300-E) 8-4, x34 


De Sota 8-MSI-L 8-4! .x3", 
es .B-MS2-M 8-4! .x3 4, 
8-MS3-H 8-4'4x3*, 

8-MS3-H (Adventurer) 8-444 x3", 


Dodge . ‘ -6-MDI-L 6-3'4 x45, 
-B-MD2-L 8-3} } x34 

8-MD3-L, MD3-M_ 8-4! x3", 

..8-MD3-H 8-4! ,x3, 

8-D-500 8-414 x3", 

Imperial 8-MY1-L, MY1-M, MY1-H_ = 8-4, x384 
Plymouth 6-MP1-L, MP1-M_  6-3'4 x45, 
: 8-MP2-L, MP2-M, MP2-H = 8-343 x3, 


8-MP2-P 8-3/5 x3, 
8-Golden Commando 8-4! . x3", 


Sss8 S SSSSS SSES SESE 
coco Soc coeoeoe Scoeoeo coc] 


FORD MOTOR CO. 


Edsel 6-57F, 58D, 63F, 64C, 71E, 71F 
8-57F, 58D, 63F, 64C, TIE, 71F 
8-57B, 58B, 63B, 71E, 71F, 76E 

8-Power Option 


Ford 6-Custom 300, Fairlane, Fairlane 500 
8-Custom 300, Fairlane, Fairlane 500 
8-Special Option 

8-Power Option 

8-Thunderbird 2 30 J P a 6P to 1'46P 

8-Thunderbird Power Option 8-4)!$x3}} ‘ ; LoP to 11oP 


-oooo cooo 


Lincoln B-All 8-4) 3x3) d Oto 1'oN 0 to %4P 


Mercury 8-Monterey 8-34)x3, F d é 0 to 14,N 0 to 44P 
8-Montclair 8-4)"x3}! d Oto 1!,N 0 to %4P 
8-Park Lane 8-4)%x3}; d é Oto 1!,N Oto *4P 


GENERAL MOTORS CORP 


115N \6P 


Buick 8-4400 8-4! .x3}} 2 
Taye T!QN 1oP 


8-4600, 4700, 4800 8-4,\,x3%) 


“Nn 


Cadillac 8-60, 62,75 8-4x3", LON to 1!QN sN to 
0 to 1P 


Chevrolet 6-1100, 1500, 1700 + 6-3,", x3); 
; 0 to 1P 


8-1200, 1600, 1800 8-3',x3 
8-Engine Option 8-4! .x3'4 6N to be 0 to 1P 
8-867 8-37, x3 1igP to2'4P 16N to 4P 
Oto IN 1{N to 4%P 
Oto IN 14N to 4P 


INto2N | 4Nto%4P 
1N to 2N 14N to 44P 


Oldsmobile .. .B-BB 8-4x3}) 
‘ 8-S88, 98 8-4! .x3}) 


Pontiac ore 8-5921, 5924 8-4, ',x334 
.8-5927, 5928 8-4,'x344 
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STUDEBAKER-PACKARD CORP. 


Studebaker. ... 6-3x4 90 Ch-14 45 45 -018C = .020 39.031 1N to 2'4N 2 - | vs to 14 
oeeeees es to 


8-3,x3'4 | 180 Ch-14 45 45 .024H  =.016 | 31 | 036 IN to 24oN is to} >" 


ABBREVIATIONS ‘Eldorado models, 345. 8B Before top center. H Hot. 
Eldorado models, 7498. C—Cold. Hyd —Hydraulic valve lifters. 
Left only; right, '¢N to 4P. AC—A. C. Spark Plug Div. CA—Champion or Auto-Lite. N —Negative. 
When equipped with AL Electric Auto-Lite Co. Ch—Champion Spark Piug Co. P —Positive. 
mission. TC—Top center. 
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EOoR NINETEEN BON YDHNEDYD <> 


By MARCUS AINSWORTH, Statistical Editor 


HE year 1958 has been one of contrasts. 
General business activity, as measured 
by industrial production declined to its 
lowest point in the postwar era, due largely 
to decreased activity in steel and motor 
vehicles. Employment showed declines from 
1957 and 1956, and unemployment increased 
to the highest levels since just prior to 
World War II. The dollar volume of sales of 
franchised car dealers showed a drop of 
around 16 per cent. 
In contrast, wholesale prices were rela- 
tively the same as in 1957. Consumer prices 
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continued to rise for the first seven months 
of the year. Personal income climbed 
steadily to the highest point recorded. Retail 
sales of nondurable goods increased materially 
though durable goods were below 1957. Sales 
of automotive jobbers and gasoline service 
stations are up over the previous year. These 
conflicting indicators of business activity 
make it extremely difficult to forecast condi- 
tions for 1959. In order to better formulate 
opinions it seems advisable to review 1958 in 
detail. 

(Continued on next page) 
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Indicators of Business 


Business activity is best measured by Gross 
National Product, Industrial Production, Re- 
tail Sales and Employment. Gross National 
Product, the market value of all goods and 
services produced throughout the country, 
reached an all time high of $445.6 billion in 
the third quarter of 1957. By the end of the 
first quarter of 1958 it was running at an 
annual rate of $425.8 billion, a drop of ap- 
proximately 4', per cent. By the end of the 
second quarter improvement had set in bring- 
ing the G.N.P. up to $429 billion and by the 
third quarter it had increased an additional 
$10 billions, ending that period at an annual 
rate of $439 billion. It is conceivable that by 
the end of 1958 it will again have increased 
close to the previous peak of $445 billion. 

Personal income, which is the current in- 
come received from all sources, had steady 
and substantial increases from January of 
1956 through August of 1957, when it reached 
a high for that year of $352 billion. There 
was then a slight decline during the next 
seven months to $346.4 billion in February of 
1958, from which point it again started climb- 
ing to $357.8 billion in September. October 
registered a very slight decline of three tenths 
of a billion, but it is believed that this was 
only a temporary set back. 

The Index of Industrial Production, which 
is the measure of the changes in the output 
of manufacturers and minerals, has dropped 


sharply from a high of 147 in December of 
1956 to 126 in April of 1958. This sharp de- 
cline was largely due to the manufacture of 
durable goods as will be seen in the accom- 
panying chart. The upswing started in May 
and by October had climbed to 145. While In- 
dustrial Production is still far below the high 
point of 1956, it is believed that as the auto- 
mobile industry picks up, so will Industrial 
Production. 

Employment, which sank below the levels 
of 1957 and 1956, but was still above that of 
any postwar year other than these two, 
started upward about the middle of the year. 


INDEX OF INDUSTRIAL PRODUCTION 
Seasonally Adjusted: 1947-49 — 100 
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By November 1958, the Bureau of Labor Sta- 
tistics reported 64,653,000 employed, a slight 
decline from October, but far below the cus- 
tomary seasonal decline. Unemployment dur- 
ing 1958 reached a peak of 5,537,000 in June, 
but by October had been reduced to 3,805,000 
and for November was relatively the same 
instead of showing its customary sharp in- 
crease for this time of the year. 

With all the general business indicators 
now on the upgrade and showing evidence of 
continuing the upward cycle, it seems quite 
probable that practically all phases of the 
economy of the country will show slow but 
steady improvement during 1959. That im- 
provement will materially affect the automo- 
tive service industry. Just how high the up- 
ward swing will be in all the phases of the 
automotive industry is difficult to predict. 
However, we can show just what has hap- 
pened during 1958 and perhaps offer some 
forecasts which may enable you to better 
plan for 1959. 


Total Registrations 


Despite a drop of 32.6 per cent in motor 
vehicle production and 25 per cent in new 
car registrations plus a decline of about 19 
per cent in new truck registrations, total 
motor vehicle registrations increased by 1.8 
per cent or 1,200,000 units. According to the 
forecast of motor vehicle registrations based 
on the annual survey made by MOTOR AGE, 
the total motor vehicle registrations during 
1958 will number 67,841,328 as compared 
with 66,642,780 in 1957. Past experience has 
shown that this forecast will very closely 
approximate final data, when complete re- 
turns are available a few months from now. 
In additiou to these registered motor vehicles 
there will be in the neighborhood of 850,000 
publicly owned vehicles. 

Passenger car registrations will be 
56,923,698, a gain of 1.8 per cent over the 
55,887,576 registered during 1957. Trucks 
and buses will account for 10,917,630 registra- 

(Continued on neat page) 
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MILLIONS OF PASSENGER CARS 


Cars 10 or more 
years old 
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1952 1953 























1951 1954 1955 1956 1957 1958 


(Units are in Thousands) 


Under 3 Years 3 to 9 years, incl. 


Number %, of Total 


9,756 
13,985 
20,799 
26,154 
29,679 
32,202 
33,002 
35,691 


%, of Total 
36.4 
33.8 
28.7 
27.2 
30.6 
30.7 
31.6 
27.9 


Number 
15,312 
14,656 
13,274 
13,089 
15,914 
16,582 
17,666 
15,904 


tions, up 1.5 per cent from the 10,755,204 in 
1957. While motor vehicle registrations in 
1958 will show an increase of approximately 
1.8 per cent, this is the least gain of one year 
over another since 1946. All intervening years 


registered an increase, but since 1955 those 
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increases have been at a declining rate, drop- 
ping from 6.9 per cent in that year, to 4.0 
per cent in 1956, and 3.4 per cent in 1957. 
At present, four states indicate that their 
total registrations will decline from those in 
1957, but it is quite possible that when final 
returns are in these four states will approxi- 
mate the registrations of 1957. 


Geographic Divisions 


Geographically, the Mountain and Pacific 
states will record the largest increases in 
vehicle registration with gains of 3.6 and 3.5 
per cent respectively. The North Central 
states indicate the least gain with only a 0.2 
per cent increase and the other divisions 
range from 1.3 to 2.6 per cent gain. These all- 
time-high registrations indicate a tremendous 
potential market for the automotive parts, 
accessories, equipment, and supplies manu- 
facturer; the automotive jobber; the car 
dealer ; the independent repair shop; and the 
gasoline service station. All of these vehicles 
need repair work and replacement parts at 
sometime or other during their life time, in 
order to keep them in first class operating 
condition. 


Serviceable Cars 


The passenger cars which are most likely 
to need major repair service, are those from 
three to nine years of age inclusive. They are 


Motor Vehicle Registrations by Geographic Divisions 
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Per Cent 


1958 Increase 
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Foreeast of 1958 Motor Vehicle Registrations 


1s of the end of the Registration Year 


These data do not include publicly owned vehicles of which there were approximately 826,000 in 1957 
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Total. 923,698 


the cars on which it is economically sound to 
perform service. Cars under three years of 
age normally have not acquired enough mile- 
age to need other than minor tuneups, plugs, 
brake lining, and possibly some body paint, 
and fender work. For those over 9 years of 
age, while they may be in need of parts and 
service, it is not economically sound to put 
them in first class condition as the cost of 
labor and parts, in most instances, would ex- 
ceed the value of the car. 

Approximately 63 per cent of the cars 
registered in 1958 are in the major serviceable 
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age bracket of 3 to 9 years old inclusive. 
They number approximately 35,690,000 units, 
an increase of about 2,700,000 over the same 
category in 1957. It is estimated that the 
wholesale value of parts and accessories pro- 
duced during 1958 to fill the needs of this tre- 
mendous serviceable car group will be in the 
neighborhood of $2,100,000,000. The registra- 
tions of this serviceable age classification 
have had a phenomenal growth from 9,756,000 
in 1951 to the present 35,690,000. Intervening 
years are shown in table on opposite page. 
(Continued on next page) 





Monthly Sales of Automotive Equipment, 
Tire and Tube Wholesalers 
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1958 
$ 350,000,000 
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Total... $4,441,000,000° 
* Estimated total 


Automotive Wholesaling 


It is largely due to the increased number 
of-cars in the 3 to 9 years old group that 
sales volume of automotive jobbers has been 
increasing at a steady rate. Sales of parts, 
accessories, equipment, supplies, and tires 
and tubes by automotive wholesalers were 
$3.220 billion in 1954. By 1956 they had in- 
creased to $3.965 billion, up again in 1957 to 
$4.190 billion and for 1958 it is estimated 
that the sales volume of automotive whole- 
salers will amount to $4.441 billion. Compara- 
tive monthly sales for 1958 and 1957 will be 
found in the table above. 

While automotive equipment, tire and tube 
wholesalers increased their sales for the coun- 
try as a whole by about 6.0 per cent, these 
increases varied considerably for the nine 
geographical divisions of the country. During 
the first ten months of 1958 the New England 
and West South Central states showed no 


Monthly Sales of Franchised 
Car Dealers 
(Thousands of Dollars) 


1958 1957 % Change 
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gain over the same period of 1957. A loss of 
about four per cent is indicated for East 
North Central states, but all the remaining 
divisions have gains in sales volume ranging 
from two to six per cent. 


Car Dealers 


Franchised car dealers failed to equal or 
show any gains in sales volume during 1958, 
as was expected during the latter months of 
1957. In January, there was a decrease of 
about 7 per cent, but all succeeding months 
were from 14 to 23 per cent less than the 
same months of 1957. However, it is of in- 
terest to note that while new car registrations 
were down approximately twenty-five per 
cent during the first ten months of the year, 
their sales volume during that same period 
declined only sixteen per cent from 1957. 
Some of this difference in dollar volume de- 
cline is no doubt due to increased prices on 
1958 new cars, but it also indicates that the 
franchised new car dealers kept their sales 
volume up above the general trend by showing 
additional receipts from service. 


Gasoline Service Stations 


The gasoline service stations during 1958 
demonstrated their increased importance to 
the Automotive Service Industry. While 
their main function is the dispensing of gaso- 
line, oil and lubrications, they are expanding 
rapidly and becoming more and more an im- 
portant segment of the service industry. 

In the most comprehensive survey ever 
made pertaining to where repair service is 
done and of what type of service is done, 
conducted by National Analysts, Inc. for 
MOTOR AGE, it was brought out that nearly 
one third of the gasoline service stations em- 
ployed approximately 80,000 mechanics and 
that these service stations accounted for 9 
per cent of the total automotive service 
volume performed in the country. They pro- 
vide service and have the necessary equip- 
ment to do repairs on cooling systems, brakes, 
front-ends, steering gears, engine tune-ups, 
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electrical systems, transmissions, universal 
joints, differentials, and engines. 

During 1954 receipts from gasoline service 
stations amounted to $10.7 billion. They in- 
creased to $12.4 billion in 1955, up again to 
$13.7 and $15.1 billion in 1956 and 1957 re- 
spectively, and had additional gains in 1958 
to an estimated $15.6 billion. Their receipts 
from sales of gasoline, oil, lubrications, and 
service have increased 46 per cent from 1954. 
During that period vehicle registrations have 
only increased 17 per cent and highway motor 
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Monthly Receipts of 
Gasoline Service Stations 
(Thousands of Dollars) 

1957 
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fuel consumption has gained only about 20 
per cent. In the accompanying table will be 
found monthly receipts of those service sta- 
tions for 1957 and those presently available 
for 1958. 


Vehicle Production 


While it was anticipated at the end of 1957 
that motor vehicle production for 1958 would 
approximate that of 1957 or show a possible 
slight increase, actual production failed to 
reach that goal by a wide margin. By the end 
of the calendar year passenger car produc- 
tion will show a loss from 1957 of about 34 
per cent and will amount to around 4,200,000 
cars. Truck and bus production is down about 
23 per cent, producing a total for the year in 
the neighborhood of 875,000 units. Total 
motor vehicle production for 1958 amounted 
to an estimated 5,075,000, a drop of 32 per 
cent from 1957. This is the lowest production 
for any year since 1947. 

Only one manufacturer of passenger cars 
registered a gain in 1958 over 1957, and that 
was American Motors Corp. which upped its 
car production by 86 per cent. Chrysler Corp. 
declined by 52.5 percent, Ford Motor Com- 
pany by 39 per cent, General Motors Corp. by 
26 per cent and Studebaker-Packard Corp., 
by 34 per cent. The combined decline for all 
makes of passenger cars was about 33.6 per 
cent. Truck production had a slightly more 
favorable year than passenger car produc- 
tion with a loss of only 23 per cent. Complete 
details of passenger car production will be 
found in the table showing production by 

(Continued on next page) 





U.S. Production of 
Passenger Cars by Makes* 


Year to Date 


1958 1957 
Ramber 191,738 103,010 





Total American Motors Corp 191,738 103,010 
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Total General Motors Corp. 1,914,898 


Packard : ‘ 1,723 4,949 
Studebaker . aida ; 44,256 64,959 





Tota! -Studebaker-Packard Corp....... 45,979 69,908 
Checker Cab 2,907 3,805 





FOR Ab TIMNNB. os vce cscvcccccccvcs 3,798,094 5,724,704 


*—As of December 6, 1958. 


makes as of December 6, 1958, the latest 
available data. 


Foreign Cars 


A factor, which is rapidly influencing the 
production and sales of U. S. made passenger 
cars, is the influx of foreign passenger cars. 
It is estimated that as of the end of 1958 in 
the neighborhood of 380,000 imported cars 
will have been registered in this country. 
This represents approximately 9 per cent of 
the total U. S. new car registrations, whereas 
in 1950 imported cars amounted to only 0.27 
per cent of all U. S. new car registrations. 


New Registrations 
of Imported Cars 


Year Units 

1950 16,336 
1951 20,828 
1952 29,299 
1953 28,961 
1954 32,403 
1955 58,465 
1956 98,187 
1957 206 , 827 
1958 * 380, 000 

* Estimated on basis of 10 months data. 


% of U. S. Total 
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Imported trucks must also be taken into 
account. Back in 1953 there were 276 new 
imported trucks registered in the U.S. By 
1957 these imported trucks accounted for 1.78 
per cent of new truck registration numbering 
15,262. Present indications are that there will 
be at least 30,000 new foreign trucks regis- 
tered during 1958 or about 4.3 per cent of 
U.S. new truck registrations. 


Outlook for 1959 


While present indications point to an im- 
provement in general economic conditions 
during 1959, don’t look for a boom year as 
was realized in 1955. The improvement 
started in the last quarter of 1958 is expected 
to continue at a steady but slow rate. Indus- 
trial production should climb back to that 
realized in the early months of 1957. Gross 
national product could climb to $460 billion. 

All of these general economic factors will 
materially affect what may be expected from 
all segments of the automotive industry. 
While many economists are forecasting a car 
production of around 5,500,000 in 1959 and 
some even raising that figure to a six million 
car year, it is the opinion of this writer that 
a more conservative estimate would be in the 
range of about 5,200,000. At present, the in- 
dustry is being beset by a multitude of strikes 
which have slowed down the 1958 fourth 
quarter production materially. 

Dealers in many instances do not have 
adequate stocks and so far there are no defi- 
nite indications as to the attitude of the car 
buying public towards expenditures for new 
cars. If new car sales are slow the automotive 
wholesalers and the repair services will enjoy 
continued increases in volume of sales for 
goods and services during 1959. The same 
holds true for the manufacturers of replace- 
ment parts, accessories and supplies. Total 
registrations should continue the upward 
grade by around 2 per cent for the year and 
the gasoline service stations and independent 
repair shops will experience continuing good 
business. 
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NEW DELCO-REMY PARTS PACKAGES ARE EASY 
TO STACK, HANDY TO SELECT FROM STOCK—AND 
PERMIT FAST IDENTIFICATION OF CONTENTS! 


Now you can get individual Delco-Remy replacement parts in three new 
plainly marked Delco-Remy packages. They’re specially designed for easy 
stacking, quick identification of contents, and rapid cslection from stock. 
And the parts are clean and ready to install when you need them. Here’s why: 


The “window-pack” has a clear plastic panel on top so you can quickly 
see the condenser or rotor it contains. You know you're getting the 
right part plus factory-fresh quality. And the “window-pack” makes 
a handy, attractive display on your shelves! 


The brand-new “picture-pack” for contact sets, with an exact photo- 
graph of the contents on top, is foil-wrapped and heat-sealed to keep 
parts clean and dry. Package safeguards contact sets against oxidation 
and corrosion—makes identification sure. 


And— 


The new “tuck-fold-pack” permits quick and easy inspection of 
3 brushes and other small parts plus fast selection from stock. Individual 
packaging protects the contents and aids in handling. 


Delco-Remy service parts are known and wanted everywhere for quality, 
dependability, and outstanding performance. Condensers, rotors, contact sets 
and other replacement parts are now available for all popular makes of 
American cars. Order them in the new parts packages from your car or 
truck dealer or the United Motors System. 


DELCO-REMY «+ DIVISION OF GENERAL MOTORS + ANDERSON, INDIANA 


y 


GM GENERAL MOTORS LEADS /TH AY—STARTING WITH 
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(OLE ADJUSTMENT 


+ DASHPOT ADJUSTMENT CARBURETOR CONNECTING LINK PHROTTLE CONTROL ROD 


4 ew etl ix ‘ - <" ~ vo Mg 
59 Ways to Service ” 
, 2 ue r 


Presenting another 
in the continuing 


of 


lips for ‘59 cars 


series service 


ACCELERATOR CONNECTING LINK 


Close-up of throttle linkage adjustments on new Ford 8 cyl. engine. 


E continue the series of the “59 Ways 
W: Service °59 Cars” begun last 

month. Last month also, we started 
off with some service procedures on the new 
Dodge. This month, the new Ford begins our 
tips: 


Throttle Linkage Adjustment 


On Ford 8 cylinder engines, here’s how to 
make the throttle linkage adjustment: With 
the engine stopped, disconnect the throttle 
control rod from the accelerator. Now insert 
a gauge pin ('4 in. drill rod) through the 
gauging holes. 

Adjust the length of the carburetor con- 
necting link so that the carburetor lever is 
held against its hot idle stop. Now, lengthen 
the carburetor connecting link by one turn 
on the trunion. The fast idle cam must be in 
the slow position. 

Adjust the accelerator connecting link to 
obtain a pedal height of 3'4 inches. Measure 
from the top corner of pedal to floor mat. 

Remove the gauge pin and check the align- 
ment of the holes. The pin must enter freely. 


Remove the gauge pin and adjust the 
throttle control rod. Pull upward gently but 
firmly on the rod to hold the transmission 
lever against its internal stop. 

Rotate the clevis until the clevis pin freely 
fits the accelerator assembly lever. Lengthen 
the throttle control rod by rotating the clevis 
3'4 turns counterclockwise. 

Connect the throttle control 
accelerator lever. 

If shift points are too high, the throttle 
control rod may be shortened by one turn on 
the clevis. If shift points are too low, the 
throttle control rod may be lengthened by 
one turn on the clevis. 

The 1959 Fordomatic throttle linkage (both 
6 and 8-cylinder engines) does not have a slip 


rod to the 


joint or overrun. The detent in the throttle 


linkage system which the driver feels at wide- 
open throttle is inside the transmission. A 
spring-loaded plug is installed in the upper 
valve body at the front end of the throttle 
valve. In high (2nd gear), control pressure 
is directed to the front of this plug. To force 

(Continued on page 142) 
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Sioux Abrasive Discs 


@ It isn’t enough that they be tough, flexible, long-lasting, and non- 
loading. Sioux Abrasive Discs must remain “cool as a cucumber.” 
Constant research in the Albertson & Company Abrasive Division has 
been directed toward lowering the grinding temperature. And steady 
progress has been made. Today’s Sioux Abrasive Disc runs significantly 
cooler than ever before! 


@ Here’s where they “‘beat the heat.’’ It’s the modern air conditioned 
home of S1oux’s Abrasive Division. Here precise humidity and tempera- 
ture control provide ideal working conditions. This careful atmospheric 
control is important in keeping the discs flat and preventing curling during 
production and in storage. Exclusive, advanced production methods are 
employed here on equipment much of which was designed and built by 
Stoux. Here also, constant research is carried forward to insure that 
Sioux Discs continue to deliver the top value for your abrasive dollar. 


For more information write... 


ALBERTSON & CO., INC. 


SIOUX CITY, IOWA, U.S.A. 


AIR IMPACT WRENCHES @ AIR SCREWDRIVERS @ “PELICAN’ NUT ACCUMULATORS @ DRILLS 
@ ELECTRIC IMPACT WRENCHES @ GRINDERS @ SANDERS @ POLISHERS @ FLEXIBLE SHAFTS ¢ 
SCREWDRIVERS @ PORTABLESAWS 6 VALVE FACE GRINDING MACHINES @ ABRASIVE DISCS 
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Engine Trends 2 © © @e @ e Continued from page 85 


We mentioned maximum 
horsepower output earlier. In 
this category, the Chrysler 300E 
is at the top with 380 hp. The 
next range is 350-hp. In this 
category we have Chrysler Im- 
perial and New Yorker, DeSoto 
Adventurer, Lincoln and Conti- 
nental, and the optional Thunder- 
bird engine. 

Just below this is the 345-hp 


range, including—Pontiac (3 
two-barrel carburetor), Cadillac 
Eldorado, Dodge Super D-500, 
and Mercury. Stock DeSoto, 
Chrysler Saratoga, and Buick 
come next with 325-hp, while the 
stock Pontiac is rated 330-hp. 
Up to last year engine de- 
signers were pushing compres- 
sion ratio as high as possible 
consistent with commercial oc- 


STEPS AND 


CYCL-O-MATIC ® 


GOES TO WORK FOR YOU 





Cycl-o-matic is 
@ revolutionary 
Van Norman fea- 
ture, now avail- 
able as extre 
equipment on all 
Van Norman Wet 
Surface Grinders 
—38", 46", and 
60° capacities. 





SEE IT IN OPERATION AT VAN NORMAN BOOTHS C-112-118 & D-111-117 


PRECISION 


VAN NORMAW) IN MODERN, EFFICIENT SHOPS—EVERYWHERE! 


MACHINING 


_.e WAN NORMAN WET SURFACE GRINDING. 


wes AUTO, - CYel- O-MATIC 





Your VAN NORMAN equipped Jobber is in busi- 
ness to serve you with the Precision Machinin ba 
need for dependable engine repair work. 
Jobbers’ shops now feature VAN NORMAN’ 
exclusive new CYCL-O-MATIC Feed to give you 
fully automatic “‘push-button’”’ wet surface grinding. 
Every CYLINDER HEAD, BLOCK, and MANI- 
FOLD should be re-surfaced on a VAN NORMAN 
machine before re-assembly. It will help you build 
a reputation for high quality engine work. You’ll 
know that in-line and V-type heads are ground to 
factory specifications for perfect mating. 

There’s good money in engine overhauls—use your 
Jobbers’ VAN NORMAN equipment to help you 
get it! Write—find out where this great Precision 
Machining service is available near you. Van Nor- 
man Automotive Equipment Company. Division of 
Van Norman Industries, Inc., Springfield 7, Mass. 


IAS! SHOW - CHICAGO 


VAN NORMAN 
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tane ratings of premium fuels. 
Last year, according to informed 
people, maximum octane ratings 
at the pump varied so much over 
the USA that car owners of 
many makes found it difficult to 
satisfy engine requirements. As 
a result, compression ratios this 
year were marked down moder- 
ately. Not only on engines in the 
Ford family but in all Chrysler 
divisions, and by Oldsmobile. 
The tabulation shows that the 
Chrysler family, Thunderbird, 
Mercury, and Lincoln all are at 
a compression ratio of 10 to 1. 
Ford and Edsel are at 9.6 to 1. 

Nevertheless compression ra- 
tio of some makes has been 
upped. This is true of Cadillac, 
Pontiac, Buick, and Chevrolet 
with fuel injection. The Chev- 
rolet engine with the three two- 
barrel carburetor now has a 
compression ratio of 11 to 1, 
highest of any stock motor car 
engine in 1959. 

Bore/stroke ratio remains 
oversquare in keeping with the 
general philosophy of the short 
stroke principle. 


Increased Torque 


The ratio of torque/cu in. has 
increased slightly. The actual 
values of torque have gone up 
substantially in many cases but 
the ratio has not increased in the 
same proportion due to a general 
increase in displacements. 

At the present moment engine 
design remains quite conven- 
tional. The radical hemispherical 
chamber design, coupled with 
twin rocker arm shafts, has gone 
by the board in the search for 
simplicity and lower costs. All 
combustion chambers feature 
some version of a wedge-shaped 
configuration. Bores are larger 
consistent with the increase in 
displacement. They are much 
larger than that of the general 
run of truck engines in past 
years. 

There is a definite trend to 
weight reduction through im- 
proved design. Perhaps the most 

(Continued on page 134) 
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re Tg ~ 
“ Poor Gus! They’re * 
building a freeway 


You’re wrong! 
They’re building it 
to his garage. Gus 

replaces with 
Timken® bearings 


You'll line *em up, too, for bearing replacement jobs, when the word 
gets around you do quality work and use the best parts money can 
buy. Tell your customers they're getting Timken” bearings; they 
recognize and appreciate quality. Timken bearings are America’s 
best-known bearings. The Timken Roller Bearing Company, Canton 


6, Ohio. Canadian plant: St. Thomas, Ontario. Cable: “‘Timrosco”. 


® 
CUSTOMERS LOVE YOU WHEN YOU REPLACE WITH AMERICA’S BEST-KNOWN BEARING. .. JUST TELL ’EM IT’S TI M Kk N 


TAPERED ROLLER BEARINGS 
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You've seen and heard Ed Sullivan 
sell this Kodak-made Starflash 
camera on the “Ed Sullivan Show” 
on the CBS-TV Network 
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urolator 
Bonanza 
Bonus 


THIS *8.95 KODAK 
STARFLASH CAMERA 


FOR BOS ; 


Here’s the most terrific deal to ever hit the 
filter industry: 


Buy the Purolator Bonanza refill assortment of 
fast-moving filters you stock—at regular prices 
Add on the special low price for your Bonanza 
Bonus unit 

(1 PER 5 and Starflash Camera) 

Sell the FREE PER 5 for 


The famous Starflash Camera takes 


n color—and color 


© Bett beauty features 
vilt-in flash 

® Fast Gudteee” © Safety winding 

Feeeay S! 


one — Prevents 
@ Optical viewfinder * aden be 
neck strap 








Your actual cost of Camera.. . 
a ee 


—— aS 
eo 


- 


gg UTS Ge ota ee 
a ee Te eee 8 


oe 


What a team to clean up with! 


Reg. U.S. Pat. Off 


PURQOLATOR 
OIL, AIR & FUEL FILTERS 


PUROLATOR PRODUCTS INC., Rahway, N. J.; Toronto, Ontario, Canada 
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41IGHM.IGHTs 
of the new 


Second of a review series on 
the mechanical, technical & 
style highlights of Imports 


gee 


ROVER 3-LITRE 


EW Rover 3-litre is a modern styled *, 
seater car in single or duo-tone colors. 
It features wrap-around windscreen, large 
rear and side windows, and a ground clearance 
of 7'4 inches. It may make its appearance in 
this country this spring. 
High speed cruising is provided by a 3-litre 
7 bearing crankshaft engine with overhead 
inlet and side exhaust valves, roller type tap- 
pets and cross flow radiator. The engine is 
2997 ¢.c. with an 8.75-1 compression ratio 
developing 115 B.H.P. 
The engine is mounted on a front chassis 
unit carrying the laminated torsion bar front 
suspension and the recirculating ballworm 


and nut steering, all connected by pregreased 
and sealed joints and rubber bushes. The 
frame is mounted on 6 rubber bonded points 
to a steel body. This front chassis unit bolts 
on to the body unit at the bulk girder con- 
struction. By dipping and painting the unit, 
it is made safe from corrosion and rust. 

Circling vacuum servo-operated two-trail- 
ing shoe fade resistant brakes are fitted. 

At the rear, rubber mounted progressive 
rate springs together with telescopic shock 
absorbers provide an excellent ride over all 
surfaces. Sound absorbing material and 
heavy felt carpets reduce road and wind 
noise. 
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NSU PRINZ 











The NSU Prinz is a 5 passenger car. It is 
powered with an air-cooled 4-stroke engine 
in the rear. The car averages up to 55 miles 
per gallon. It has a 26 hp—600 ccm engine. 
Other features are: 4 wheel hydraulic brakes, 
28 ft turning circle, hard top or sunroof 
model, 2 side doors, ample luggage room. It 
is available in one color or two tone. It is 
manufactured by the NSU Werke in Neckar- 
sulm, Germany. 


BMW ISETTA ‘300” 


The BMW Isetta “300” is a 3 passenger 
car, with a one cylinder, 4 stroke, air-cooled 
engine in the rear. Using regular gasoline, 
it is said to average up to 60 miles per gallon. 
The door opens in front with the steering 
column moving in opening the door. There 
is room for luggage. 

The BMW Isetta “300” has four forward 
speeds and reverse gearbox attached to en- 
gine, 26 hp and a single plate dry clutch. 
The car is available in one or two tone colors. 
The BMW Isetta “300” is manufactured by 
Bavarian Motors Works in Munich, Germany. 
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MAICO 700 SPORT 


The Maico 700 Sport, a German-made 
sportscar with a top speed of 80 m.p.h. has 
been introduced. It is said to average 45 
miles per gallon. 

Designed primarily for the American 
market, the Maico 700 Sport fiberglas body 
features modern styling, abbreviated and 
refined rear fins, chromeplated front grille, 
bumpers and accessories, as well as “‘comb- 
lined” rear grill. 

30-horsepower acceleration is promised 
from the 700 cc, 3-cylinder 2-cycle engine 
which is installed in the rear of the car. 
Other mechanical features include four for- 
ward speeds, hydraulic brakes, synchromesh 
transmission and independent coil-spring 
suspension. Over-all length is 147 inches, 
while wheelbase measures 84 inches. 


SIMCA’S ARONDE ELYSEE 


This 4-door Simca family sedan, the Aronde 
Elysee is being distributed by Chrysler Cor- 
poration in this country. The sedan has a 
95.3 inch wheelbase and a four-cylinder en- 
gine. It is said to average 40 miles per gal- 
lon. Height is 59.8 inches and width is 61.3 
inches. The car has 4-wheel hydraulic brakes. 

Front suspension features independent 
modified balljoint, long-stroke telescopic 
shock absorbers, coil spring and stabilizer 
bar. Optional is a 4-speed semi-automatic 
clutch transmission. Features maximum 
horsepower of 48 at 4,800 rpm. 





Trade Associations 


minutes reading time to cite a 
few examples. These examples 
come from twenty-five years ago 

and their present-day counter- 
parts. 

A few of the subjects under 
discussion at that time by asso- 
ciation boards and committees 
were: Discriminatory tax on 
automotive service parts and 
materials; the need for periodic 


e@ @ @ @ Continued from page 59 


inspection of automobiles and the 
promotion of highway safety; 
maintaining industry-wide rec- 
ognition of granting of a 2 per 
cent cash discount for prompt 
payment of invoices ; the need of 
wholesalers for an “adequate 
gross margin of profit’; assist- 
ing maintenance customers to 
successfully merchandise auto- 
motive products; and combating 





TUNGSTEN 


Write for Catalog 


AS 


in quality... 
in profits! 


Get the Tungsten 
story in 


BOOTH D-29 














tungsten 


TUNGSTEN CONTACT MANUFACTURING CO., INC., North Bergen, N. J. 
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the use of the word “‘genuine”’ in 
advertising. 

Car factories were coveting 
the same dollar that the jobbers 
were in the replacement business. 
The competitive threat was more 
frightening than ever. Competi- 
tion was preying on the industry 
that year from within and with- 
out. It was at this time that 
NSPA’s “All honest parts are 
genuine” program was initiated. 

The 3,000 plus automotive job- 
bing outlets at this time were 
viewed with alarm. “The satura- 
tion point has been reached” was 
the general belief. The National 
Industrial Recovery Act occu- 
pied a major portion of time and 
effort. The association went to 
bat for the industry protesting 
against the discriminations and 
inequalities suffered by small 
business as Government made 
greater inroads into becoming a 
business partner to Association 
members. The various interpre- 
tations, rulings and ramifications 
of the N.I.R.A. needed explain- 
ing in simple language. It needed 
pinpointing to direct application 
to automotive service whole- 
salers and manufacturers. The 
Association devoted considerable 
time and energy towards this. It 
helped to make operable a set of 
rules and regulations designed to 
cure all the evils of the automo- 
tive service industry distribut- 
ing system. Local group meet- 
ings continued as an important 
field activity. And NSPA fought 
industry’s battle with the sup- 
port of 472 members. 

The discriminatory excise tax 
on automotive parts is still with 
us. At that time, it was prompted 
by expanded governmental ex- 
penditures while the Nation was 
fighting its slow uphill battle 
from the depths of the depres- 
sion. This continuing problem, 
through the years, has further 
emphasized the importance of 
having a strong national associa- 
tion able to make its voice heard 
in Washington. Like pulling 
weeds from a garden, a constant 

(Continued on page 116) 
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The man who sells OLDSmobility in ‘S59 
has the features with new sales appeal! 


THE BRAKE SCOOP 
OF THE YEAR ! 





NEw AIR-SCOOP BRAKES 
ON ALL FOUR WHEELS 





‘ ) GIVE OLDS DEALERS ANOTHER 
| EXCLUSIVE SALES FEATURE! 


> From Oldsmobile, quality leader of the medium price class, 
ih a comes the “brake scoop” of the year! New Air-Scoop 
Brakes (standard equipment on every °59 Olds) give safer 


A new brake-housing flange directs cool stopping, longer brake lining life, under even the most 
air across the brakes . . . also provides 


200% more metal ere for heot disipe- severe conditions! Larger wheel cylinders for °59 give 
tion! Olds owners get safer, surer stops 


, easier stopping, too. New Air-Scoop Brakes are another 
. the savings of longer brake life. 


Olds feature with new sales appeal . . . another great 


reason why it pays to be with Olds! 


OLDSMOBILE 


DIVISION OF GENERAL MOTORS CORPORATION ¢ LANSING, MICHIGAN 
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Stop customers—start sales... 
with this Bendix 
Power Brake Display Pak! 


This colorful Point-of-Purchase Merchandiser 


invites customer inquiries 


for a Power Brake Installation 


You can practically write your own ticket when you are 
franchised on the Bendix Power Brake Line. How much 
Power Brake business do you want? That’s how much you 
can do, if you take full advantage of the opportunities 
this line has to offer. 


The Power Brake Installation and Service Markets are 
big and growing. You can do both installation and 
service work quickly and easily, making it possible for 
you to handle a large volume. The profit is attractive, too. 


DOUBLE MARKET EASY TO SELL. With over 45,000,000 cars 
needing Power Brakes, your share of this installation 
market can be sizeable. Any non-powered car pulling 
into your shop right now is a lize prospect for a Power 
Brake sale. Add the mushrooming service market (over 
2,000,000 installed last year), and your potential profit 
takes another big upswing. As a Bendix Power Brake 


Specialist, you’ll find this double market easy to sell and 
service. And practically anyone in your shop can do the 
work, since no special tools or skills are necessary. 


NO TRICK TO BECOMING POWER BRAKE EXPERT. We will 
teach you how to qualify as a Power Brake expert. Our 
Training Program fully equips you to handle both 
installation and service work. Your nearest Bendix Dis- 
tributor will be glad to fill you in on all the details. 


WE TELL THEM—YOU SELL THEM! Richt now, forceful 
Bendix Power Brake ads are being seen by the 16,000,000 
weekly readers of THE SATURDAY EVENING POST. 
Your present customers are being told that Bendix Power 
Brakes can be installed on the cars they now own—and 
that the job can best be done *“‘by the man who does their 
brake work’’. Prepare now to make the sale when they 
ask for a Power Brake Installation. 


STROMBERG* CARBURETORS—Passenger Cars, Trucks, Industrial » POWER BRAKES—Passenger Cars, Trucks, Trailers +» POWER 
HYDRAULICS— Power Steering and Control Devices for—Passenger Cars, Trucks, Trailers, Buses, Industrial, Agricultural « BENDIX BRAKES— 
Factory-New Lined Brake Shoes, Lining Segments, Repair Parts » BENDIX* CHEMICAL PRODUCTS— Metalclene, Speedclene, Econoclene*. 


Bendix i?sc8 South Bend, IND. 
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Trade Associations « « « Continued from page 112 


watch and corrective action is 
essential to prevent ultimate de- 
struction. 

How about periodic inspection 
of automobiles? How about the 
promotion of highway safety? 
Fourteen states have already 
passed compulsory inspection 
laws. The promotion of highway 
safety has had strong backing 
from numerous national groups. 


The success of this program is 
indicated by this fact: In 1934, 
with 24,933,403 vehicles on the 
road, the toll in traffic deaths 
was 36,101. This compares with 
38,500 in 1957 with 66,337,176 
vehicles in use. 

This is even more remarkable 
when we realize that the average 
car is driven almost twice as 
many miles per year today 


the only part £ that’s 


left out of 


BRAKE PARTS L 


All you'll ever find in the Brake Parts Line is Safety-Engineered 
Parts designed for maximum stopability. Nothing has been left 


POWER BRAKE PARTS AND KITS 


to chance — nothing has been left undone. 


To insure your peace-of-mind and the safety of your customers, 
make sure you use EIS—The Engineered Brake Parts Line! 


If you're interested in a continuous pattern of higher net 
profits, (and who isn’t), it will pay you to contact your EIS 
Distributor. Write for Catalog. 


EIS AUTOMOTIVE CORP., Middletown, Conn. 


SEE US AT THE 
CHICAGO SHOW — 
BOOTHS 185 to 191 


“E"” Series 
cups 


WHEEL CYLINDERS 


FILLER TYPE CUP 


MASTER AND WHEEL 
CYLINDER 
REPAIR KITS 


Ray, 


BRAKE CABLES 4 
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than it was 25 years ago. The 
death toll is still too high. Trade 
association cooperation is ur- 
gently needed to reduce the num- 
ber of traffic deaths. Not only 
through highway safety pro- 
grams either. But in pointing out 
to repairmen their responsibility 
of safety-checking all vehicles 
they service. 

Every year since 1924, trade 
associations have had to act as 
‘watch dog” in regard to the 
retention of two per cent—10th 
prox. discount as firms seek to 
discard the generally accepted 
industry policy. The success of 
association efforts in this regard 
is evidenced by this fact: A re- 
cent survey indicated that 96.54 
per cent of all NSPA manufac- 
turer members responding to the 
inquiry were following the prac- 
tice of allowing a 2 per cent— 
10th prox. cash discount, or 
better, for prompt payment of 
invoices. 

Maintaining adequate gross 
margins of profits, keeping 
wholesalers competitive with all 
segments of the industry are 
perennial subjects for discussion 
at association board meetings. 
The causes may vary. It may be 
caused by chain stores. By car 
factory competition. By major 
oil companies. By the need to im- 
prove operational efficiency, re- 
distribution—or what have you. 
It is only through the existence 
of trade associations that such 
industry problems get a com- 
plete airing. All segments then 
can seek a mutually acceptable 
plan of correction. 

The need for a workable solu- 
tion to teaching retailers to sell 
is still apparent. This need dates 
back from the time of the 1934 
convention to the 1958 conven- 
tion address “Training Retailers 
to Sell.” Incidentally, in 1934 the 
subject: ‘Assisting Maintenance 
Customers to Merchandise Suc- 
cessfully” was the general theme 
of a jobber salesmen’s contest. 
(This contest was sponsored in 
connection with the convention.) 

Another subject on the 1934 
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NSPA Convention program was 
“The Present-day Problem of 
Distribution.” This has its 
counterpart in NSPA’s current 
“Redistribution Practices Sub- 
committee.” The _ distribution 
pattern in our industry is com- 
plex. Industry-wide studies 
through an association are de- 
manded to seek the cause and 
effect of changing trends. 

Looking back twenty-five years 
we find that familiar names such 
as Duesenberg, Graham, Hup- 
mobile, Pierce-Arrow, Reo and 
Stutz—to mention only a few— 
are just memories. In their place, 
we find the general reference to 
the “Big Three” as giant corpora- 
tions tend to set the overall 
trend for the industry all along 
the line. Competition has become 
increasingly keen for automotive 
service industry manufacturers 
and wholesalers. And this was 
anticipated back in 1934. Then 
vehicle registration dropped 
from 26,501,433 in 1929 to 24,- 
933,403 in five years time. And 
vehicle manufacturers were cast- 
ing hungry eyes on the replace- 
ment market in depression years. 

Automotive wholesalers are 
beginning to realize that they 
must sell their firm and its serv- 
ices. Rather than promoting 
themselves on a key line struc- 
ture. Although dependent on key 
lines and factory programs, the 
ultimate success of wholesaling 
firms must be based on their 
ability to sell their customer aids. 
And their customer protection. 
And customer support—rather 
than individual brands, which 
are, and rightfully so, promoted 
by the manufacturer. 

While we're looking at the 
present, we must take into con- 
sideration the presence of a new 
“business partner.” This “part- 
ner” is rapidly becoming a more 
decisive influence on our opera- 
tions organized labor. Its 
lobby will be in a position to in- 
fluence many members of Con- 
gress. Because of the 
success in the recent election. 
One of its most important cam- 


unions’ 
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paigns is a proposal to repeal the 
section of the Taft-Hartley labor 
law which allows states to pro- 
hibit union-shop contracts that 
bar non-union workers ‘from em- 
ployment unless they join up. 
Nineteen states now ban such 
contracts. Naturally, they will 
seek to bring more small, local 
and service businesses under the 
regulation of the National Labor 
Relations Board. And _ bitterly 
oppose the enactment of Right- 
to-Work laws. 


Keeping members informed 
and furnishing expert guidance 
in dealing with the subject of 
labor relations is an important 
function of trade associations. 
In the years to come, this might 
well justify their existence on 
this basis alone. Only through 
strong nationa] unity of our in- 
dustry can it be successful in 
making its voice heard in com- 
petition with the rumbling voice 
of labor. 

(Continued on page 132) 


PROVED 125,000,000 TIMES! 


BENDIX 


STARTER DRIVES 


BUILD CERVICE 
REPUTATIONS ! 


Automobile service outlets of all kinds proved long ago that 
genuine, factory-new Bendix* Starter Drives can be one of their 
most powerful goodwill builders. First in its field for over fifty 
years, the Bendix drive provides dependable, high-quality per- 
formance that makes customers happy—and keeps them that way. 
Get enough happy customers, and you’ve got yourself a good 
service reputation. And you know what that can mean—both 
in new and in repeat business. Be sure to order genuine, factory- 


new Bendix drives and parts from your distributor. 


*REG. U. S. PAT. OFF. 


Bendix-Elmira 


Eclipse Machine Division 


Eimira, New York 
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"It's a sure-fire horn—makes a noise like the 
sound of crumpling fenders!" 
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Package Deals... 
Continued from page 60 


of equipment And the 10 
percent down payment was de- 
layed 30 days until he made that 
amount. 

That first 
grossed $25,628. 

The second year, with more 
equipment which enabled him a 
more rapid turnover of jobs, he 
grossed $36,387. With adequate 
equipment, his gross jumped 
some $11,000.00. 

Better than 50 percent of the 
charge accounts are on a 30 day 
basis. 

“I quickly found out,” said 
Horton, “that I couldn’t keep 
my garage open without extend- 
ing credit. For instance, we sell 
and install air conditioners. 
They are sold on terms. Repair 
jobs are usually sold on 30 day 
open account/or. si 

Horton handles all his financ- 
ing through his bank. An appli- 
cant is screened by the bank and 
the local credit bureau. If there’s 
a question, Horton demands the 
title to the car. If the bank turns 
thumbs down, Horton 
suit. 

“If the risk is too great for 
the bank, it certainly is too risky 
for me.” 

His first year, from a $25,000 
gross, Horton charged off $22.53 
in uncollectable bills. His second 
year, with a $36,000 gross, his 
charge offs amounted to $50.00. 


year, Horton 


follows 
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“That job is making a wreck 
out of him!” 
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“We get more service jobs from our 
Yellow Pages ads than any other medium” 


says Claude W. Myers, Service Mgr., 
Torrey Motor Co., Washington, D.C. 


“The Yellow Pages has been 
pulling strongly for us since 
1926. Here in Washington, we 
get a great many transients—and 
the Classified is the best way for 
them to find us when their cars 
need service. 


“The dollar value of our Yellow 
Pages advertising has been 








in The Heart Of Downtown 


Let Us Service Vour Car While You Shop Or Wort 








proved to us time and again. 
We can trace more service jobs 
directly to the Yellow Pages than 
any other advertising medium.” 


The Yellow Pages can pull 
strongly for you, too. Let the 
Yellow Pages man show you how 
a program in this year-round 
medium will build better business. 
Call your local Bell telephone 
business office today. 


¢ THIS DISPLAY AD (14-page shown 
reduced) stays on the job 365 days 
a year, building sales and boosting 
service calis for the Torrey Motor Co. 


TRADE-MARK TIE-INS, plus many other 
listings, identify the Company as an 
authorized Dodge-Plymouth Dealer, 
factory-approved for service jobs. 


DODGE AUTHORIZED SALES & 
SERVICE 


a 


America’s most 
Dependable car 


“WHERE TO BUY THEM” 


TORREY MOTOR CO 
In The Heart Of Downtown 
1137 L9thNw «-----<---.. NAti 68-7840 
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ing first-hand knowledge of the 
best selling tools in regards to 
the diverse products on display. 
Factory representatives will be 
on hand. They will impart to the 
visiting salesmen effective selling 
aids in respect to their product 
lines. Also corresponding follow- 
up services, maintenance pro- 
grams, tailored year-round and 
seasonal merchandising and pro- 
motional advice. All of which is 
aimed at bringing about profit- 
able product turnovers for both 
wholesalers and the retail trade 
this year. 

That each of every ASI Show 
in the past has been the most au- 
thentic preview of the industry’s 
product and service story in a 
given year is the result of con- 
certed pre-show planning. Us- 
ually, of more than a year’s dura- 
tion! This solid planning is done 
by the sponsoring associations, 
namely, MEWA, NSPA and 
MEMA. This combined effort is 
effected through a special Joint 
Operating Committee (JOC), 
made up of members of the spon- 
soring groups. 

What is the primary responsi- 
bility of this Committee? It is 
to have the ASI Show evolve 
around the product displays and 
related merchandising programs 
that will provide the best solu- 
tions available to the particular 
wants and problems of the after- 
market industry. The IASI Show 
currently enjoys international 
recognition. This clearly indi- 
cates how well this JOC respon- 
sibility has been fulfilled. 

In view of all this, let’s con- 
sider at this point the many 
HOW, WHAT, WHEN, WHERE 
AND WHY benefits and business 
builders that will be lost to 
wholesalers or guest retailers 
failing to attend the Show: 

HOW to best promote, mer- 
chandise and service the 
new product offerings. 

WHAT new lines are being 
introduced to meet the re- 


placement needs of high- 
compression-powered, late 
model vehicles. This coupled 
with WHAT’S new in main- 
tenance and_ rebuilding 
equipment to service same. 
WHEN to institute special 
merchandising programs in 
order to obtain the best sell- 
ing results on the new prod- 


uct offerings. Particularly in 
regards to seasonal items. 
WHERE to place the major 
selling emphasis in refer- 
ence to the quality benefits 
of new or improved lines. 
WHY particular revamp- 
ments or new features have 
been added to established 
lines. Either to increase 
their selling attraction, or to 
standardize them to enhance 
their availability. 





To the Most 
Complete Line 
of Under-Car 
Parts... 








MOOG 


A GREAT NAME IN 
AUTOMOTIVE MAINTENANCE 


ADDS 


STEERING AND 


FOR ALL POPULAR 
FOREIGN 


for A.C.e ALFA-ROMEO e ALLARD 
ALVIS »« AUSTIN e AUSTIN 
HEALY e AUTO UNION e BED- 
FORD « BORGWARD « BRISTOL 
CITROEN « COMMER e DAIM- 
LER ¢ D.K.W. ¢ FIAT e¢ FORD- 
BRITISH e FORD-FRENCH 
FORD-GERMAN. e GOGOMO- 


Now under-car parts for 
imported cars are as 
accessible, dependable and 
profitable as any other 
items in the MOOG line! 


Thus, MOOG expands the 
front-end service potential 
market for car dealers, 

garagemen, service station 


Chilton's MOTOR AGE @ January 1959 





While we’re at it, let’s recapit- 
ulate a few of the major benefits 
previously mentioned. Benefits 
that the wholesaler or retailer 
will sacrifice by their nonpartici- 
pation at next months IASI 
Show: 


1. Opportunity to witness first- 
hand demonstrations of new or 
improved products that may do 
much to bolster his sales. 


2. Opportunity to acquire 
product knowledge that he can 


take back home and use to train 
his sales or maintenance staff. 

3. Opportunity to meet directly 
with top-brass factory executives 
on matters and problems of mu- 
tual interest. 

4. Opportunity to compare 
selling and service procedures 
with contemporary wholesalers 
or retailers in attendance. An 
exchange system through which 
many automotive men have 
found the answers to their par- 





First and most complete line of foreign car parts including 
TIE RODS, TIE ROD ENDS, BALL JOINTS, KING BOLT 
KITS, SIDE TUBES, CROSS TUBE ENDS, DRAG LINKS, 
SUSPENSION REPAIR KITS, SHOCK ABSORBERS, and 
TORSION BARS. 


SUSPENSION PARTS 


BILE e GOLIATH e HILLMAN 
HUMBER e JAGUAR e JOWETT 
KARMAN-GHIA e LANCIA 
LLOYD e MERCEDES e METRO- 
POLITAN e M.G. e MORRETTI 
MORRIS e OPEL e PEUGEOT 
POBEDA e PORSCHE 


operators inthe U.S. by more 
than 650,000 foreign cars. 


Be the first in your city to 
get this extra business. 

See your Moog Man or 
Distributor. Or write for the 
new Moog Foreign Car 
Catalog...Moog Industries, 
Inc., St. Louis 14, Mo. 


RENAULT e RILEY e ROVER 
SAAB e SIMCA e SINBER 
SKODA e STANDARD e SUN- 
BEAM e TALBOT e TOYOTA 
TRIUMPH e VAUXHALL 
VOLKSWAGEN e VOLVO 
WOLSELEY 





MOOG means More Under-Car Business! 
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ticular problems at previously 
held ASI Shows. 

It has been my privilege to 
attend practically all of the IASI 
Shows and their predecessors 
since the original event in 1918. 
I had just become connected with 
a prominent automotive manu- 
facturer when my sales manager 
told me: 

“Go to our association’s Show 
(and Convention). Learn all you 
can about all the products on 
display. Get acquainted with all 
the people you can. Absorb all 
the ideas you can. There’s no 
finer place whereby one can keep 
up-to-date on what’s going on in 
our industry.” 

I have never forgotten that 
excellent appraisal of the benefits 
of the national show of our in- 
dustry. 

I have always considered the 
old adage, “Fifty Million French- 
men Can’t Be Wrong,” as ap- 
propriate for clarifying the im- 
portance of an event or issue. In 
the same sense, the some 20 na- 
tional trade groups, including 
MEWA, which make it a point 
to sponsor their annual parleys 
in conjunction with the IASI 
Show, too, can’t be wrong. 

From all this, CAN YOU AF- 
FORD NOT TO ATTEND? 


Holds Open House 


One of the Bay Area’s largest 
United Motor Service distribu- 
tors held open house recently 
to mark the opening of its new 
quarters. 

The firm, Best Sales Com- 
pany, is now located at 1454 Bush 
Street, between Van Ness Ave- 
nue and Polk Street. The firm is 
one of San Francisco’s oldest 
parts distributing firms. 

Founded 37 years ago by the 
late Harold Kahn, who was the 
first Tung-Sol Lamp distributor 
in Calfornia, Best Sales Com- 
pany today is owned and oper- 
ated by partners, Russ Green 
and Clyde Hurley. 





Battery Story . 


many are, since they get a deluxe 
battery carrying a three year 
guarantee for just one third of 
the price, plus their battery. 
Cochrane usually starts acquir- 
ing rentals at the beginning of 
July. He accumulates 100 by the 
onset of cold winter weather. He 
points out that, since many of his 
regular customers live in subur- 
ban districts far removed from 


@ e e Continued from page 81 


his station, the cutting down of 
service calls by installation of 
deluxe batteries cuts down over- 
head. Also fosters good will. Last 
winter, for example, only two of 
his regular customers on the one 
year adjustment plan, had any 
trouble starting. This meant that 
his service calls to regular cus- 
tomers were kept at a minimum. 

Cochrane says that his rental 





P/Uaad — 1001-08 -THE-MONTH 


J-42 FILLER PLUG WRENCH for servicing 


‘59 FORDS 
and MERCURYS 


J-42 
FILLER PLUG 
WRENCH 


ae al ce Le] Cc 


land 100) 


* 
ra as Mercu ury 


Sa - poo 
only “99¢ 


i si 


The first Herbrand tool-of-the- 


. SPEEDS — EASES REMOVAL OF 
" DIFFERENTIAL HEX FILLER PLUG 





“sme 


month 


for the New Year was designed to fill an urgent 


Look for this Skin-Pack 
display on your Jobber’s 
wall or counter. It’s 
your reminder that you 
need the Herbrand J-42. 
If you don’t see it, ask 
your Jobber. 


need—a tool that would remove the Hex Filler 
Plug from the differential of a '59 Ford or 
Mercury. Using the J-42 and a ratchet, the 
mechanic can quickly remove and replace this 
hard-to-get at plug. With its 3%“ length and 
%"’ hex and drive ends, the J-42 is just right 
for the job—a welcome addition to Herbrand’s 
ee ee ee ee 


7 requirements. 


SEE US AT THE 1.4.8.1. SHOW — BOOTHS D-295-297 . 
ALSO AT THE PACIFIC SHOW — BOOTHS 58-9 


Circle 373 on Inquiry Card, page 73 





acquisition plan is the cheapest 
method of acquiring good 
rentals. Thirty per cent of all 
batteries sold stem. from Coch- 
rane’s rental acquisition plan. 
Rentals thus acquired’ are 
painted gray. This differentiates 
them from new batteries and 
customer batteries being slow- 
charged. 


Slow Charges 


Many dealers, says Cochrane, 
shy away from slow charges like 
the plague. They fear rental 
losses, do not think it is profit- 
able, or worth the extra effort. 
Yet, by stressing rentals and 
slow charges in preference to 
fast ones, you give the customer 
better service. You also get two 
chances instead of one for selling 
a new battery. 

Last year, Cochrane _ slow- 
charged 700 batteries. His slow 
charger (which holds 12 batter- 
ies) was running continuously 
from early November to the end 
of February. And each slow 
charge averaged $3.00, because 
Cochrane doesn’t just collect 
$1.50 for the slow charge, but 
gets $1.00 for labor, and 25c a 
day for the rental. So aside from 
new battery sales, the cheap 
method of acquiring rentals and 
the profit from slow charges via 
the rentals route, adds plus vol- 
ume. 

Also, about 40 per cent of new 
battery sales stem from 
charges, because often, despite 
the 48 hour slow charge, there is 
still more than 5 100’s of a volt 
variation between cells or 50 
points specific gravity. The bat- 
tery is out of the car and Coch- 
rane finds it much easier to talk 
new battery with the customer. 

“Fear of losing rental batter- 
ies keeps many a dealer from 
slow charging,” says Cochrane. 
“But last year, out of 700 
rentals, we lost only one battery, 
and that was due to the fact that 
the customer was killed in an 
automobile accident. We _ lose 
more money on gasoline each 

(Continued on page 130) 


slow 
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In the 


automate THERES NO BUSINESS 
service business. 


Gilt Vitten ET 


INDEPENDENT GARAGE OWNER: 


“Chevrolet parts help me 
keep my customers happy 
and keep installation time 
to a minimum,” 


CHEVROLET PARTS MANAGER: 


“Yes, Genuine Chevrolet 
Parts are designed to last 
and designed to fit properly.” 


Here’s why there’s no business 
like Chevrolet business: 


1, Over 16,000,000 Chevrolet 
cars and trucks on the road 
.- more than any other make. 


2. Your Chevrolet dealer can be 
your one-stop source for genu- 
ine Chevrolet parts. 


3. Genuine Chevrolet parts are 
built of the same quality ma- 
terials and to the same rigid 
engineering specifications as 
the originals. 

4. Your Chevrolet dealer can 
offer profit building service 
aids to help you serve Chev- 
rolet owners. 


CHEVROLET DIVISION OF GENERAL 
MOTORS, DETROIT 2, MICHIGAN 


MAKE YOUR CHEVROLET DEALER YOUR PARTNER IN SERVICE 
. HE 1S READY, WILL!NG AND ABLE TO SERVE YOU! 
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Eastman’s confidential Editorial Research Reports to publishers prove that readers find advertising in Business Pub- 
lications as interesting as editorial material, The full Eastman release on this subject is available to you on request. 


“70% of Advertisement Reading in Business 
Publications is intentional—not accidental” 


says ROY EASTMAN of the Eastman Research Organization 





“Why shouldn’t it be,’ Mr. Eastman continues, 


“since 


“The overall results of a year’s inquiry on this sub- 
ject (32 surveys for 18 publications) show that the 
average exposure to advertising is 70% intentional, 
only 30% accidental. 


Business Publications advertise the very 
things by which readers make their livings?” 

“A year and a half ago, we injected into all of our 
confidential readership surveys a penetrating in- 
quiry as to how the advertising was read 


“Moreover, 94% of the readers of these publica- 
tions, on the average, reported that they gave con- 
scious attention to the advertising.” 

Advertisements in Business Publications reach an 
audience that’s interested in your message . . . an 
audience that wants to read what you have to say. 


NATIONAL BUSINESS PUBLICATIONS, INC. sais x street, w. w., washington 5, 0. ¢. + STerling 3-7535 


The national association of publishers of 173 technical, 
professional, scientific, industrial, merchandising and 
marketing magazines, having a combined circulation 


decisions in the businesses, industries, sciences and 
professions...pin-pointing the market of your choice. 


of 4,098,937 . . . audited by either the Audit Bureau of 
Circulations or Business Publications Audit of Circula- 
tion, Inc. . . . serving and promoting the Business Press 
of America . . . bringing thousands of pages of special- 
ized know-how and advertising to the men who make 


124 


Write for a list of the NPB publications and the 
“Here’s How” booklet, “How Well Will We Have to 
Sell Tomorrow?”, written by Ralston B. Reid, Advertis- 
ing & Sales Promotion Manager of the Apparatus Sales 
Division, General Electric Company. 
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MONEY! MONEY! MONEY! 
It's yours in the 
SILVER ANNIVERSARY 
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NOW on our 25" Anniversary FRAM presents 
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SILVER ANNIVERSARY 
TREASURE HUNT! 
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As part of our giant Silver 
Anniversary sales program, FRAM 
is paying $60,000.00 to get hoods 
up and boost oil and filter sales! 
More than 10,000 cars are now 
equipped with specially marked 
FRAM Filters... Each one pays up 
to $1,000 to the dealer who finds 
it...and the same to his customer 


...and to his wholesaler salesman! 


CHECK EVERY CAR! The very one on your drive right now may be a “big money car”! 
Check both the oil filter and air filter cartridge. Start now! 


HOW TO GET YOUR SHARE: 


10,000 secretly marked FRAM Oil and Air Filter 


WHEN YOU FIND A TREASURE HUNT CAR- 
TRIDGE, do this: (1) Detach Treasure Hunt Identifica- 
tion Tag. (2) Mail with your name .. . your customer’s name 


cartridges were installed last year in old and new cars 
during regular servicing. 


LOOK FOR THESE 
TAGS! A special Treasure \ 
Hunt Tag is attached to each 
winning cartridge. 


FILTERS PAY $1 to $1,000. Each Teensues Hunt t Tag 
has a predetermined value—based on a drawing supervised 
by bank officials. Values are $1,000, $500, $100, $50, 
$10, $5, $1. The “Treasure Hunt” number on a cartridge 
does not indicate value of prize. 


...and your wholesaler salesman’s name to FRAM COR- 
PORATION, Dept. T.H., Providencel6, R.I. (Convenient 
Notification Slips are in FRAM DEALER KIT... or 
available from wholesaler salesman.) Don’t delay .. . 
campaign ends June 30, 1959. Program is subject to Fed- 
eral, state and local laws and regulations. 

FRAM WILL GIVE YOU the cash amount assigned to 
the tag you find .. . up to $1,000. And the same amount to 
the car-owner . . . and to your wholesaler salesman! 

YOU CAN’T LOSE! Whether or not you win a cash prize, 
you’re bound to get all the extra oil and filter profits the 
Treasure Hunt brings in! 





PLUS this new way to boost oil and filter changes... 


aL PECIAL I 4 -RAM 
SILVER ANNIVERSARY “D-8” 
GIVES YOU AN EXCITING 
VIL & R SALES CONTEST 
AT NO EXTRA COST TO YOU! 





You can offer your men 
this luxurious sweater 
as an award ina 

sales drive of your own! 


FOR DRESS, WORK OR SPORT! De luxe, downy-soft. Wear 
with any color! Warm, well-knit, washable! Marvelous value. 
LOOK AT THIS LUXURIOUS SWEATER! Beautifully styled 
beige Lambs Wool and Orlon. Specify Sizes: Sm., Md., Lg. 


PROMOTION IS EASY TO RUN HERE’S THE OFFER: 


; , YOU GET this sweater packed 
FRAM SUPPLIES ALL YOU NEED for your own Oil and Filter ith 2 fi FRAM C id 
Change Promotion. Award varying points for each oil wa ~— artricges 
change, oil filter cartridge and air filter cartridge sold. At (1 C-4 and | CH-6PL) for only 
end of promotion, winner gets prize... and you get all $4.50... with the purchase of any 
the extra profits. 24 FRAM Cartridges. 

a : FREE SCORE CARD 
Supplied by FRAM for 


} you to show progress of When you sell the 2 
promotion. Hang it in 


lube room where all men free cartridges a 
can watch it! regular list, you recover 


Score card packed in every the entire cost of the D-8! 
D-8 carton. 








GIGANTIC ADVERTISING BLAST 
THROUGHOUT FRAM 
SILVER ANNIVERSARY _-* 


YEAR 
pulls in traffic for you! 


National RADIO! 

Repeated daily announcements over the 
7g full CBS and Mutual radio networks 
¢: during Spring change-over! A great traffic- 








Shocking Fact: 
“Normal Driving” 
is the Worst Kind 


for Your Engine! 


builder for you...and a sure way to spread 
news of FRAM Treasure Hunt! 


hes FRAM Fite 
« 























FRAM FILTER! = 7 


xX Y, vay = 
National MAGAZINES! concern 


Big dominant FRAM magazine ads 
like this will stimulate your filter » Outdoor ADVERTISING! 


sales. They will be used to announce Giant Highway Billboards coast-to-coast 
FRAM Treasure Hunt, too. —sell FRAM—send customers to you! 








oeNS 


AND YOU'LL 
WANT THESE 
POWERFUL 
SALES AIDS TO 


HELP YOU IN iwspect-o-scoPE*  INSPECT-0-LIGHT | MODERN WALL RACK— 


Shows customers when they “ee costs you nothing! Packed with 2 
THE TREASURE vcca new air filter cartridge. ia FREE FRAM CARTRIDGES. Pay 


For use right at car. Makes night! Quick wa only $4.80. Sell free cartridges at list 
: ! y to greater : 
sales fast! Price $6.75 filter profits! Price $7.95 and recover entire cost! 


ee Pending 


ial a ee a call, 
IT WILL PAY YOU TO JOIN FRAM’S SILVER ANNIVERSARY 
CELEBRATION! Here’s what a FRAM Silver Anniversary Dealer gets: 


@ 1959 Dealer Catalog and Service Manual @ Wall Cartridge Checker—big, bold and readable 
@® Treasure Hunt Window Poster @ Convenient Treasure Hunt Notification Slips 


@ Air Filter Poster SIGN UP NOW! 


Ge Latest Price Sheet Sis EN ORR 
FRAM CORPORATION, Providence 16, R.1. 








Government Loan 


loan, can determine in each case 
which would be “better.” 

Q—Are all car dealers and re- 
pair and body shops eligible for 
SBA loans? Just what does SBA 
define as a “small business?” 

A—Any business is eligible 
for a loan from the Small Busi- 
ness Administration if it meets 
the normal requirements set by 
the SBA as to collateral and 
other aspects of approving a 
loan. For lending purposes, the 
SBA considers a car dealer as 
“small” if his annual receipts or 
sales are $2,000,000 or less. A 
repair or body shop would be 
considered “small” if its annual 
receipts were $1,000,000 or less. 

Q—Are there separate defini- 
tions of eligibility for new-car 
dealers and for repair and body 
shops? If so, what are the defini- 
tions? 

A—No, there are not. The 
definitions set forth by the Small 
Business Administration for 
lending purposes as to a small 
business apply equally to new car 
dealers and body and 
shops. 

Q—What are the prospects 
for changing the definition for 
ar dealers so as to make more of 
them eligible for loans? 

A—To change any definition 
set forth by the Small Business 
Administration so as to include 
possibly one or two large auto- 
mobile dealers which might not 
now fit the established definition 
would defeat the purpose of the 
Small Business Administration’s 
aim to help “small business.” If 
a new car dealer happens to fit 
into a higher category, he is “big 
business” in the SBA concept of 
business, and is not eligible for 
help from the SBA. 

Q—What rate of interest will 
a businessman have to pay on an 
SBA loan? 

A—On a direct loan, the SBA 
charges interest at the rate of 
514 per cent per annum. On a 
participation loan it charges the 


repair 
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same rate with the exception 
that should a bank participating 
in a loan desire to charge a lower 
rate of interest, the SBA will 
lower its rate to meet the bank’s 
rate down to a minimum of 5 
per cent. The bank may charge 
any rate that is reasonable and 
legal on its share of a participa- 
tion loan. 

Q—If the SBA is going to 


SERVICING 
RADIATORS! 


“Our INLAND Radiator Department brings us an average of $300.00 


A WEEK! 


Twin Falls, Idaho 


Itself’’ Purchase Plan. 


New free 48-page book ‘Blueprint & 
for Profits’’ shows equipment, 
training course, “Pays-for-itself’ 
purchase plan and experiences of 
other operators. Take a minute and 
mail the coupon now 


1108 Jackson St. 
Dept. MA-1, Omaha 2, Nebr. ff 


(Over $15,000 a year!) 
ment years ago!” — Douthit-Carroll-San Chez Co., 


$10,000 to $20,000 A YEAR ADDITIONAL VOLUME IS COMMON! 
$16,750 in one year!"’— McRill’s Auto Repair & Radiator Service, 
“$18,000 in one year!"’"—Clough Auto Parts, Storm 
Lake, Iowa. Radiator servicing brings more profit per sq. ft. than any 
other activity in the service area! 

20 to 30 MILLION RADIATORS NEED SERVICING YEARLY! 
prove 83% of all radiators over a year old are partly plugged. Inland 
equipment shows customer his radiator needs cleaning — is designed 
for fast easy production methods — stays neat and clean 


Wish we had installed the equip- 


Inland, world’s largest radiator equipment manufacturer, offers the 
complete package — Equipment, Training, Merchandising, ‘‘Pays-For- 


FIRM 


ADDRESS 
INLAND MFG. CO. city 


BY_ 


w If dealer, make of cor sold. 
Are you now operating a radiator Dept. [) Yes [) No 


charge the same interest a bank 
charges, what’s the point in bor- 
rowing from the Government? 
I thought the government would 
charge a lower rate of interest 
than the banks. 

A—The SBA is not in the 
business of competing with 
»anks. If a bank will lend you the 
money on reasonable terms, you 
can’t get it from the SBA. Only 
when, as outlined earlier, a bank 
cannot or will not handle the 


(Continued on page 13. 


Inland Trained 
Radiator 
Repairman 
Soldering 
Radiator 


Memphis, Tenn 


Tests 


MAIL COUPON TODAY 
FREE BOOK! PMLLAIESCILNC Nay 


NLAND MFG. CO., Dept. 
1108 Jackson St., Omaha 2, Nebr. 
Please send new free book, ‘‘Biveprint for Profits." 


PLEASE PRINT) 


ZONE___STATE_ 


TITLE. 
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Battery Story..... 


month, than we ever do on rental 
losses. 

“It wasn’t always that way 
with respect to rentals, though. 
When we first started, we were 
giving slow charges and rental 
batteries indiscriminately, to 
everyone coming into the sta- 
tion and requesting it. Now, we 
like a bank or a loan 
company, almost. We make sure, 


operate 


Now 


youre 
really 
covered |! 


LU eA 'Say co) 
TWINLAMPS 


Compact + Powerful » Handsome 


Motorists are quick to buy these handsome 
matched Lucas 576 Twinlamps. SFT gives a wide- 
spread flat-topped beam with sharp cut-off that 
slices through the thickest fog. SLR concentrates 
a piercing 80,000 candle power beam into a far- 
pencil-thin ray for safer 


reaching fast driving 


6 or 12 volt. Write 
for details on the complete line of Lucas products 
Profitable! 


Available in pairs or singly 


Represented in the United States by 


LUCAS ELECTRICAL SERVICES, INC. 


501-509 WEST 42nd STREET, NEW YORK 36, N. Y 


Offices in New York Chicago * Los Angeles 


San Francisco Jacksonville 


SENERATORS + STARTERS + DISTRIBUTORS + COILS 
BATTERIES - LAMPS » WINDSHIELD WIPERS + REGULATORS 
HORNS + GIRLING BRAKES AND SHOCK ABSORBERS 


e © e e Continued from page 122 


in our own minds, that the cus- 
tomer is a good credit risk, so 
to speak. In other words, we 
wouldn’t put a rental in a beat- 
up car driven by a transient from 
another state. Those are about 
the only times that we give fast 
charges. Whereever we feel that 
there’s a possibility of the rental 
not being returned, we recom- 
mend a fast charge. This simple 


SLR 576 


Right from 


the start.. 


Right for 


replacement! 





procedure has cut rental losses 
almost to the vanishing point.” 


Accessory Items 


Cochrane specializes in elec- 
trical systems and is referred 
work by many other area sta- 
tions. He is also the only station 
in the area which emphasizes 
slow charges and rentals. These, 
combined with traffic at the gas 
pumps, gives him an opportunity 
to merchandise battery 
sories aggressively. 

“In order to make a profit on 
batteries,” says Cochrane, ‘you 
have to consider more than just 
a new battery sale. For example, 
on 12 volt batteries, there is 
terrific voltage loss from dirty 
battery tops and metal hold- 
downs. Every scratch in the 
rubber base paint in the hold- 
down leads to a voltage loss, so 
we sell plastic hold-downs in 
great quantities. Another volt- 
age loss comes from corroded 
battery terminals, which often 
can’t be found unless the cable is 
taken out and examined. We 
never replace just the cable end, 
we replace the entire cable.” 


acces- 


Customer Education 


“There are many customers,” 
says Cochrane, “who have to be 
educated on battery performance 
and common sense maintenance. 
They don’t realize that a 12 volt 
battery, discharged overnight 
on a cold day, has a tendency to 
crack. They don’t realize that 
the voltage regulator must be 
adjusted to the individual’s driv- 
ing. They don’t realize that a 
battery which uses a lot of water 
indicates that something is 
wrong. And they don’t realize 
the difference between a slow 
charge and a fast charge. 

“We look under every hood. 
Talk to each customer about his 
battery needs, and the advan- 
tages of a deluxe battery. And a 
good portion of all batteries sold, 
stems from this continuous in- 
spection and _ education pro- 
gram.” 
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Pullman 
Vaemo Sile 


828. Vacuum Cleaner 
Pullman Vacuum Cleaner Corp: 
An improved version of compa- 
ny’s heavy duty model 152 Vac- 
mobile is being marketed. Major 
improvements include a new mo- 
tor head which has been com- 
pletely redesigned, on the new 
model JB 252 AV. Powered by a 
self-cooling AC/DC 1', HP mo- 
tor, the latest Pullman Vacmo- 
bile provides more suction than 
before, due to a larger exhaust 
area. The Pullman vacuum 
cleaner line is designed for ga- 
rage cleanup work and as a self- 
service feature at 
tions. 


service sta- 


Ii: 


329. Adjustable Wrenches 
Proto Tool Company: 
of the new Clik-Stop Adjustable 
Wrench are now available in in- 
dustrial finish. The 4”, 6”, 8”, 


Chx- 
STOP = iwowsTRIAt 


All sizes 
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10”, 12”, 16”, and 20” Clik-Stops 
are equipped with the Golden 
Knurl, Proto’s new locking fea- 
ture which adds safety for in- 
dustrial users by holding exact 
jaw openings, automatically, 
when the wrenches are in use. 
The Clik-Stop device consists of 
two teeth in the wrench body 
which mesh with grooves in the 
spring-loaded knurl, holding set 
jaw openings from creeping or 
changing when the wrench is re- 
moved temporarily, dropped or 
knocked against machinery fit- 
tings. 


330. Battery Tools 


Ken-Tool Mfg. Co.: New battery 
tools featuring combination bat- 
tery post cleaner and cable ter- 
minal spreader and cleaner, bat- 
tery cable terminal puller, and 
battery pliers are being offered. 
The completely new designed 
battery post cleaner and cable 
terminal spreader and cleaner 
are two tools forged into one 
functional battery tool. 


3331. New Batteries 

Exide Automotive Division: Ac- 
cording to the company a new 
line of batteries are presented. 
All three price grades—pre- 
mium, standard and economy— 
are in eye-appealing containers. 
Grade identification is estab- 
lished by color differences in the 


trim and the plastic, non-split- 
ting vent caps. The new line of- 
fers containers made of a light- 
weight, resin rubber. Submerged 
intercell connectors eliminate 
power leakage. Plate uniformity 
is controlled to closest tolerances. 


332. Rubber Lubricant 
American Grease Stick Co.: Ru- 
GLYDE, an improved rubber lu- 
bricant has been introduced. It 
is used for mounting and de- 
mounting tube and_ tubeless 
tires, lubricating rubber parts 
and fittings, and cleaning and 
dressing up rubber, plastic, and 
leather. It is said to be non- 
staining on uniforms and floors. 
The manufacturer states that 
this improved rubber lubricant 
is pre-balanced and stays sus- 
pended. 

(Continued on page 148) 








Only PROTO really proves it! 


Proto Method designed by John Kamuk, 
Associate Director, Auto Mechanics Institute; Member, S.A.E. 








CRUISOMATIC 
TELETOUCH 
FORDOMATIC 
MERCOMATIC 
TURBODRIVE 

| FLIGHTOMATIC 


= _POWERFLITE 
ow = TORQUEFLITE 


= = DYNAFLOW 
PP - = POWERGLID 
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Illustrated Manual Chart No. 2361 gives 
No. 2360 shows simple factory specifications for all 
Proto Method. automatic transmissions. 


Mr. Mechanic: On this Panel, Proto proves to you how simple 
external band adjustments on automatic transmissions can be. The 
Panel shows you the tools you need; the illustrated Manual shows 
you how; the Chart is a handy reminder of factory specifications. 

Most manufacturers recommend band adjustments every 
15,000-20,000 miles. You can make these adjustments quickly and 
safely. The Manual points out danger signals indicating major 
repairs so that you can send your customer to a specialist when 
necessary. 

This is good, new business. See your Proto Jobber, and get 
started with the Proto Method. 


Just 13 tools, with Manual and Chart, 
handle all band adjustments. Ask your 
Jobber for the complete Proto Band 
Adjusting Set No. 2350. Includes steel box. 


PROTO«TOOLS 


PROFESSIONAI quauty TOois 


2206 Santa Fe Avenue 
Los Angeles 54, California 


Division of Pendleton Tool Industries, Inc. 
World's largest manufacturer of hand service tools 





Trade Associations ... 
Continued from page 117 


We must recognize that there 
is not always an irreconcilable 
conflict between the interests of 
management and labor. 

It was long ago that big busi- 
ness was brought under the anti- 
trust laws, fair trade laws, the 
Securities Exchange Act and a 
host of other laws which compel 
fair play. To avoid a harmful 
imbalance in our society, big 
labor’s activities must likewise 
be regulated. Action must be 
taken to curb monopolistic 
abuses by unions and to compel 
fair play on their part. 

It is not enough that we recog- 
nize that federal and state pro- 
tection of the right to organize 
has placed enormous power in 
the hands of a few labor leaders. 
And that this power has led to 
corruption and abuses. We must 
realize that this is not an in- 
dividual problem. Nor will there 
be a “one-man” solution to it. 

Why are trade associations 
essential? Their essentiality to 
our industry was effectively 
proved during World War II. 
Then they were instrumental in 
proving to Government the im- 
portance of maintaining our 
automotive transportation sys- 
tem throughout the war years. 
This resulted in allocation of 
essential materials and man- 
power. But, more than that, they 
are a part of our great democ- 
racy. A bulwark against govern- 
ment regulation and dictatorship 
by strong opposing forces. 

They are needed to education. 
And if necessary, to police our 
industry. To replace wasteful un- 
bridled competition with intelli- 
gent competition. They make for 
more intelligent production, dis- 
tribution, and selling. Trade as- 
sociation help to make possible 
“self government in business” 
through mutual understanding 
and “togetherness.” 
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Government Loan 


whole amount of the loan is the 
SBA authorized to consider the 
application for a loan. Should a 
bank express willingness to take 
part of the loan, the SBA will 
gladly accede. It should be re- 
membered that even should the 
SBA approve a direct loan, the 
loan is for sale at all times to 
any bank which will take over 
the loan at the contractual rate 
of interest agreed upon by the 
SBA. It is a practice of the SBA 
however, in such instances, to 
notify the borrower and get his 
advance approval. In some in- 
stances the SBA interest rate is 
lower than that of the bank. The 
maximum interest SBA can 
charge is 5!4 per cent. However, 
the bank may charge any 
amount that is reasonable and 
legal on its share of a loan. 

Q—Can I mortgage my repair 
shop to get an SBA loan? Will 
SBA accept life insurance as 
collateral? What do I have to 
have in the way of reserves to 
back up a loan? 

A—lIf the purpose of the loan 
is to expand operations, increase 
the amount of equipment neces- 
sary to improve service or to 
finance any other move intended 
to improve the business, the SBA 
will consider application for a 
loan and will accept—should it 
approve the loan—a mortgage 
on the shop, life insurance, or 
other collateral (or a combina- 
tion of several collateralized 
items) to back the loan. The law 
requires that the loan must be 
so secured as reasonably to as- 
sure repayment of the loan. 

Q—How can the businessmen 
in my area set up a small busi- 
ness investment company? 

A—Details of the regulations 
under which the _ investment 
companies operate are now avail- 
able at SBA offices. The SBA is 
now accepting applications for 
the formation of these small 
business investment companies. 

Q—How much capital is re- 
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quired to form a small business 
investment company? 

A—lIn order to be licensed by 
the Small Business Administra- 
tion as a small business invest- 
ment company under the new 
Act, the investment company 
must have paid in capital and 
surplus of not less than $300,000. 
Up to $150,000 of this may be 
obtained from the SBA by the 


sale of subordinated debentures 
carrying 5 per cent interest 
which can be considered, under 
the requirements, as capital and 
surplus. In addition, the SBA is 
authorized to lend up to 50 per 
cent of the capital and surplus 
of the investment company. 

Q—Is it necessary to incorpo- 
rate a small business investment 
company? 

A—tThe law covering the for- 
mation of investment companies 


(Continued on page 147) 





. Jeasure-* 
painting . oe Enamel 


ON Spe 


LIAMS 
4 


sHerwin’ ovens 


Now in all ’57, ’58 and ’59 
Ford and Plymouth colors! 


ow 





Here’s more help in turning out FASTER — AND 
CLEANER—paint jobs! EXLON®—the amazing new 
clean-spraying, fast-drying finish—is now avail- 
able in all 1959 as well as 1957 and 1958 colors for 


Ford and Plymouth. 


You can get away from sticky overspray and 


offensive fumes. . 


. assure fast, wrinkle-free drying, 


regardless of weather . . . get rich, deep /asting gloss, 
now, with all these popular EXLON colors. Call your 
Sherwin-Williams OK Automotive Jobber today! 
The Sherwin-Williams Co., Automotive Div., Cleve- 
land 1,0.and Montreal. Export Sales, Newark 1,N.J. 


SHERWIN-WILLIAMS 


AUTOMOTIVE 
FINISHES 
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important trend is in the direc- 
tion of simplification. Aim here 
is to reduce maintenance cost; 
to make parts such as spark 
plugs and electrical components 
more readily accessible. 


Future Trends 


It seems appropriate in com- 
pleting this report to touch on 
some future trends in engine de- 
sign. Certainly we all are con- 
scious of the progress being 
made in the development of the 
gas turbine and the free piston 
engine. 

At the present writing the gas 
turbine and free piston engine 
appear to be something well out 
in the future. There still remain 
problems of design, and mate- 
rials, and gas tank economy be- 
fore these powerplants become a 
commercial reality. Too, there is 
a serious problem of manufac- 
turing cost that will have to be 
resolved before these machines 
can be considered for mass pro- 
duction. 

Meanwhile, the reciprocating 
internal combustion engine ap- 
pears to have a lot of vitality and 
promise. Designers are attacking 
problems of improved combus- 
tion, improved structures of 
greater rigidity, and _ lighter 
weight. We are getting much 
more bhp/cu in. out of new en- 
gine designs than ever before. 
And as the old, old reciprocating 
engine is refined and improved 
in mechanical and thermal effi- 
ciency, the margin of superiority 
of competing types becomes pro- 
gressively reduced. We are in- 
deed in the midst of the usual 
vicious circle that confronts any 
competitor. 

Not so long ago fuel injection 
was given a terrific boost and it 
looked for a while as if it would 
displace the conventional induc- 
tion system. For many good rea- 
sons fuel injection furor has 
simmered down. As we men- 
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tioned earlier, in 1959 it is found 
only on Chevrolet engines. 

That does not imply that fuel 
injection is out of the picture. 
There are a number of factors 
involved but by far the most vital 
is the matter of cost. In another 
year cost would not have been a 
problem. In 1959 it definitely is. 
Fuel injection still looms as an 

(Continued on page 138) 
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New AMA Directors 


Frederic G. Donner, chair- 
man of the board, and John F. 
Gordon, president, General Mo- 
tors Corporation, have been 
elected directors of the Automo- 
bile Manufacturers Association. 

They replace Harlow H. Cur- 
tice, retired GM president, and 
William F. Hufstader, vice pres- 
ident in charge of Distribution 
Staff, as General Motors repre- 
sentatives on the AMA Board of 
Directors. 

Mr. Gordon also was elected 
to the office of secretary of the 
Association. This post was for- 
merly held by Mr. Curtice. 

Mr. Schumacher, executive 
vice president, International 
Harvester Company, was named 
treasurer. He succeeds P. O. Pe- 
terson, whose resignation as 
president of Mack Trucks, Inc., 
was recently announced. 

The elections took place at a 
meeting of the Board of Direc- 
tors in December. 


Officers in 59 
Chosen by AAR 


J. McEwen Cherry has been 
elected president of Automotive 
Affiliated Representatives for 
1959. Election results were re- 
leased recently by Ed. L. Lee, 
executive secretary of AAR. 
Chosen first vice president was 
Harry G. Kitchin ; 2nd vice presi- 
dent, Harry C. Younger. 

Treasurer elected was H. P. 
DeGreen; Lee <A. Bergman 
was chosen secretary. Trustees 
elected: J. Austin Elliott, Claude 
E. Sharp, and W. Frank Russell. 

The newly-elected president is 
also president of his agency firm 
—The McEwen Cherry Co. Mr. 
Cherry is a past president of 
300ster Club B-44. 


Stronger Alloys 


Recent announcement from 
the Wilkening Manufacturing 
Co. indicates’ that higher 
strength alloys for Pedrick 
Formflex Chrome oil ring have 
been developed. Pedrick’s cen- 
trifugally-cast C-90 alloy metal 
has been improved in physical 
characteristics. Now it has a ten- 
sile strength of 130,000 lb. per 
sq. in. Originally, the tensile 
strength had been 90,000 Ib. per 
sq. in. 


— miss above is shown handing 
a 


out Car Model Interchange Sheets 
of Kem Manufacturing Co. at recent 
automotive show. The 1959 edition 
of “Here's the Model Number" will 
be distributed at the coming ASI 
Show reports Kem Mfg. 
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How To Clean Up 
Burned Crust On Grille 

We had a car which had a 
badly burned front end. The 
metal work was in good shape 
and straight. The grille, how- 
ever, looked like it was ruined. 
We tried everything to remove 
the burned crust, but to no avail. 
I used No. 1 steel wool with 
metal prep to clean it. The 
burned crust vanished, leaving 
the chrome nice and clean. James 
I. Wilber, Auto Body & Sales, 
212-14-16 Ninth St. and 3205 
Easton, Waterloo, Iowa. 


Increasing Spring Tension 


To Hold Hoods Up 


Here is an idea I have used 
many times on hoods that won’t 
stay up because of undercoating. 
Unhook one spring and place it 
in a vise. Push in screwdrivers 
and bend second coil to 45 de- 
grees. Grind off first coil, leav- 
ing hook, without touching the 
next coil with the grinding 
wheel. The spring will bend cold 
without damaging it. James A. 
Young, 1201 So. Meridian St., 
Puyallup, Wash. 


Easy Way To Install 
Name Scripts & Emblems 

I have a tip on installing name 
scripts and emblems. All I do is 
take a strip of masking tape or 
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two. Place them on the space 
where the name scripts or em- 
blems are to be installed. Then I 
place the script or emblem on 
the masking tape, on the spot 
where it is to be installed. I 
press on the script or emblem 
and have a perfect imprint of 
the lugs. I just center the punch, 
remove tape and drill. This re- 
sults in a perfect fit. Raymond 
Short, Anderson & Deck Service, 
15 EB. Cross St., Ypsilanti, Mich. 


Holder Makes Painting 
Headlamp Rims Easy 

Quite a few of our headlamp 
rims have to be painted the same 
as the fenders. It is sometimes a 


HEADLAMP 
RIM 


; TABS CUT 
OUT AND 
BENT OVER 


TOP OF CAN 


problem to find a spot to refinish 
the rim so that dust and dirt does 
not get on it. I found that a one 
gallon oil or paint can really do 
the trick. By cutting out the top 
and making three tabs out of 
the side you have a _ perfect 
holder. This allows you to get to 
paint the underside of the rim 
as well as the top or front. 
Arthur Platz, Jr., Artie’s Auto 
Body Works, Inc., 239 W. Pas- 
saic St., Maywood, N. J. 


How To Remove Inside 


Door Handles Easily 


Here’s an easy way to remove 
door handles and window regu- 
lator handles on cars and trucks. 
To remove handles, I use a tool 
made from an old model Ford 
V-8 valve-guide keeper. Bend 
keeper in L shape and weld to it 
a 10 inch screw-driver. This can 
be used to push back washer be- 
tween door handle and panel. 
Then the pin or spring clip can 
be easily removed. H. J. Vasut, 
P. O. Box 783, Eagle Lake, 
Texas. 


Mirror Helps In 
Removing Dents 


Quite often, while removing 
dents from door or body panels 
it is necessary to work on the in- 
side. It is difficult to see what is 
happening on the other side of 
the panel. As you cannot have 
your head on both sides of the 
panel at once, set a mirror of 
sufficient size facing the outside. 
Then you can see what is 
happening on the other side of 
panel from where you are work- 
ing. Roger Luna Jr., 912 S. 10th 
St., Milwaukee 4, Wise. 





BODY SHOP TIPS 


are worth 


Sa ob) 


If you’ve developed an idea that 
has helped you to do body and 
fender work or painting better 
or faster, it may be worth 
money. Jot down the idea and, 
if necessary, make a rough 
sketch. Sometimes a snapshot 
willhelp. Just make the descrip- 
tion of your BODY SHOP TIP 
clear, and if it is used, you'll 
receive a check for 87.50. 
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—— CLEARING 
HOUSE 


Problem With 
Rough Idling Ford 


We are having a problem with 
a 1958 Ford, It idles very rough 
and has been using oil about one 
The car 
now has about 17,000 miles on 
it. We complete 
tune-up. The compression is good 
and also the ignition system. The 
only thing we can find is that the 
last two cylinders in the right 
bank will not short out when the 
is idling. It makes no 


quart every 300 miles. 


performed a 


engine 





difference at all when shorting 
these two cylinders. Although the 
car runs fine except for the idl- 
ing. Do you have any sugges- 
tions. 

Al’s Garage 


Phila., Pa. 


From your description on this 
problem, it would appear to me 
that you may have a manifold 
leak. Either the intake manifold 
is cracked or the gasket is leak- 
ing. I would suggest removing 


the manifold to check the gaskets 
and the manifold. Install new 
gaskets using a good sealing 
compound on them as_ these 
gaskets have to seal water pas- 
sages also. 


Chevrolet Spits When 
Accelerated Quickly 
I have a ’55 Chevrolet V-8 

straight shift with overdrive. 
When you accelerate quickly 
while at a low speed, it spits 
through the carburetor. I have 
changed wires to prevent cross- 
fire. Also checked compression 
and found it to be satisfactory. I 
installed new spark plugs. Also 
points and condenser. I com- 
pletely rebuilt the carburetor and 
it still spits. Usually it spits when 
hitting the accelerator suddenly 
from a standstill. 

Palmer F. Hesling 

Dewey, Ill. 


T 

HE trouble is probably caused 
by the heat ports being clogged. 
These ports are located in the 
intake manifold and the block. 
They have a habit of clogging 
with carbon deposits. I would 
suggest removing the manifold 
and then carefully scrape out all 
the deposits from the block and 
the manifold. 
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for trou bleshooting 


How Oil Is Metered 
To Hydraulic Lifters 


We have a problem with a 
1956 V-8—255 Chevrolet truck 
engine. After replacing a broken 
piston which resulted from a 
broken valve, we ran the unit for 
about one half hour and the hy- 
draulic lifters made no attempt 
to pump up, although the oil 
pressure was good. There was 
never any oil coming up through 
the push rods. We then took out 
the engine and tried to trace the 
oil patch to the lifters. We first 
assumed the oil was metered 
through the rear camshaft bear- 
ing. However this would not ap- 
ply in this engine as the holes 
and grooves would not permit it. 
Therefore our question is: How 
is the oil metered to the hy- 
draulic lifters in this engine? We 
checked all bearings main rod & 
cam also turned the distributor 
various ways. Although this was 
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the first time this unit was in our 
shop, apparently it worked satis- 
factorily previously, as there was 
no excessive wear on the rocker 
arms. This was a new short block 
assembly about 6 month ago. 
Can you help us? 

John P. Lochen Co., Ine. 

Newburg, Wis. 


Ow is fed to the lifters 
through the rear main bearing 
to the rear camshaft bearing to 
a direct oil feed gallery to the 
lifters. This gallery should be 
under pressure at all times. This 
oil feed indexes with the oil holes 
in the lifter body. Oil holes in 
the plunger index with the holes 
in the lifter body to pick up oil 
transmitted from the oil gallery. 
I would suggest checking the 
system with an oil pressure 
tester. This way you can make 
sure the oil is reaching its desti- 
nation. 


Tips On Winter 
Car Maintenance 

Air conditioners according to 
EK. H. Krause, General Service 
Manager of Buick Motor Divi- 
sion should be operated periodi- 
cally during the winter months 
to lubricate compressor seals and 
prevent loss of freon gas coolant. 


Lubrication is also circulated 
through the bearings during 
operation, helping to insure 
trouble-free service next sum- 
mer. 

Another winter precaution 
that is often neglected is anti- 
freeze protection for the suspen- 
sion system on cars equipped 
with air springs. Air brought 
into the system contains a cer- 
tain amount of moisture. When 
that air is pumped from the com- 
pressor to the reservoir tank at 
a pressure of 250 pounds per 
square inch, the moisture con- 
denses in the tank. 

The tank should be drained 
every 1,000 miles to remove col- 
lected water and seven ounces 
of menthonal alcohol should be 
added. The menthonal prevents 
freezing in the tank and as it 
evaporates vapors are pumped 
through the entire system to pre- 
vent freezing in the air lines and 
valves. 
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important development but it 
can make real gains only when 
costs can be brought down to a 
reasonable level. As a starting 
point, it should not exceed the 
cost of the two four-barrel or 
the three two-barrel carburetor 
systems. 

The centrifugal supercharger 
too had a brief moment of glory 
—then disappeared. Inventive 
genius is bound to develop many 
new devices and these will be 
judged rather harshly on realis- 
tic grounds before they can be- 
come commercial. 

If the reciprocating engine 
continues to predominate, as it 
promises at this writing, perhaps 
the next major advance should 
come in the form of the all-alu- 
minum engine. Everyone in the 
industry, including the alumi- 
num research organizations, is 
working on this next phase. Most 
promising is the work being done 


in the area of the hypereutectoid 
aluminum alloys. 

The advent of the aluminum 
engine has been delayed for a 
long time due to the complica- 
tion of wet or dry cylinder liners, 
seat inserts, etc. If high silicon 
alloys can be developed to the 
point where liners no longer are 
necessary the major bar will 
have been cleared. A lot of people 
are engaged in making this result 
come true. 

Finally, it may be noted that 
our whole concept of engine de- 
sign may have to go by the board 
if chassis design turns to either 
a front drive or a rear engine 
location. In that event, the en- 
gine as we know it may lose its 
identity and become part of an 
integral structure that contains 
the engine, transmission, and 
differential. This could happen 
within the near future, judging 
by current events. 


Jan. Auto Show 


The Chicago Automobile 
Show, marks the start of another 
new year with the 51st annual 
edition in a series dating back 
to 1901. 

The showing of U.S. cars and 
trucks, foreign cars, parts, ac- 
cessories and equipment again 
will be presented entirely at 
main floor level. In use will be 
an expanse of 500,000 square 
feet of the International Amphi- 
theatre. From Jan. 17 through 
25. 

The Show has attained na- 
tional significance, largely 
through the vast exhibit spaces 
available which permit the var- 
ious manufacturers to go all-out 
in size and imaginative concep- 
tion of their displays. 

Those colorful exhibits are 
supplemented by such other fea- 
tures as special institutional 
displays and the Motorevue of 
1959 stage presentation. 





IMPROVE 


EVERY AUTOMOTIVE PAINTING 


OPERATION 


HAIR 


GLOSS OVER 


HOLD OUT OXIDIZED PAINT 


PRIMER SURFACES 


LINES 


HOLD DOWN SAND SCRATCHES 


Here’s How to Make Thread Repairs 
Quickly and Permanently 


...use HELI-COIL* 
SCREW-THREAD INSERTS 


Packaged especially for the automotive industry in the 
new EZY-KIT, Heli-Coil one-piece, precision-formed, 
stainless steel, Screw-THREAD Inserts permanently re- 


SAVE MONEY 


SAVE MAN HOURS! 
COSTLY REPAINT JOBS 


NO DRYING TIME REQUIRED FOR XiIM FLASH BOND 
DELIVER THAT CAR TO YOUR CUSTOMER WITH THAT ‘'WET LOOK"’ 


XIM Is also being used successfully by Truck, Mobile Home and 
Aeronautical painters. Ask your paint supplier for XIM Fiash 
Bond No. 300 for the ultimate in long lasting finishes. 


H. FORSBERG COMPANY £13) :Ax5s108 ave. 


CLEVELAND 14, 0 


PROVED IN THE FIELD FOR MORE THAN TWENTY YEARS 
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pair stripped threads in minutes! They restore stripped threads to orig- 
inal size—and eliminate welding, plugging, oversized or stepped studs, 
custom machining, oversize drilling of mating parts. 
Here's how: just drill out the old threads (including broken bolt 
or stud), tap, and wind in the Heli-Coil Screw- 
THREAD Insert. 
You'll get: permanent, original size threads that won't wear, 
strip, corrode or seize. 
EZY-KIT units are packaged for all types of engines and are recom- 
mended by Ford, G.M.C., Chevrolet, Johnson, etc. SHOP-PACK series 
covers larger range of sizes for heavy equipment including 14 MM 
spark plug. Just out—a Heli- Coil EZY-KIT for servicing the new Ford 
aluminum transmission housings. See your automotive distributor. 
*Reg. U.S. Pat. Off 


$0 HELI-COIL CORPORATION 
3001 SHELTER ROCK LANE, DANBURY, CONN. 
In Canada: W. R. Watkins Co., Ltd., 41 Kipling Ave., S., Toronto 18, Ont. 
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Increase Profits by protecting customers... 


\ , 
My 
“i 


6 
| 


°o 


Two (and often three) V-belts are 
standard equipment on many cars to- 
day. Naturally, this increased use of 
V-belts has pushed replacement V-belt 
sales up and up — and has made the op- 
portunity for profits from belts greater 
than ever. 

That’s why it’s important for you to 
check the belts every time a car hood is 
raised, 

Another reason for making belt check- 
ing a standard practice is that it protects 
your customers. [t doesn’t pay to let them 


LD The Gates Rubber Company, Denver, Colorado 
ho World’s Largest Maker of V-Belts 


To find 
belt wear 
always 
turn belt 
over 


The underside 
of the belt 
.+-not the top 
... tells the true 
condition of 
the belt. 


REPLACE BELTS 
LIKE THESE: 


take chances with belts that should be 
replaced. 

Gates V-Belts are quickly and easily 
installed. 

There is a Gates V-Belt for every 
make and model of car. Every belt fits 
correctly because it is precisely engi- 
neered. And no time is lost in making 
the sale; every car owner recognizes and 
trusts the name of Gates—World’s Larg- 
est Maker of V-Belts. 

Your nearby Gates jobber will fill 
your belt needs promptly . . . will provide 
you with a handy display rack. 


CRACKED GREASY 


Gates Vulco V- Belts 


| 








Speed valve work 


with B&D’s Vibro- 
Centric System 


You’ll mirror-finish valve seats in 

seconds with Black & Decker’s Vibro- 

Centric System . . . put the last pre- 
cision finishing touch 
on your Black & 
Decker Valve job. 


Vibro-Centric 
rivers 


You'll be using 
Black & Decker’s 
Vibro-Centric Driver 

- most accurate 
available . . . with 
Black & Decker 
stones, sleeves and 
exclusive Gruv-top 
pilot. 








Try the whole 
Vibro-Centric Sys- 
tem in your own 
shop. Your Jobber 
stocks the complete 
Black & Decker tools 
and accessories. 


Sleeves 


Gruv-top 
Pilots 


INSIST ON THE BEST 


Black& Decker: 


ACCESSORIES DESIGNED FOR THE TOOL 


Pontiac, for instance has a 
new location for the gas filler. It 
is now located at the rear, right 
of center, above the bumper. The 
filler is covered by a door which 
has the last two letters of PON- 
TIAC mounted on it. 

Another hidden gas filler is on 
the 59 Cadillac. It is located in 
the rear, center, under a cover in 
the jewel-like grille below the 
trunk lid. Gas fillers concealed by 
license plate holders are on 
Buick, Chevrolet and Edsel. 

When the serviceman wants to 
check the oil, he should know 
where to look to operate the hood 
release. Cars made by General 
Motors, Chrysler Corporation 
and AMC have the hood release 
located in the front grille. Chev- 
|rolet’s Corvette, however, has 
the hood release located at the 
left corner of the dash. On this 
car the hood hinges at the front. 
Cars produced by Ford Motor 
|Company have the hood release 
|located under the dash. Stude- 
|baker’s Silver Hawk has the 
/hood release located behind the 
|middle of the front bumper. On 
| Studebaker’s Lark, release is lo- 
‘cated under dash at extreme left. 





Crankcase Dipsticks 


Once the car’s hood is raised 
the crankcase dipstick should be 
located for a check on the level of 
the oil. In the Rambler American 
jit is located on the left side of 
ithe engine, attached to the oil 
filler cap. On the six-cylinder 
Rambler it is also located on the 
left side of the engine. The dip- 
stick on the Rambler V-8 engine 
is located on the right side. 

Chrysler, Desoto, Dodge (ex- 
cept Red Ram) and Imperial 
have the crankcase dipstick lo- 
‘cated on the left side of the en- 
gine. Dodge’s Red Ram locates 
| dipstick on right side. Plymouth 
| six-cylinder engine locates it on 
'the left side but on the V-8 en- 


| gine the dipstick is located on the 
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right side. Exception is the 
Golden Commando, which locates 
dipstick on the left side. 

Edsel, and Ford, with the ex- 
ception of 292 V-8, locate the 
crankcase dipstick on the left 
side of the exgine. Ford’s 292 
V-8 and Mercury and Lincoln en- 
gines have the dipstick located on 
the right side. 


Located on Right Side 


Buick, Oldsmobile, Pontiac 
and six-cylinder Chevrolet have 
the dipstick located on the right 
side of the engine. Cadillac, 
Chevrolet have the dipstick lo- 
cated on the right side of the en- 
gine. Cadillac, Chevrolet’s V-8 
and Corvette locate the crank- 
case dipstick on the left side of 
the engine. 

The Studebaker Lark locates 
the crankcase dipstick on the 

















left side of the engine for its six- 
cylinder engine. On the V-8 Lark 
it is located on the right side. 


Most Automatics Same Location 


The dipstick for automatic 
transmissions are located on the 
right side of the engine. Excep- 
tion is the Silver Hawk which lo- 
cates dipstick under the floor 
mat in the driver’s compartment. 
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Have the best equipped valve shop in town! 


Sm & Rocker Arm 


Coolant Control 


Grinding Attachment 


ch) = 
_ a 


Two Motors 


fie 


Put a B&D Valve Refacer in your shop 
for as little as #1382 a month! 


Start making faster valve job profits with the best 
equipped shop in town! You’ll turn out top work— 
pocket extra profits in less time with a Black & 
Decker No. 626 Valve Refacer. 


Here’s why! Only Black & Decker brings you 
the super-speed air chuck: grips and releases valve 
stems instantly for maximum speed — assures 
accurate alignment every time. Exclusive Auto- 
Flow Coolant Control puts exactly the right amount 
of coolant on the work for best operation. Two 
motors give you smoothest power — constant speed 
for top finish. 

See for yourself in your own shop. Mail coupon 
for a free demonstration. Remember, it’s easy to 
own the best valve shop in town! THE BLACK & 
DecKER Mra. Co., Dept. 5101, Towson 4, Md. 
(In Canada: Brockville, Ontario.) 


Yours for as little as $13.69 a month. 


vy eh ap 


Drills Sonders Vacuum Polishers Impoct 
Cleaners Wrenches 


See and try new B&D tools at 1.A.$.1. Show, Booths A-114 to A-120; B-113 to B-119, 


Circle 375 on Inquiry Card, page 73 


[7] check these exclusive features! 


Exclusive Black & Decker Air Chuck with fast 

acting Collet Clamp for top accuracy; top speed. 

Exclusive Auto-Flow Coolant Control distributes 

oil from 1-gallon baffled reservoir. 

Exclusive offset spindles enable grinding of all 
valve face angles from 0° to 90°. 

Universal wheel dresser swivels aside while 

grinding. 

Micrometer Valve Stem and Rocker Arm Grinding 

Attachment saves time — gives top accuracy! 

Plus many other time-saving features! 


‘ook onder Leading Distributors Everywhere Sell 
| im 'Vellow Pages’ | 


* @ Pick& Decker: 


THE BLACK & DECKER MFG. CO., Dept. 5101, Towson 4, Md. 


© Please arrange a free demonstration of your No. 626 Valve 
Refacer. 
O Please send me additional literature. 
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downshift the transmission (2-1 
kickdown), the driver must com- 
press the spring at the front of 
the plug, and force the control 
pressure at the front of it back 
into the line. 

In the Cruise-O-Matic throttle 
linkage, the detent is in the link- 
age. This linkage detent “un- 
locks” when the carburetor lever 
hits its wide-open stop, and the 
linkage to the transmission over- 
runs the linkage to the carbu- 
retor. 

In the Fordomatic 6-cylinder 
linkage, the throttle valve is 
against the detent plug at 62 de- 
grees rotation of the carburetor 
throttle valve (butterfly). The 
forced downshift comes in while 
the carburetor throttle valve 
rotates from the 62 deg. position 
to the 85 deg. position. 85 deg. is 
maximum rotation of the car- 
buretor throttle valve in both the 
6 and &-cylinder carburetors. 


In the Fordomatic 8-cylinder 
throttle linkage, the throttle 
valve is against the detent plug 
at 67 deg. rotation. The down- 
shift comes in while the carbu- 
retor throttle valve is rotated be- 
tween the 67 deg. rotation. The 
downshift comes in while the 
carburetor throttle valve is ro- 
tated between the 67 deg. and 
85 deg. positions. 


Band Adjustments 


The transmission front and 
rear bands should be adjusted 
after the first 1000 miles of 
operation, and thereafter at 
24,000 miles intervals. 

Low band adjustment proce- 
dures: The low band adjusting 
screw is threaded through the 
left front side of the case. 

Loosen the locknut several 
turns. Tighten the adjusting 
screw with the special tool. This 
tool is a pre-set torque wrench 


which clicks or overruns when 
torque on the screw reaches 10 
foot-pounds. Back off the adjust- 
ing screw exactly two turns. 
Hold the adjusting screw at 
this position, and then torque the 
locknut to 35-40 foot-pounds. 


Rear Band Adjustment 


Remove the transmission oil 
pan drain plug, and drain the 
transmission. If the same fluid 
is to be used again in the trans- 
mission after the band adjust- 
ment, filter the fluid through a 
100-mesh screen as it drains 
from the transmission. Re-use 
the fluid only if it is in good con- 
dition. 

Remove and thoroughly clean 
the oil pan and screen. Discard 
the oil pan gasket. 

Loosen the rear servo rod lock- 
nut and adjusting nut. 

Place the tool on the rear servo 
piston rod so that the two forks 
straddle the band apply lever. 
The inner fork must engage the 

(Continued on page 146) 





“AMERICA’S 
MOST USED 


: € 


@ SELLS ON SIGHT 


@GIVES YOU AVERAGE PROFIT 
OF $15.00 PER HALF-DOZEN CARTON 


COLORFUL, HARD-SELLING 
COUNTER DISPLAY FURNISHED 


3 IN 333 


WHEN ALL YOU NEED 
IS THIS MUCH — 





> See Page 148 











WRITE FOR FREE BOOKLET 
TIPS TO INCREASE ACCESSORY PROFITS 


["] Send compass prices, details for 


dealers. 


] Send booklet, ‘How to Sell Auto 
Accessories.” 


$5.50 and $6.95 List 


HULL MFG. CO. 


P.O. BOX 246-V-1 
WARREN, OHIO 








Have You Mailed 


Your Membership 


Postcard? 


See Page 73 








Circle 376 on Inquiry Card, page 73 
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OTHER BAY PRODUCTS FOR 
GREATER SERVICING 
EFFICIENCY 


1. Bay K-3000 Bumper Jack — 
Air-operated, rotating saddles 
that lift from braces, full year 
gvarantee. 


A 


2. Rocker-Head Stands — Com- 
panion equipment that multi- 
plies utility of Bay-Lift or 
Bumper Jack, 


3. Ramps — Simplest elevating 
thod in exist for fre- 





quent jobs. 


how badly you need a BAY-LIFT’ 
depends on how often you 
keep a good man down! 


Portable, Air-Operated 
BAY-LIFT Eliminates Wasted 
Waiting Time of Mechanics 


Nobody likes the delay in service garages that 
occurs when mechanics are held up, waiting 
for suitable lifting equipment to be free. It's 
frustrating to the mechanics. It's a_ profit- 
robbing situation, a major drag on the 
efficiency of any shop. 


Progressive service operators the nation over 
are putting low-cost Bay-Lifts to work, with 
surprising results. The Bay-Lift is rolled under, 
where the car stands, air hose is attached and 
——-whoosh—the vehicle is at any desired height, 
over the head of the mechanic or lower, in 10 
seconds or less. It's locked automatically at 
any height, for absolute safety. And working 
conditions are clear and convenient, more so 
than by any other lifting method. 


Time saved by a Bay-Lift goes far beyond 
elimination of waiting time. Every job goes 


faster with a Bay! Hard-to-get-at jobs become 
easy. Even smaller shops turn out 3 to 5 extra 
jobs per day. 


You should try this unique piece of equip- 
ment to even begin to realize what it can do 
for your operations. Send us a note on your 
letterhead, have a_ representative 
call to demonstrate. 


and we'll 


DIVISION OF LIFE TIME PRODUCTS CORP. 


P. O. BOX 85-MA, CANFIELD, OHIO 
Bay Overseas Division, 276 West 43rd St., 
New York 36, N. Y. 

Cable Lopreh, New York 


BAY-WORLD'S MOST WIDELY USED AIR LIFT 
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Goeed Truck 
Tie Glage 


JOB ———- 
WHRENR-TOOL 
EASIER ... QUICKER 

' ‘ 
* Quality tools for trucks, buses, farm ! 

tractors, and aircraft. Hand forged from 
chrome nickel alloy steel. Tougher, last ! 
much longer! : 
a . ' 
; = >, 


T-19 24° Truck and Bus Straight Spoon 








' 
<a! 

T-20 24” Truck and Bus Curved Spoon ' 
aonieeem , 
i 





a 


T-29 18" Tool for storting first bead down over rim 





™ nt 5 
SS ~ . 
j i 

T-48A 40" Tool for removing and replacing lock rings » 


 RER-FOOL Lock RING REMOVERS ' 
stand up under tremendous leverage 4 ed : 
- i 


T- 23 24” For Firestone RI RD, R-1 Rims — £7 





oa 





Gunn 





1-25 Wew 18" Ring Remover for 5° Firestone Rims 


ay 








e .. 22 18" Combinetion Lock Ring Too Tool 





re 





eon = ee ee eer eS = = 
> 


T-27 18" Ring Tool for R-1 Rims 


SEE YOUR JOBBER on the complete 
line of Job-Designed Ken-Tools. Forged 
by the largest exclusive manufacturer of 
top-quality Tire-changing Tools and 
Equipment. THE KEN-TOOL MFG. 
CO., AKRON 5, OHIO. 


MOG - TOOL 
TIRE CHANGING 


TOOLS KNOWN, USED 
AROUND THE WORLD 


he ee ee ee ee ee ee ee ee 
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| ELECTRIC CORPORATION 


VERDALE DETROIT 4, MICH 


Circle 379 on Inquiry Card, page 73 
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companies, independent of each 
other, had made decisions on the 
designs of ’58 models two or 
three years earlier. 
For another thing, there was 
| the growing interest of the 
American motorist in the Euro- 
pean small car. And there was 
the constant stream of criticism 
‘leveled at the American-built 
automobile. The hard knocks 
| came at the worst possible time. 
It’s difficult to estimate how 
_much effect this ¢riticism had 
'on our business. But there is 
| little doubt that it was potent. 
Now one of the main reasons 
I’m confident that the vast ma- 
| jority of automobile dealers will 
have a good year in 1959 is this: 
It seems almost certain that 
| most of the adverse forces of 
1958 will not be working against 
| our business again in the year 
ahead. In fact, I believe there is 
good reason for drawing some 
parallels between the potentials 
of 1959 and those of 1955— 
| which, as everybody knows, was 
the best year the automobile in- 
dustry ever had. 
| There are some striking sim- 
ilarities between the situation 
now and the situation in the fall 
of 1954, when the ’55 models 
were introduced. Today, as then, 
many thousands of prospective 
buyers have been delaying their 
purchases until the economic 
weather gets more settled. Sav- 
ings deposits have increased tre- 
mendously throughout the year. 
This represents a pent-up pool 
of spending power that could 
spurt forth at any time. Over the 
year, more and more people have 
been putting themselves in a 
position to buy cars with install- 
ment credit. From October, 1957, 
to October, 1958, there was a 
faster and steadier decline in 
automobile installment debt than 
in any other period since the end 
of World War II. 
Once again—as in the fall of 
| 1954—the automobile manufac- 











turers have presented to the 
public a wide assortment of new 
features. This includes basic re- 
styling. Also a great number of 
engineering advances. It seems 
to me that the changes in the 
1959 models are more universal 
and more important than in any 
year in the history of our busi- 
ness with the single exception of 
1955. 

Now I am not predicting that 
in 1959 the nation’s automobile 
dealers will sell anything ap- 
proaching the 7,200,000 cars 
which they sold in 1955. There 
are important differences be- 
tween this fall and the fall 
1954. In late 1954, for instance, 
surveys showed that the Ameri- 
can consumer was definitely in 
the mood to buy new cars. He 
was declaring himself ready to 
do business. This year the evi- 
dence isn’t quite so clear. People 
still want new cars and, gen- 
erally speaking, most of them 
are in a good position to buy. 
3ut up to now they don’t seem 
to be showing quite the same 
excitement and willingness to 
buy as they did in the booming 
fall market of four years ago. 

However, as I have mentioned, 
the country is experiencing a 
surge of optimism on the part of 
both buyers and businessmen. 
This growing confidence in the 
future, along with the sweeping 
new- model changes and the con- 
sumer’s desire to buy, may very 
well provide a strong stimulus 
to automobile sales. And it’s not 
at all impossible that business in 
1959 will exceed our most opti- 
mistic expectations. 

The economic climate for sell- 
ing automobiles in 1959 cer- 
tainly looks favorable at this 
time. But that does not mean we 
should relax our efforts to bring 
about a big upturn in our busi- 
ness. We cannot sit back and 
expect our sales to go up merely 
because confidence and business 
activity in general is increasing. 
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From the dealer, I believe we 
need the following: 

1—Continued emphasis. on 
service. Over and beyond the 
profit opportunities it offers, a 
top-flight service department is 
the most effective way I know 
for the dealer to maintain a close 
and satisfactory relationship 
with his customers. From the 
time they buy a car until they 
are ready to buy another one. 

2—-More salesmanship that is 
aimed at satisfying the needs 
and wants of the buyer; less 
salesmanship that is based en- 
tirely on price. 

3—Strong and_ enthusiastic 
sales leadership. Automobile 
salesmen need the help, confi- 
dence and encouragement which 
only the Top Man can supply. 

From the factories we need: 

1—Products of the highest 
quality. Top quality is one of 
the biggest contributions the fac- 
tory can make toward giving the 
customer the satisfaction he ex- 


pects when he buys a car. 

2—Continued efforts to keep 
manufacturing costs at a mini- 
mum—and prices at a minimum. 

3—Continued research and 
development aimed at putting 
more comfort, more perform- 
ance, more safety and more dur- 
ability into the American auto- 
mobile. 

We here in Detroit are well 
aware of the hazards of business 
forecasting; we have learned to 
be pretty cagey about making 
predictions. We know there is 
more than a little truth in the 
statement that if ali the fore- 
casters in the country were 
placed end to end they would 
still point in all directions. 

However, in any modern busi- 
ness we have to make forecasts 
whether we like it or not. Only 
in this way can we effectively 
plan our production, distribution 
and merchandising. And right 
now the best information avail- 
able to us at Chrysler Corpora- 


tion indicates that automobile 
sales in 1959 will be 20 to 30 
per cent greater than the 1958 
sales. 

We estimate that by the end 
of 1958 the industry will have 
sold something like 4,600,000 
cars, including about 300,000 
imported cars. In 1959, at the 
worst we expect the industry to 
retail 5,500,000 cars. But we 
think there is a very real possi- 
bility that as many as 6,000,000 
will be sold. Again, included in 
these figures are sales of im- 
ported cars, which we believe 
will amount to around 400,000 
in 1959. 

This, of course, would not be 
an industry-wide record by any 
means. However, we at Chrysler 
firmly believe that just about any 
dealer in the country can set new 
sales and profit records in 1959— 
provided he makes the most of 
his opportunities with determi- 
nation, imagination, selling skill 
and sound business management. 


ONLY THE ORIGINAL, GENUINE 


choke-stove 


Can Eliminate Carburetor Troubles! 


By providing the RIGHT AMOUNT of air to the 
automatic choke. 

By providing that right amount of air at the 
RIGHT TEMPERATURE (original heat tube and 
other choke heaters cannot contro! the tempera- 
ture of this air feeding to the choke). 


By preventing plugged air passages and jets 
which result from heat tube breakage (a com- 
mon occurrence with original equipment) insid 
the exhaust manifold. 


Cheech the BPS “NO” List: 


NO DRILLING! NO TAPPING! 


NO OBSTRUCTION TO EXHAUST 
GAS FLOW! (which creates cosfly 
back pressures! 


NO MANIFOLD SPLITTING! (from 
expansion and contraction differ- 
ences of cast iron and steel due 
to extreme temperature changes! 


Engineered to the specific manifold — air-tight fit with the patented 
BPS asbestos seal — engineered Stoves not drilled bolts or simple 
heat tubes — mounted outside of manifold (not inside where heat 
is most intense and breakage chiefly occurs). 


For All Popular Cars—SEE YOUR JOBBER 


BRAKE PARTS 





Learn how you 
tolaM lolol Me 
atelale Mad (-tolal-ta 
dispenser in 

less than 
one minute 
a 


SEE PAGE.. 











QUICK SETTING .. .TRANSPARENT 
. .- WATERPROOF! 


GLASS 
SEALER 


(CLEAR CEMENT) 











914 WWashington Blvd. 


SPECIALTY Los Angeles 18, Calif. 
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Forms tough, protective bond between glass and 
metal or rubber. Tailored specially for materials 
requiring dependable, strong, pliable, colorless 
cement. Not affected by cleaners and polishes. 
SEE MORE PERMATEX 
PRODUCTS FEATURED ON PAGE THREE 
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flat on the servo piston rod. The 
outer fork must be inserted be- 
tween the piston rod seat (half 
ball) and the adjusting nut. 

Sack off the piston rod locknut. 
Tighten the adjusting nut until 
the adjusting tool is felt and 
heard to click and overrun. This 
tool is a pre-set torque wrench 
which clicks and overruns when 
45-50 inch-pounds torque is 


applied to it. 

From the point that the 
wrench clicks, back off the ad- 
justing nut exactly 2 turns. 

Hold the adjusting nut against 
rotation and tighten the locknut 
against it to 15-18 foot-pounds 
torque. 

Remove the _ tool 
servo piston rod. 

Place a new gasket on the oil 


from the 








FOR LOW-COST AIR... 
Choose from 47 models of 


WEAVER 
AIR COMPRESSORS 


YOU'LL GET... 


@ high efficiency 


@ long, trouble- 
free service 


@ more air for the 
money 


Whether you need air for a single 
tire line or a full complement of air- 
operated equipment, you'll find the 
exact compressor to suit your need in 
the extensive Weaver line. It includes 
models ranging from ¥% h.p. to 25 
h.p., electric or gas driven, single 
stage and 2 stage, with vertical or 
horizontal tank. 


All Weaver Compressors are built 
to highest standards of quality to as- 


Weaver Manufacturing Co., Springfield, Illinois, U.S.A. 


WEAVER, seevice sor cquiemenr. 


Complete line includes: Twin Post Lifts . 
Frame Type Lifts . . . Unit Lifts . 
. . « Headlight Testers . 
... and Air Compressors. 


. . Brake Testers . 


. . Triple Post Lifts 
. . Bumper Lift . . . Car Washers . . 


. . Wheel Balancing Equipment .. . Jacks . . 


sure you of maximum air output for 
your power expenditure . . . mini- 
mum maintenance ... and extra years 
of service. They operate smoothly and 
quietly, and are cool running. 


Full specifications on every model 
in the line, along with helpful infor- 
mation on selecting a compressor, and 
tips on installation and maintenance 
are all contained in a fully illustrated 
free catalog. MA-734. Write for your 
copy today! 





. . « Single Post Roll-on, Free-Wheel and 
. Wheel Alignment Equipment 
- Wheel Dollies 


146 Circle 380 On Inquiry Card, page 73 


pan, and install the screen and 
pan on the transmission. Install 
the drain plug and tighten to 
10-15 foot-pounds torque. 

Fill the transmission with 
automatic transmission fluid. If 
the fluid that was drained from 
the transmission is to be used 
again, filter the fluid through a 
100-mesh screen as it is poured 
back into the transmission. 

Re-use the fluid only if it is in 
good condition. 


Carter Graduates 
Increase Over ‘57 


The Carter Carburetor field 
extension program of the Fac- 
tory Service School graduated 
5,532 specialists in automotive 
fuel systems last year. This rep- 
resents a 144 per cent increase 
over the previous year, accord- 
ing to V. F. Thompson, Carter 
service manager. 

The extehsion course is known 
as the Power Center Training 
Program. It was inaugurated in 
November, 1957 as a modern- 
ized version of the long-estab- 
lished Personalized Instruction 
Course. It is conducted as Car- 
ter distributorships across the 
country. During the past school 
year the eight-week classes were 
held in 48 states. Also in several 
Canadian cities. 

“The new course is more in- 
tensive. It concentrates on those 
areas we have found to be of the 
greatest practical value to auto 
repairmen during 25 years of 
operating automotive mainte- 
nance schools,” Thompson said. 
“As a result, we look for a still 
greater increase in enrollment 
in the next 12 months.” 

Carter, which will celebrate 
its 50th year in business in 1959, 
is a division of ACF industries, 
Inc. Since 1934 Carter has 
trained nearly 50,000 auto re- 
pairmen at its Factory Service 
School in St. Louis and through 
its field extension programs. 





Show up the faults of others 
and you put your own on dis- 
play. 
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Government Loan @ @ @ e @ Continued from page 133 


under the Small Business Invest- 
ment Act says they must be in- 
corporated to operate under the 
Act. 

Q—Can a brand-new concern 
borrow from a small business in- 
vestment company? Or get a di- 
rect loan from the Small Busi- 
ness Administration? Or a bank 
participation loan? 

A—The first part of this three- 
part question can be answered 
best by a small business invest- 
ment company when it begins 
operations. However, the law 
does not specifically prohibit a 
small business investment com- 
pany from making such a loan. 
The criteria would be the col- 
lateral the individual company 
can offer, the amount of the loan, 
the company’s ability to repay 
and other factors, those usually 
governing any loan. 

Generally the SBA does not 
refuse a direct loan to a concern 
merely because it is a new firm. 


Despite lack of an _ earnings 


record by which to judge, the 


character of its officers, their 
record in a previous business, the 
collateral offered and other fac- 
tors might easily be the deter- 
mining factors. If the SBA is 
convinced that the firm can re- 
pay the loan from earnings it 
stands a good chance of obtain- 
ing a loan. 

The third question is best 
answered by saying that invari- 
ably the SBA looks with favor 
upon a loan application in which 





: 199° 


Hydraulic powered—no bothersome 
air hoses, pumphandies or wires! 
Built-in automatic battery charger. 


write Crown Controls Co., Inc. 


"power jack 


a bank is willing to participate. 
Q—How does the Limited 
Loan Participation (LLP) pro- 
gram work? Are all retailers who 
are eligible for direct SBA loans 
also eligible for the LLP loans? 
Are LLP loans especially suit- 
able for small retail and service 
firms? . 
A—Loans made under this 
program are made entirely 
through banks, which participate 
in and service the loans. The 
Small Business Administration's 
share of an LLP loan is limited 
to $15,000 or 75 per cent of the 
total amount of the loan, which 
ever is the lesser amount. The 
LLP loan is designed to assist 
small retail, service and whole- 
sale firms unable to pledge as 
much tangible collateral as is 
required for regular SBA busi- 
ness loans, but which have a good 
earnings record, competent man- 
agement and a creditable record 
for meeting their obligations. 
Q—What services does SBA 
offer to improve the management 
of a small business? Do any SBA 
publications describe these serv- 
ices? Where can copies be found? 
A—The Small Business Ad- 
ministration publishes monthly 
pamphlets called Management 
Aids, Technical Aids and Small 
Marketers Aids which highlight 
some aspect of management 
problems, and how they may be 
overcome. Individual copies of 
the Aids are available free of 
charge. The SBA also publishes 


other booklets, prepared by ex- 
perts, on various management 
problems. These are available 
from the U. S. Government 
Printing Office at a nominal 
charge. Listings of all SBA busi- 
ness publications may be ob- 
tained from any SBA office. 

Q—If the man who wants a 
loan to buy a service station 
promises to improve the station 
and build up the business, will 
SBA grant the loan? Will SBA 
demand that he have a fixed per- 
centage of the price of the sta- 
tion in hand before it can permit 
a loan to be approved? If so, how 
large a percentage will he need. 

A—tThe first question is an- 
swered on a preceding page. Any 
business is eligible for a loan 
from the Small Business Admin- 
istration if it meets the normal 
requirements set by SBA. The 
second question can be answered 
by saying that should the SBA 
feel that the economic life of the 
business will improve under new 
ownership—and always assum- 
ing that the previous owner 
wishes to sell and get out of the 
business—the SBA has no fixed 
percentage on what amount the 
purchaser must have in hand to 
qualify for a loan. Each case is 
decided on its merits, depending 
upon such factors as the equity 
the new owner has put up in 
cash, his past business record, 
his business reputation, and his 
ability to repay. Also considered 
is the economic life of the com- 
munity. Will it be well served by 
the transfer of ownership? 














Dept. M—New Bremen, Ohio 
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Permatex tailored this super-sealant espe- 
cially for those newer engines. . 
compression jobs! Use it for tougher sealing! 


SEE MORE PERMATEX 
PRODUCTS FEATURED ON PAGE THREE 


. the high 





NOW a HAND New Products e @ @ @ @ @ Continued from page 131 
CLEANER DISPENSER *%Serviee Ki me ene 


Dorman Products Inc: Offers 


THAT LOADS IN LESS | new service kit of battery hold- 904.0nteen 


, down bolts and nuts. It includes 
THAN 1 MINUTE! nine sizes of bolts (with nuts) Sealed Power Corporation. : Com- 


from 44” x 5%” to *.” x 10” for pany will feature its line of stain- 
Chevrolet, Ford and Chrysler __ less steel oil rings. The corrosion- 
Products. All items available for 

New 5-lb. can of | refill in packages of 25. A dia- 

Mac's Waterless 

Hand Cleaner slips 

right on dispenser. Here's all you do: 


VT. Turn can up- 
side down and 
remove plug. 


2. Turn right side 

up and slip on resistant rings are reported to be 
gram prominently showing ap- available in Sealed Power Kro- 
plication, part number and loca- mex ring sets. 





dispenser. 





ea 
~~ oo - —_—_—— 
—_ a 


____ SE CLEAR $390 A MONTH 
‘‘izst” 1 QN MUFFLERS AND PIPES 


\ 
\~_ with my Superior Air Hammer’ _ — 


— ad 


=> — 
_——— oe ae ee ee 


‘*My Superior Air Hammer H 

Removes Muffler and Says Ernie Olchon, 
4, Replace lid , | Pipe in 3 minutes’”’ OWNER PURE OIL BAY SERVICE, BAY VILLAGE, OHIO 
loosely. Dis- Cash j th . a ' . 
“s ash in on the growing muffler replacemen 
spent oe | Now Muffler a market. With Superior’s Metering Trigger, 
waste. foci. —" ee tions Are Quicker Than semi-skilled help can control blows from 
Lube Jobs’”’ 0-2800 per minute — remove the toughest 
proof. mufflers and tail pipes in just three minutes 
‘“Cuts Shock Absorber without damaging or distorting the pipes. 
Bolts, Too!’’ Hammer weighs 3!% lbs., operates on your 

: standard compressor. 


—. 
Introductory offer: q C , 
Two 5-Ib. cans Mac’s Waterless Hand Cleaner R canal, omplede hid 
ee vs aia ; ig | ’ ———— SSS 
acs Waterless nan eaner can de use " “ 
with or without water. Contains Lanolin... — #415 Muffler Cutter 


won't dry skin. Your NAPA or company job- — +430 Flat Chisel 
ber has it. Order now! ian heals 
s vai ie: 


Full line of panel cutters 


and body chisels for use 
MAC’S SUPER GLOSS CO., INC. with SP-700 hammer, 
Los Angeles 42, Calif. * Cincinnati 26, Ohio For full details, 


DON’T WAX IT, MAC’S IT! rey — SUPERIOR PNEUMATIC & MFG., INC. 
4758 Warner Rd. ¢ Dept. G e Cleveland 25, Ohio 
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Calendar of Coming Events 


General 


Jan. 17-25—1959 Chicago Automobile 
Show, International Amphitheatre. 
Feb. 2-4—Automotive Accessories 
Manufacturers of America exposition, 
New York Coliseum, New York City. 
Feb. 15-17—National Standard Parts 
Assn. National Convention, Sherman 
Hotel, Chicago. 
Feb. 15-17—Motor and Equipment 
Wholesalers Assn. National Convention, 
Conrad Hilton Hotel, Chicago, Il. 
Feb. 17—Automotive Affiliated Rep- 
resentatives board of directors and 
membership meeting, Pick-Congress 
Hotel, Chicago. 
Feb. 18—Automotive 
International banquet, 
Hotel, Chicago. 
Feb. 18-21—International Automotive 
Service Industries Show, Navy Pier, 
Chicago. 
Feb. 26-27—American Petroleum In- 
stitute, Div. of Marketing, Lubrication 
Committee meeting, Sheraton-Cadillac 
Hotel, Detroit. 
Feb. 27-March 8—1959 World Wide 
Auto Show, Miami Beach Exhibition 
Hall, Miami Beach, Florida. 
March 4-8—Ninth Annual 
Autorama, State Armory, 
Conn. 
March 11—Motor and Equipment 
holesalers Association western states 
conference, Fairmont Hotel, San Fran- 
cisco. 


Booster Clubs 
Conrad Hilton 


National 
Hartford, 


The past counts, but not as much 
as todays and tomorrows! 


Free Check 
Analysis Service 


A free check analysis service 
is available for the automotive 
industry to help its members re- 
design their checks for electronic 
bank bookkeeping, announces 
Todd Company Division, Bur- 
roughs Corporation, Rochester, 
N. Y. 

The service will be provided 
by the firm’s new Check Analy- 
sis & Design Department. 

In addition to rating a check 
on its adaptability to electronic 
processing, the analysis chart 
will also appraise it on 12 other 
points. These include general ef- 
ficiency, arrangement for accu- 
rate bank handling, advertising 
and public relations values, color, 
typography, general layout, and 
safeguards provided against al- 
teration and forgery. 
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March 12-15—Pacifie Automotive 
Show, San Francisco Civic Auditorium, 
San Francisco. 

March 16-18—SAE National Passenger 
Car, Body, and Materials Meeting, The 
Sheraton-Cadillac, Detroit, Mich. 
May 3-8—Top Management Institute, 
Motor and Equipment Wholesalers 
Assn., Allerton House, University of 
Illinois, Monticello, Il. 

May 4-6—American Petroleum Insti- 
tute, Div. of Marketing, Lubrication 
Committee meeting, San Marcos Hotel, 
Chandler, Ariz. 


May 17-20—Automotive Engine Re- 


builders Assn. convention, Royal York 
Hotel, Toronto, Ontario. 

May 17-19—6th Annual Convention of 
the Automotive Wholesalers Associa- 
tion of Tennessee, Castle in the Clouds 
Hotel, Chattanooga, Tennessee. 

June 14-19—SAE Summer Meeting, 
Chalfonte-Haddon Hall, Atlantic City, 
New Jersey. 

June 24-27—The National IGOA Con- 
vention, Denver Albany Hotel, Denver, 
Colorado. 

Oct. 28-30—SAE National Fuels and 
Lubricants Meeting, La Salle Hotel, 
Chicago, Illinois. 


Dealers Convention 


Jan. 31-Feb. 4—National Automobile 


Dealers Assn., Chicago. 





ALL-NEW FROM STEWART-WARNER... 


MODEL 240-A 


electric 
fuel pump 


Te 


FOR INSTANT STARTS. 


® for cars, trucks and 
all gasoline engines 

® Models with single 
or dual pumps 


-» AND CONSTANT, POSITIVE 


FUEL FLOW BOTH WINTER AND SUMMER! 


Highest delivery rate! Up to 60 gal- 
lons per hour, with oversize piston, 
coil and power spring. 


Adjustable pressure! Pump can be 
easily adjusted from 1 PSI up to 71 
PSI to give exact shut-off pressure re- 
quired by any carburetor. 


Built-in automatic pressure regulator! 

Prevents flooding and starving. Main- 

tains desired pressure at carburetor 
- gives smooth, steady fuel supply 
. eliminates surging. 


Built-in fuel filter! Extra-large reser- 
voir and oversize filter element. 


Easy wiring and installation! Battery 
can be either positive or negative 
ground. 


Serviceable in field! Routine mainte- 
nance — even complete overhaul — can 
be done by your own service person- 
nel. 


Minimum inventory! Just two models 
—6-volt and 12-volt. 


Order from your jobber today! 


INSTRUMENT DIVISION 


Excellence 


1840 Diversey Parkway 


STEWART- WARNER | Chicago 14, Illinois 


CORPORATION 


Circle 382 on Inquiry Card, page 73 
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Your Complete line of 
ENGINE AND CHASSIS PARTS 


Precision-Engineered ...Performance-Tested 


Whatever your needs in engine and chassis parts, you'll find the right parts for the job in today’s 
bigger and better Permite Preferred line! It’s the most complete line ever available 
for all makes and models of cars, trucks, buses and tractors! Every part offered is 


designed and manufactured for easiest possible selection and installation . . . longest service in operation. 


Connecting Rod Bearings Cylinder Sleeve Assemblies Tie Rod End Repair Kits 

Main Bearings Hy-Power Cylinder Sleeve Drag Link Assemblies 

Main Bearing Sets Assemblies Spring Bolts 

Camshaft Bearings Valves Spring Bolt Bushings 

Camshaft Bearing Sets Valve Guides Spring Attaching Assemblies 

Main Bearing Shims Valve Springs Rubber Spring Shackles 

Roll Shim Stock (Brass) Valve Seat Inserts Silent U" Spring Shackles 

Aluminum Alloy Pistons Valve Stem Keys Tryon Spring Shackles 

Cast Iron Pistons Valve Roto-Mechanisms Coil Springs 

Piston Pins Water Pumps Stabilizer Links 

Piston Pin Bushings Water Pump Repair Kits Ball Joints 

Cylinder Sleeves King Bolt Sets Front End Suspension Parts 
Tie Rod Ends 


Manufactured by Aluminum Industries, Inc.—available throughout the U. S. 


Cincinnati 11, Ohio 


rmite preferred 


by vehicle manufacturers / car and truck dealers / garage and service men / fleet operators 
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® ADVERTISERS’ INDEX 


This Advertisers’ index is published as a convenience, and not as part of the advertising contract. 


Every care will be taken to index correctly. No allowance will be made for errors or failure to insert. 


A 
AC Spark Plug, [Electronics Div.) . .82-83 


Agency—-D ther & Co. 
AP Parts “ll Lee. 86-87 
Agency—Gray & Roge 
Albertson & Co., Inc. 
tyency—Stevenson & Asso 
Alondra Inc. 
Agency—Larry Raymond Co 
Aluminum Industries, — 150-151 
igency—Applegate « 
American Telephone Fi Tolegregh Co. 119 
Agency—-Cunningham & Walsh, In 
Ammco Tools, Inc. : 
Agency--Arthur R. Mogge, In 
Armstrong Rubber Co. 
Agency--Lennen & Newe 
Armstrong-Victor Div. 
Agency--Buchen Co. 
Aro Equipment Co. ; 
Agency—Beeson-Reichert, Inc. 


B 
Bay Lift Div. Life Time Products 
Corp. 
igency—R. J. McCa o 
Behr- Manning Co. ceo 
{ ne 


J y—J. M. Mathes 
Bendix ‘Aviation Corp. 
Eclipse Machine Div. 117 
Service Sales Div. 114-115 
iyency —-MacManus, Join & Adams 
Singhar- Herbrand Lo. 122 
a , Ine 
Black & Rouber Mig. Co. 4, 140-141 
igency——Van Sar dale & Co 
Bosch Corp., Robert. 
yency—E. T, Howar 
Brake Parts Specialty 
igency— Miller-Mach 
Breeze Corp. ine. 
igency—Burke 


Conphem Hausfeld Co. 
wy Bae Kemble & Spice 
Carter Carburetor Div. 
iyency French & Shields 
Champion De Arment Tool Co. 
fyency—Davies & cKimney 
Champion Spark Plug = 
ivency—J. Walter Thompson 
Chevrolet Div. G.M. Corp. 
cy Campbell-Ewald C 
Chrysler Motors Corp. Moper Div. i 
tyency- -N. W dyer & Son 
Clevite Service Div. 10 
tgency--Duffy, McClure & Wilder, 


ly 
Commercial Credit Corp. 
ivency—Van Sant, Dugdale & Co 
Commercial Solvent Corp. 
tgency Fuller & Smith & Roas, Inc 
Cordomatic Div. 
J gency—Arndt-Preston-Chapman- 
Lamb & Keen, In 
Crown Controls Co. Inc... connor 
Agency—Graphic Studios of Advg. 


D 
Delco-Remy Div. G.M. Corp.... . 102-103 
Agency—Campbell-Ewald Co. 
De Soto Div. Chrysler Corp. 


Agency—Batten, Barton, Durstine & 
Oshorn, Inc. 


DeVilbiss Co. 
Agency—Brooke, Smith, French 
Dorrance, Inc. 


duPont de Nemours Co., Inc 
Refinish Div. 


Zerex .. 
Agency Batten, Barton, Durstine & 
Osborn, Inc. 


E 
Eis Automotive Corp..........+..- 116 


Agency—Furman Co, 


Electric Auto Lite Co. 


icy—Grant Advg., Ine. 


152 


Exide Div. Electric Storage Battery 

°. ° . ° cen . 
Agency—Batten, Barton, Durstine & 
Osborn 


F 
Ford Motor Co. 


Agency—J. Walter Thompson 
Forsberg Co., H ; 
Agency -C. Fmerty Advg Co. 
Fram Corp. 125 thru 
Ageney -Marschalk & Pratt 


G 
Gabriel Co. 


Agency—-Gray & Rogers 


Gates Rubber Co. 
Agency— Harold Walter Clark 
General Electric Co. 
Agency--Batten, Barton, Durstine & 
Osborn 


Grey Rock Div. Raybestos- Manhattan 


yency—Gray & Roge 


H 
oviend Co., Arnane 


Heli Coil. * oi i 
y O. 8S. Tyson & Co., Ine 
Medinoed Div. Bingham-Herbrand 
Corp. 

Agency-—Slayton-Racme, Inc 
onapee Industries, Inc. 

igency Gray & Rogers Advg 
Holley Carburetor Co. 

Agency -Cla & Bobertz, Inc. 
Hull Mfg. Co. 


Agency—R. J. McCallister Co. 


tngereet- Rend Co. . ase 
cy-- Beaumont, Heller & Sperling 
Inland Mfg. Co. 


Ayency Bozell & Jacobs 


J 


Johnson Products, Inc 
Agency —daqua Co 


K 


u in des 

Ken Tool Mfg. Co.. 
Agency Norma 

Kendell Refining Co. 


ne Barher & 
/ 


L 
Lamson & Sessions Co. 
Agency John B. Hickoz, Inc. 
Lee Co., K.O. 
Agency -Acme Advg 
Link Belt Co. ; 
Agency -Klau-Van Prietersom-Dunlap 
Lucas Electrical Services, Inc. 
Agency—The McCarty Co 


M 

McQuay-Norris Mfg. Co. ake 101 
Agency—D'Arcy Advq. Co. 

Mac's Super Gloss, Inc. 142, 145, 148 
Agency—Hixson & Jorgensen, Inc. 

Mallory Electric Corp. 144 
igency—C. R. Stout Advaq 

Merit Muffler Div. Goerlich's Inc. 
Agency—Gray & Rogers 

Monroe Auto Equipment Co........ — 
Agency —Aitkin-Kynett Co, 


Moog Industries, Inc. .. 120-121 


Agency—Winius-Brandon Co. 


N 


National Business Publications, Inc.. 124 


e) 
Oberhausen Engineering Corp 
Agency—Middlebrooks Advg. 
Oldsmobile Div. G.M. Corp. 
Agency—D. P. Brother & Co. 
Olin Mathieson Chemical Corp. 


Agency—Van Sant-Dugdale & 


P 
P & D Mfg. &eo. Inc. 


Agency Porte & Austin Ine 
Perfect Circle Corp..... We 
2nd Cover, 17 thru 40 

Agency Henri, Hurst & McDonald, 

Inc. 
Permatex Co. Inc. 3, 145, 147 

Agency —G,. M. Bas ford Co. 

Pittsburgh Plate Glass Co. 


Agency Batten, Barton, Durstine & 
Osborn, Inc. 
Proto Tools Div. . 132 
lyency. Willard G. Gregory & Co. 
Purolator Products, Inc. 108-109 


Agency--J. Walter Thompson Co 


R 


Raybestos Div., Raybestos-Manhattan, 
Inc, a 


Agency-—-Gray & Rogers 
3rd Cover 


Rochester Products Div. 
Rust blaster Chemical Corp........ 46 


Agency--D. P. Brother & Co 
Agency—Cory Snow, Inc. 


S 

Schrader's Son, A. 

Agency——-G. M. Basford Co. 
Sherwin-Williams Co. 

Agency— Fuller & Smith & Ross 
Standard Motor Products, Inc. 

Agency—Friend, Rews Co 
Stewart Warner Corp. Instrument Div. 

Agency —MacFarland, Aveyard & Co 
Sun Oil Co. 

Agency—Wiuliam Estey Co. 
Superior Pneumatic & Mfg. Inc 

Agency—Baisch Advg 


T 
Fones Co. 

igency—Cunningham & Walsh, Ince 
Thermoid Div., H.K. Porter Co. 


Back Cover 
Agency—Autken-K ynett Co. 


Timken Roller Bearing Co. 107 
Agency—Batten, Barton, Durstine & 
Osborn 
Tung Sol Electric Inc. 
Agency-E. M. Freystadt Assoc., Inc 
Tungsten Contact Mfg. Co. 


Agency -Furman Co 


U 
United Motors Systems, G.M.C. 


Agency Campbell-Ewald Co, 


V 


Van Norman Automotive Equipment 
°. 
Agency Humber & Jones 

Victor Mfg. & Gasket Co. 


Agency--Buchen Co 


Ww 


Wagner Electric Corp. ‘ 
Agency—Arthur R. Mogge 

Walker Mfg. Co. of Wis. 
Agency -Aitkin-K ynett 

Wayne Pump Co. Be 
Agency--A. E. Aldridge Assoc. 

Weaver Mfg. Co. <F 
Agency—Arthur R. Moage, Inc. 

Wilkening Mfg. Co... 
Agency-—Aitkin-Kynett Co 

Wix Corp. : 
Agency—-Humbert & Jones, Inc. 

World Bestos Corp. 


Agency—La Grange & Garrison, Inc. 
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EIGHT COMPRESSOR SERIES 
. Over 2 dozen models to choose from. 
Hi-volume, mobile or stationary tank units. 


2 NEW SERIES OF 
PAINT SPRAY GUNS 


. for all materials and 
finishes. 9 models availa- 


_ ble ranging from Home 
Whatever your PLUS .. . COMPLETE ACCES- Workshop type to Profes- 


paint spray needs... SORY EQUIPMENT — material sional and Hi-Production 
Campbell-Hausfeld has tanks, regulators, respirators, models. 
the unit for you.” hose and fittings. 


Write today for THE CAMPBELL-HAUSFELD Co. 
New Catalog cx-100! 207-A Railroad Ave. *® Harrison, Ohio 
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w=") SUPERCHARGERS 


EXHAUST ¢ TWO STROKE ¢ PULSE-JET + SOLID PROPELLENT 
4 ' FEATURES: 


00QQ00 


© ADAPTS TO ANY AND ALL 
CARS 


© SIMPLIFIED INSTALLATION 


© LOW SILHOUETTES FOR 
LOW HOODS 


© USE YOUR STOCK CAR- 
BURETOR 


© CARBURETOR NOT 
PRESSURIZED 
©® ASSEMBLED OR IN KITS 
© COMPRESSOR BYPASS 
STANDARD 
1, © OPERATE ONLY WHEN 
NEEDED OBERHAUSEN ENGINEERING CORP. 
e DASH REGULATION 2777 ASHFORD RD., N.E., ATLANTA 19, GEORGIA 
OPTIONAL C] $1.00 ENCL. RUSH 28 PAGE DELUXE 
= © TRANSFERABLE, CAR TO FULL COLOR CATALOG 
. CAR [] $5.00 ENCL. RUSH 150 PAGE INSTALLATION 
Is QUICK CHANGE MANIFOLD MANUAL PLUS DELUXE CATALOG 
© Quncn canes Come. REFUNDED ON FIRST ORDER 


HEAD CAR MAKE_____ YEAR NO. CYL___ 


LYON YO0NNOOOO ) 


wy 


a 006 


NAME 


| 


ADORESS 


65% BOOST; 107 HP INCREASE -, “Man ZONE STATE. 


ON STOCK 283 cu. in. CHEVY, USING AN INEXPENSIVE MODEL res) 0000000000000000000 09000 00 


I 


S | 
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THE LAST . 





**"Now you've done it, now you've 
199 


really done it! 











An Australian was trying to impress 
a Texan with the wonders of his coun- 
try, but then the Texan saw a kangaroo. 

Drawled the man from the Lone 
Star State: “Ah’ll grant you one thing 
that’s for sure. Your grasshoppers are 
bigger’n ours.” 

















“Who's the clown working on 
my car?” 
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Marriage is like a railroad sign. 
You see a lovely girl. You stop, then 
you look. After you’re married, you 
listen. 


A violinist stopped in a London 
music shop and asked for an E-string. 
Placing a large bunch of strings be- 
fore the customer. the storekeeper re- 
marked, “Ere they are, sir. Select what 
you want. I cawn’t tell the ‘e’s’ from 
the she’s.” 


If he sold a certain suit, the young 
high school graduate was told, he 
could have the job as clothing sales- 
man. The suit in question was a dilly 
—light purple, with yellow stripes, and 
red dots. 

An hour later, bloody, dirty, clothing 
torn, he rushed up to the manager and 
shouted breathlessly, “I sold it.” 

“Looks as if you met a lot of cus- 
tomer resistance,” said the manager, 
looking him over. 

“No. I had no trouble with the cus- 
tomer.” the youth replied, “but what a 
fight I had with his seeing-eye dog.” 


After telling her pupils about the 
crowns of glory awaiting good people, 
the teacher asked who would get the 
biggest crown, 

“Him wot’s got the biggest head,” 
Johnnie replied. 


A woman whose doctor had pre- 
scribed one of the new tranquilizing 
drugs for her was telling a man about 
it at a party. 

“I take one pill a day.” she said. 
“It soothes me. chases all the jitters 
away, improypes my appetite and makes 
me really feel like living.” 

The man shook his head in wonder. 
then turned to the other guest and 
shouted: 

“Hey. gang. guess what they have 
on the market now? Instant martinis.” 


Not one person in a thousand knows 
a good thing when he sees it, and 
without salesmanship and advertising 
we would still be a nation of bicyclists. 





“Mr. Gordon is an incurable 
romanticist!”” 











A Los Angeles maternity shop re- 
cently received this letter from an in- 
dignant customer: 

“Dear Sir: Please cancel the order 
for a maternity dress which you were 
going to deliver to me. My delivery 
was faster than yours.” 
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““Winter-ize my car and sum- 
marize the bill!’ 
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number one 
Original equipment 
carburetors 


URETORS 


Manufactured and tested by the 


ROCHESTER 


PRODUCTS DIVISION OF GENERAL MOTORS 


ROCHESTER. NEW YoRK 











the only complete carburetor 
clean-out kit on the market! 


Af New Rochester-GM KLEANOUT KIT contains every- 
W | \ YA thing you need to perform carburetor clean-outs—ineluding 
~ Za 


ZT exclusive new X-44 Carbon-X Carburetor Cleaner in the 
ORDER YOUR — handy new applicator can. 
ROCHESTER-GM ~<a Rochester-G M. Kleanout Kit is the only complete kit avail- 


able! Everything you need in one package—needle and seat 


KLEANOUT KITS TODAY! ~ valve, pump plunger, choke-stat cover gasket, air horn gasket, 


clip, float gauge, instruction sheet . . . plus the exclusive new 
) X-44 Carbon-X Carburetor Cleaner. Available for single-, 
{SALES} two- and four-jet carburetors. Rochester Products Division of 
__ Fed Mavens oveTED _ General Motors Corporation, Rochester, New York. 


America's 

number one 
Original equipment 
carburetors 


GENERAL MOTORS 
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Bonded or... riveted | 
Thermoid Brake Lining’ 
goes over BIG 
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One reason is Thermoid’s exclusive Dry-Mix that provides 
a lining—/for bonding or riveting—of greater density and 
toughness. Another is Thermoid’s unique Certified Brake 
Safety Program. This tested merchandising plan helps you 
inspect brakes at a profit ... keeps customers coming back 
for regular inspections until you determine that brakes need 
re-lining. Ask your Thermoid jobber how the Certified 
Brake Safety Program can help build repeat business. 


Other high quality Thermoid Products .. . * The only Brake Linings certified by 
mi - he Pittsburgh Testing Laboratories. 
Modernized to meet modern driving conditions. a 


Order from your Thermoid 
jobber today. 


Hi. kK. PORTER 
ComMPANY. ING. 


THERMOID DIVISION 
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Hydraulic Brake Fluid and Parts Fan Belts and Radiator Hose 
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